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Beaver Model-B 14 to 2" Pipe & Bolt Mach: 1e 
Now Available With Enclosed Steel Star d! 
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A sturdy welded fully-enclosed Portable Steel Stand (shown above—with front cover 
removed) is now available for The Beaver Model-B ', to 2-inch Pipe and Bolt machine. 


This Portable Stand may be supplied (a) without Wheels or (b) with 17-inch Steel- 
rim Wheels or (c) with 17-inch Kubber-tired Wheels. The wheels are “retractable” so that 
the stand rests on four heavy angle iron legs when machine is being operated. Convenient 
removable handles, in welded bosses, enable the stand to be moved about easily. 


The Beaver Model-B Pipe and Bolt Machine, complete with right hand operated 
rack-and-pinion feed, automatic gear lubrication, ‘4 to 2-inch Universal Chuck, auto- 
matic chuck wrench ejector, automatic reversible oil pump, double-jet oil line, sliding, 
removable tray, adjustable centering pipe rest independent of spindle (to eliminate pipe 
whip), % to 2-inch ball-bearing, self-centering, wheel-and-roller cutoff, % to 2-inch cone- 
type hinged reamer, Universal opening adjustable die head and dies to thread ¥%& to 
2-inch pipe, portable stand, (17-inch steel rimmed wheels) and one gallon Beaver 
Threading Oil sells for only $282.50 F.O.B. jobber’s stock. 


Full range of Bolt Dies (USS or SAE) available. 
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Stakes Quality * WARREN, OHIO * For 40 Years 





























THE SUPPLY MONTH 


THIS YEAR'S CONVENTION started 
with two strikes on it because of the 
great distance to be traveled. But 
here we are with the trains ready to 
start toward Dallas and the ball sail- 
ing high up into the bleachers. Pas- 
senger lists are long, consisting of the 
most representative members of both 
distributor and manufacturer groups. 
The program sounds livelier than it has 
ever been. It ought to be a smash hit, 
no less. And if so, there’ll be a lot 
who deserve high credit, but the name 
that should lead the list is that of 
Jack Bale, the best living example of 
Texas go-getting boosterism. 


WHILE PUNDITS RAIL at census 
snoopers we report with no_ little 
pride that a census: of our own—of 
the most intimate sort—has been go- 
ing on monthly among supply men 
for some time, and without fuss or 
feather. True, we don't threaten jail 
sentences and fines for distributors 
who refuse to report to us_ their 
monthly sales volume figures. But 
dozens of them have been reporting 

. and last month when we asked 
for more reports to help bolster the 
Sales Indicator (Page 90) the re- 
turns nearly doubled! Maybe it’s the 
way the government asks its ques- 
tions? Anyway—thanks for helping 
make the Sales Indicator healthier 
than ever! 


THIS WILLINGNESS of our readers 
to “tell all” is a constant source of 
amazement to persons in groups less 
cooperative (and probably less effi- 
cient). Nearly every article in MILL 
SupPLiEs represents the broad-mind- 
edness of someone who understands 
the value of letting contemporaries 
know about his methods. In this re- 
spect, a new high is reached this 
month when we render a full report 
on activities at the Ross-Willoughby 
Company in Columbus, Ohio. Editors 
spent two weeks going over the R-W 
books, traveling with salesmen, ob- 
serving employes at work. Right now 
we could almost tell you whether Bill 
Hunter’s garters have two snaps or 
one. The whole industry should doff 
hats—along with us—to this forward- 
looking organization which has _ pro- 
vided the best opportunity yet for 
studying the complexities of distribu- 
tion. 
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Self-aligning Anti-Friction Ball 
and Roller Bearing Units 

Unmounted Bearings for various 
industrial applications 

Babbitted and Bronze-Bushed 
Bearings 

Welded Steel Base Plates 

Take-ups 

Friction and Jaw Clutches, in- 
cluding famous Twin Disc line 

















Cast and Cut Tooth Sprockets 
and Gears 


Steel Split and Cast Iron Pulleys 

Safety Collars 

Couplings, both Flexible and 
Rigid 

Drop Hangers and Hanger Bear- 
ings 

Grease Fittings 

Shafting 


LINK-BELT COMPANY 


Silverstreak Silent Chain Drive 

Silverlink Roller Chain Drive 

Speed Reducers of the Wort, 
Herringbone and Motorised 
Helical Gear Types 

Variable Speed Transmissioa 
of the P.I.V. Gear and VRB 
Types 

All types of chains for conv 
and power transmission 


Plants are located at Chicago, Indianapolis, Philadelphia, Atlanta, Dallas, San Francisco, Toront 
“Cartied in stock by mill supplies throughout the country” 
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Consistent 
Contribution 


to Industrial Progress 








HROUGHOUT Thermoid’s years of manufacturing, it has 
been our constant aim to do more than simply make Ay 
products for existing needs. For that reason, Thermoid’s 


engineering staff is composed of men whose technical oo 
knowledge is equalled by their specialized, practical Be) j 
knowledge of the problems faced in industry. i 
CONVEYOR BELTING 
TRANSMISSION BELTING 
V-BELTS 
AIR HOSE 
STEAM HOSE 
WATER HOSE 
Thermoid’s aggressive development policy and adherence PACKINGS 
to rigid standards of quality have won the respect of thou- BRAKE LININGS 
sands of users of industrial rubber products. It has become These are just a few of 


a habit with them to turn to Thermoid first. Thermoid’s Industrial 
Rubber Products. 


Through this policy, Thermoid has often been able to offer 
Industrial Rubber Products that have set up new high 
standards of performance. These products have helped to 
do existing jobs better, and in many cases have permitted 
new and improved methods. 


If you have a customer who has never turned to Thermoid, 
urge him now to do it the very next time he is in need of 
industrial rubber products. You may be sure that you can 
secure for him the type of product best suited to his par- 
ticular needs. You may also be sure that Thermoid’s dis- 
tributor policy makes the line profitable for you to handle. 





RUBBER .©.> 238-2. 
Division of Thermsid Co. 
TRENTON, NEW JERSEY 





Hand in Hand \ex\ with the Distributor! 


THIS NATION-WIDE ORGANIZATION BEHIND 


SKILSAW TOOLS 


MEANS BETTER SERVICE TO YOUR CUSTOMERS! 











To help you serve your customers better . . . to give 
you products you can sell with pride . . . to develop 
new tools that widen your market and increase your 


and service stations are spotted where they can do you 
most good. And, finally, our advertising is planned 
to reach your prospects and to bring them to you. 


profits—that is the job of this far-flung SKILSAW 
Organization that your valuable friendship has made 
possible and necessary! 

The Mill Supply Distributor is the foundation on 
which our business has been built. Our own men are 
trained to give your salesmen every needed field 
assistance. Our manufacturing facilities are geared 
to your demands for quality in construction, speed 
in production, progressin development. Our branches 


That is why, year after year, more and more dis- 
tributors are changing to the SKILSAW Line that 
builds volume, profits and satisfied customers! 


SKILSAW, INC., 5033 Elston Avenue, Chicago 


Canadian Branch; 85 Deloraine Avenue, Toronto, Ontario 
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@ No production machine tool in our plant is over 3 years old! Newest testing equip- 
ment guards the precision and operating perfection of every SKILSAW Tool. 


@ A}l our branch offices carry complete stocks of 

\tools and accessories to supplement your stocks, 
help you make prompt deliveries, reduce your 
transportation costs. 


@ These 27 authorized service stations (manned 


by factory-trained personnel) are prepared to 
give you twenty-four hour service whenever 
you need it: — 


Aberdeen Detroit Philadelphia 
Albany Indianapolis Pittsburgh 
Atlanta Kansas City Portland 
Boston Los Angeles St. Louis 
Buffalo Minneapolis Salt Lake City 
Chicago New Onleans’ = San Francisco 
Cleveland New York City Seattle 

Dallas Oakland 

Denver Oklahoma City Toronto, Ont. 
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STEEL SPLIT ~ 
PULLEYS 


“AMERICAN’’ WEDGBELT 
PULLEYS AND DRIVES 


“AMERICAN” 
TENSION-CONTROL 
MOTOR BASE DRIVES 





“AMERICAN” 
“AMERICAN” 
SPRUCOLITE PULLEYS euesenh Stns 
HANGERS 


Wouldn’t your specifications 
for a major line just about 
parallel what “American” offers ? 


PRODUCT QUALITY 


First and foremost, The American Pulley Company 
has a record of a half-century of successful manu- 
facturing and service to industry. “‘American’’ 
products have sales appeal because they are partic- 
ularly designed to meet specific industry needs. 


DEPENDABILITY OF SUPPLY 

Our years of experience in the mechanical power 
transmission and material handling fields have 
fitted The American Pulley Company to render 
comprehensive and prompt service to every indus- 
try. Ability to sense your needs and see your 
problems your way comes from long association 
with distributors. 


ADVERTISING SUPPORT 

Steady, consistent magazine advertising and ample 
direct-mail to your customers and prospects in- 
creases the effectiveness of your own sales develop- 
ment work. An extensive schedule is maintained 
in the leading industrial publications read by your 
customers. ‘‘American’’ products are better known 
—easier to sell. 


8 MILL SUPPLIES © APRIL, 1940 








OPE OST ET” 


hh a ce i a 











PROFIT 
It’s the wet profit that interests you. The margin to 
you on “American” products is an integral part of 
the ‘‘American”’ distributor policy ...a liberal mar- 
gin that is not dissipated by “‘trouble-shooting’’. 


The ‘‘American”’ line includes the items which are 
the foundation of any successful power transmis- 
sion or material handling department. Further- 
more, these items are in demand in every industry 
you serve. 


Your selling of transmission equipment is simplified 
by ‘American Drive Selection Service’’— expert 
planning of the right equipment for each job. The 
“American” line gives you what you need—to sell 
in volume and at a profit. 


* 


Let us give you the story of the superior 
features of “American” equipment, designed 
from first-hand knowledge, to meet indus- 
trial needs. Write us—we'll be delighted to 
give you our complete distributor story... 
“How to build on the ‘American’ plan”. 


THE AMERICAN PULLEY COMPANY 
4220 WISSAHICKON AVENUE 
PHILADELPHIA, PA., U.S. A. 










MATERIAL 
HANDLING EQUIPMENT. 


j “AMERICAN’’ 
PRESSED-STEEL HAND TRUCKS 


jz 
BARREL CRADLES 





“AMERICAN” 
4-WHEEL TRUCKS 





OU CAN BUIL 
” AMERICAN 










“AMERICAN” | 
RUBBER-TIRED | 
WHEELS 


“AMERICAN” | 
“SAMSON JR.” TRUCKS 


MERICA 


PULLEY COMPANY 
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ONE OF YOUR 


cggede PROFITS IS IN BOLTS! 
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A blow oa the diamond-shaped head of Lamson 
Cotters spreads prongs. “Efficiency” points serve 
as a drift pin. Lamson stock cotters conform to all 
Government specifications. Cotters made to order 
from brass, bronze, aluminum and stainless steel. 


Elevator Bolts are made in four standard types. No. |, 
flat head countersunk; No. 2, oval head; No. 3, flat 
head, with slot, four fins beneath head; No.4, flat head, 
four fins beneath head. Stocked up to %-inch diame- 
ters; made with large heads to Bolt Institute standards. 








Plow Bolts Nos. 3, 4, 6 and 7, made to American 
Standard specifications, are stocked; other types 
made to order. We also stock Grass Rods, Spreader 
Rods, Heel Bolts and Harrow Teeth, _ 


Wire Rope Clips are made in a full range of sizes, 
galvanized or japanned finish. Nuts fit U-bolts 
accurately. Malleable iron saddles have standard 
“bull-dog” grip. 







® Not everyone realizes that bolt and nut sales are 
among the most profitable in your business. But they 
are! Just figure your costs, and your margin of profit, 
and make comparisons with any other product you can 


are nationally advertised and have universal accept- 
ance due to maintaining a reputation for highest qual- 
ity over three-quarters of a century. You can get every 
fastening you sell from Lamson, for we manufacture 








name. To make your turn-over faster and your profit 


the most complete line of bolt and nut products 
margin longer ask the Lamson & Sessions representative 75 


in this country, and pack them in the strongest, 
most attractive cartons ever offered to the trade. AMOTVERSART 
1865 - 1948 


THE LAMSON & SESSIONS CO., Cleveland, Ohio 


& SESSIONS 


Sees e RP ee CAR ee a 


to tell you about the Lamson Stock List method of in- 
ventory control. And remember that Lamson products 


LAMSON 
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WHAT’S THAT GOT TO Do WITH SELLING 
MORE PORTABLE ELECTRIC HAMMERS? 


PLENTY! For with the “Sling-Shot Drive” the 
new Thor-Nado portable electric hammer 
delivers the most powerful blow you ever 
saw in a tool of comparable size and capac- 
ity! It sells itself on performance alone! 


HERE'S WHY: The “Sling-Shot Drive” is the 
ingenious new shock-proof rubber connec- 
tion that drives Thor-Nado’s piston. Back 
and forth it lashes the piston . . . acting as 
power accumulator on the forward stroke 
. . - then as shock absorber on the recoil. 
1600 blows drive home each 60 seconds. 
1600 blows, each packed with POWER! 


POWER to drive a star drill deep into lime- 
stone... knock out a brick wall... or cut 
a notch in heavy timbers. Power for liter- 
ally scores of different hammer jobs. But 
a kind of power you'll find in the Thor- 
Nado hammer alone. For only the Thor- 
Nado has the “Sling-Shot Drive”! 
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a-N ADO Oibeemeesaias §=— EVERYTHING IT TAKES TO SELL! Tr}, 
a e mar- 


yon HAMMER ket’s there. The price is right. And the 
SOME BLOW! Mo. U-100 sensational **Sling-Sho e 


t Drive” n 

: and 
other ex 

ther exclusive features give you a dra 


INDEPENDENT matic yet convincing stor 
to te 
i PNEUMATIC TOOL Co. the new Thor-Nado hamac, gy ett 
0 a or. SO write 
W. Jackson today for information on sales ‘esha 
lies in your territory. — 
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"HOLD,STRONGLY TOGETHER 








We speak 


A-B-C’s of Allen Convenience 


Is it speed you want? 

There are all types of hand, spiral 
and power drivers for setting-up Allen 
hollow screws in fast assembly work. 


Is it handy wrench design? 

The standard hex keys for Allen 
screws can be worked in close quar- 
ers, walled pockets, behind flanges 
where use of an “S” wrench is barred. 


Is it handiness in machine design? 

Allen screws set flush in counter- 
bored holes; require a minimum of 
space for wrench-access; have strength 
sanctioning use of smaller sizes; permit 
of smaller machine parts, more com- 
pact designs. 


Is it convenience in the “super” sense? 
There are places where DEPEND- 
ABILITY is the greatest of all con- 
veniences to you who are charged 
with the responsibility for uninter- 
rupted production ... You know that 
Allens stay put; that their strength and 
accuracy put them FIRST among 
handy-to-use socketed screws. 


Your local Allen Distributor provides 


prompt, accommodating service. 





Products 


ALLEN HOLLOW SET 
SCREWS e PRESSUR- 
FORMD CAP SCREWS e 
ALLEN TRU-GROUND 
SHOULDER SCREWS e 
ALLEN PIPE PLUGS e 
SQUARE HEAD SET 
SCREWS e ALLEN 
TRULOCK SET SCREWS 
TRU-GROUND DOWEL 
PINS e ALLEN COUN- 
TERBORES e ALLEN 
RATCHET WRENCHES 
e TAP EXTENSIONS e 


for the Distributor 


The column at left reproduces for you a sample of 
Allen’s advertising to buyers and specifiers. It expresses, 
we think, some things you would say to prospects for your 
Allen screws; we try to speak for you. Each message ends 
with the one suggestion: ‘Your local Distributor provides 
prompt, accommodating service.” 





In the field of personal operations, the foremost Sales 
Force in the hollow screw industry speaks for the Dis- 
tributor as its king pin. We spoke for him first 30 years 
ago, when manufacturers’ direct-selling tactics deprived 
him of most profitable accounts. When it was standard 
practice for the Distributor’s own suppliers to under-bid 
him on the worthwhile orders! 


When we speak in support of the Distributor’s position 
today we are no longer alone — at least not in declaration 
of policy. The change has been quite widely advertised! 
—thanks to your help in making our policy a success. 
And thanks, even more, to your own success in making 
your service indispensable to Industry. 





THE ALLEN MANUFACTURING COMPANY 


HARTFORD, CONNECTICUT, U.S.A. 
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TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 


‘ 





MORSHg@ 


NEW YORK STORE: 130 LAFAYETTE STREET- - - - CHICAGO STORE: 570 WEST RANDOLPH ST. 
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@ POWELL VALVES are 
noted for their fine 
workmanship and 
E il proper design for the 
mga particular jobs for 
which they are intend- 

my... ed. Keep your opera- 
ie tion costs ata minimum 


ao by selecting Powell 


- 150 








Valves on your next 
installation. Our en- 
gineering staff will 
gladly assist you in 
your special valve 
problems. 


WRITE US FOR FURTHER 
INFORMATION AND DETAILS 


THE WM. POWELL COMPANY. cincinnati, on10 
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Where sioux builds 
exceptional qualily into its tools 
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D ' 2 mato make Saies:Easier for you! 


Rect of SIOUX Tools is this modefnly’ increasing demand for SIOUX Tools 
equipped plant where efficient and~ _ proves conclusively that they have what 


economical operation jsbuiltinto every _it takes to meet the most exacting re- 
tool produced by if. quirements —that they make possible 


quality jobs in a minimum of time. 


Quality isn't something that can be 


= intO a piece of equipment or Our strict Distributor Policy protects 
‘« — h you. Write for details and discounts 
pro ‘Sed into it. /+ must be put there. 
on our complete line of portable elec- 
Over twenty- -five years of steady and tric tools. 


STANDARD THE aN WORLD OVER 
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Your Heller Counter Display is your opportunity 
to cash in on new sales during 


NATIONAL HARDWARE OPEN HOUSE WEEK! 


These attractive, colorful dis- 
players pack a powerful sales 
punch. They effectively tell that 
NUCUT “Wavy Teeth” Files stay 
sharp longer, cut faster, smooth- 
er, cleaner, and with less effort. 
At a glance your customer can 
see the shape of lile he wants 
and read the “good news” price. 


Like all other Heller Counter 
Displayers, the sturdy 94/2” x 
13%” displayer shown above is 
FREE. Moreover, each file is pro- 
tected by an attractive cello- 


HELLER NUCU 
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phane wrapping. Yet, all you 
pay for are the fast-moving 
NUCUT Files,—the files that are 
twice as good as ordinary files, 
yet cost only slightly more. 


Order your Heller Counter Dis- 
players from our nearby jobber 
today and cash in on the “buy- 
minded” public for some healthy 
file profits during your Open 
House Week! 


HELLER BROTHERS COMPANY 


Newark, N.J. Newcomerstown, Ohio 


TECTE BY 


MR PBA BBA 


“WAVY 


PUT THESE 


HARD-HITTING SALES AIDS. 
TO WORK FOR YOU... NOW! 


| “SPECIAL FIVE” 


You get 5 dozen NU- 
CUT Files: 6” Extra 
Slim Tapers; 8” Mill 
Bastards; 10” Mill Bas- 
tards; 12-8” Farmer's 
Own; 6” Double Extra 
Slim Tapers. Size of 
Display: 10” x 1334”. 


2 
“BIG THREE” 


3 dozen fast-moving 
NUCUT Files: 8” Mill 
Bastards; 10” Mill Bas- 
tards; 6” Extra Slim 
Tapers. Size of Dis- 
play: 6” x 13%”. 


3 
“ALL PURPOSE 
FILE” 


Coarse cut on one side 
—smooth cut on the 
other. You get: 12-8” 
All-Purpose Files. Size 
of Display: 1134"x214". 


4 
BALL PEIN 
HAMMERS 


You get 12 Machinist's 
Parkerized Black Finish 
Ball Pein Hammers: 
2-4 oz.; 2-6 oz.; 2-8 oz.; 
2-12 oz.; 2-16 oz.; 2-24 
oz. ‘'Rubberi'’. Size of 
Display: 19%” x 16”. 


Hiv 


5 
CARPENTER’S 
NAIL HAMMERS 


You get 12 Nail Ham- 
mers: 3-16 oz. Heller 
““Rubberi"; 3-16 oz. 
Electric; 3-16 oz. Ex- 
celsior; 3-16 oz. Black 
Top. Size of Display; 
244" x 14” 
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YEARS OF TOOL MAING 


A pm 


Who, 
the open door of the small forge shop which the 
Armstrong boys had built behind their home, would 
have believed that those flying sparks and that 


among the neighbors that tarried m-passing 


ringing anvil were making ‘tool history that he 
was witnessing the birth of a new principle in cutting tools 
which would revolutionize shop practice the world over? That 
was in 1890, in Chicago, in the days when each machine shop 
and metal working factory had as a necessary adjunct, its 
smithy presided over by a lordly “tool dresser’, who, with his 
father-to-son-trade secrets and heat treating mysteries, forged, 
hardened and ground cumbersome tools from bar steel for 
each metal-cutting operation. 

Expert tool makers themselves, the Armstrong brothers in- 
troduced this principle with the first AR MSTRONG Turning 
Tool— the Armstrong Principle of a permanent shank or hok ler 
in which could be inserted cutter bits that any mechanic could 
quickly grind —_ stock shapes of hardened tool steel; the 
principle that “Saves: All Forging, 70°; Grinding, and 90% 
High Speed Steel” ; that permits a single multi-purpose tool 
holder to replace a complete set of forged tools; that has re- 
duced tooling-up on lathes, planers, and shapers to the selec- 
tion of a high speed steel cutter, adjustment for clearance and 
tightening of a set screw. 

Today, 
the machine shops and tool rooms use 


HOLDERS 


dresser” 


in properly equipped shops (and today over 96'% of 
ARMSTRONG TOOL 
machine tools do not stand idle while the “tool 
forms or resharpens a needed tool. It is no longer neces- 
sary to maintain a large 
tool steel bars 


dead investment in stocks of assorted 
Today there is no waste in heavy tool stumps, 
nor appreciable steel loss from endless tool grinding. (Each 
pound of high speed tool holder equals 10 pounds in 
forged tools.) Tool pertormance, too, is greatly improved, as 
every shop can afford to use the finest cutting steels. 

Starting with a few users, ARMSTRONG TOOL HOLDERS 
spread from shop to shop, trom plant to plant, from country to 
country, until they became the standard metal-cutting tool 
wherever metal is machined 

Starting with a single ARMSTRONG TOOL HOLDER, the 
\rmstrong System has grown until it provides ARMSTRONG 
TOOL HOLDERS in e very needed size and shape, tool holders 


lor every 


steel in a 


operation on lathes, planers, slotters < ind shapers, and 
for standard operations on turret lathes and screw machines. 


Fach is correct in design and cutting angle, hi indy 1 in proportion 
und approach. Each ts a permanent, multi-purpose tool that 
does the work of a set of forged tools. Each has the strength to 
stand up to any spec 1 and teed the machine tool can “pull” 
Fach is an efficient tool, is the product of the world’s best 
THR AG hinin experience, Vvears ot spec alization in tool holder 
design, of research and testing laboratories and every modern 
manutacturing tacility 
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Sti = ee, Armstrong System is meeting new machin- 
ing problems with new ARMST RONG TOOL HOLDERS, with 
new “‘spring’’ tool holders and carbide tool holders for today's 
tougher and harder steels. To keep pace with new develop- 
ments in metal cutting, with new materials and new methods, 
keep up with the Armstrong System of Tool Holders. 

In its 50 vears of accomplishment, the Armstrong Bros. Tool 
Co. did not stop at giving industry the “Armstrong System of 
Tool Holders,” it hascontributed much more tothe art and tradi- 
tion of fine tool making. ARMSTRONG Drop Forged Wrenches 
have pointed the way to improved designs, stronger steels, 
correct heat treating, more accurate mac hining, and finer finish- 
ing. ARMSTRONG was first to change to high carbon steel 
wrenches (instead of case hardened wrenches), was first to use 
selected grain steel, first to make a line of drop forged alloy 
steel wrenches. Today ARMSTRONG Wrenches, meet every 
practical need, and include: Carbon and Chrome-Vanadium 
Steel Open End Wrenches, Box and Detachable-Head Socket 
Wrenches, and giant Construction Wrenches and Ratchets 

. over 100 types, each in all sizes. 

ARMSTRONG created many other tools, in every case 
better tools than were made betore ARMSTRONG Lathe 
and Milling Machine Dogs have alloy steel screws hardened at 
points to prevent up-setting and large hubs that give double 
lite because they are oversized and permit re- tapping 
ARMSTRONG Drop Forged “C’’ Clamps——including Heavy 
Duty Clamps so engineered and manufactured that they will 
not break, spread or spring the most complete line of 
Ratchet Drills built of steel throughout with improved 
ratchets and hardened working parts ARMSTRONG 
Setting- ~ Tools — a complete line of drop torged Strap Clamps, 
Jacks, and T-Slot Bolts that reduce setting-up time, prevent 
accidents, assure safe, rigid set-ups, and more accurate work, as 
well as numerous other machine shop specialties that have made 
work easier, faster and more profitable. 

Entering the pipe tool field, Armstrong Bros. Tool Co. im- 
proved standard pipe tools with better balance, more accurate 
machining and by adding drop forgings, hardened and alloy 
steel parts wherever they would add to performance or tool 
life. Dies and Chasers are Vanadium Tool Steel with “backed. 
off” teeth to produce threads of lathe-cut smoothness- 

‘ARMSTRONG BROS.” Pipe Tools are truly “Better Pipe 
Tools”, and comprise the most complete line manufactured 
each an improved tool, all protected 
overall cadmium plate. 

During 50 years of tool making ARMSTRONG 
has built a tradition that every ARMSTRONG , 
Tool must be the finest of its lype, must come up At 
to the most rigid standards in every detail, or 
be destroyed. This tradition will be carried on. 


against rusting with 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
317 N. Francisco Ave. Chicago, U.S.A. 
Eastern Warehouse and Sales Office: 
199 Lafayette St., New York 
































PART OF MACKLIN’S unrAiLine 


LINE OF DEFENSE 


A grinding wheel for every grinding purpose .. .“"To Protect Your Production”. . . on 


all grinding jobs - - - No matter what type of grinding wheel you require there 
is a MACKLIN Wheel ready to grind your problems away. 


, ia 
weal i 
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This second line of defense backs up stock carried by the following distributors: 


ALABAMA ILLINOIS MASSACHUSETTS NEW YORK TENNESSEE 
Jefferson Brick Supply Co Charles Products Co G. R. Armstrong Mfrs. Supplies M. E. Avery Co. Knoxville Belting & Supply Co 
Birmingham Decatur Boston Watertown Knoxville 
C. E. Paulsen & Co Sald Hall Co Nashville Machine & Supply Co. 
CALIFORNIA aa MICHIGAN aes Nashville 


Miller & Stern Supply Co. 


Pidgeon-Thomas Iron Co 













Saas Waaeichane Clifford — Tool Co Bard eae > Mill Suaety Co. ee Co Memphis 
Un Stee te Sheed C peti “omesse gos Rogers Bailey Supply Co. 
nion ; ng ‘ eta -O : ; A. L. Holcomb Co H. D. Taylor Co Chattanooga 
OS sngeres INDIANA Grand Rapids Buffalo TEXAS 
COLORADO G. I Meyer & Son Kendall Hdwe.-Mill Supply Co OHIO Granite City Tool Co, 
- : South Bend Battle Creek a (Stone Industry) 
Johnson Supply Co. Plumbers Supply Co , is . Erie Tool & Supply Co Llano 
enver se: 7 Lakeshore eee & Supply Co Toledo Oliver Van Horn Co 
CONNECTICUT Tools & Supplies, In le:t cei . " W. T Johnston Co Fort Worth 
ONNECTICL , i tectaae ’ Utility & Industrial Supply Co Cincinnati Oliver Van Horn Co 
L. L. Ensworth & Son, Inx a anaports : Jackson R Willoughby ¢ Houston 
Hartford Watzek Sales & Saw Service ro Col ca « on iilne UTAH 
FE. Hallock Co. Bloomington MINNESOTA R otis - C Mine & Smelter Supply Co. 
Derby IOWA Granite City Tool Co tai Sp, hab oe dees Salt Lake City 
/ Springfield MO 
Lindquist Hdwe. Co (Stone Industry) 1 VERMONT 
"Dadne . Iowa Machinery & Supply Co St. Cloud W hite Tool & Supply Co Granite City Tool Co 
Des Moines ~ Mack -as ba Cleveland (Stone Industry) 
DISTRICT OF COLUMBIA ee ™ " Barre 
“ : 7 ; I KENTUCKY I inneapolis OKLAHOMA VIRGINIA 
W. nad Dehler Bros. Co Smith-Sharpe Co Consolidated Mine Supply Ce Industrial Supply Corp 
auningron Louisville Minneapoiis Picher Richmond 
> sata ‘ a Noland Co 
iw poenaer, LOUISIANA MISSOURI OREGON Norfolk. 
; ‘J a — Dixie Mill Supply Co Manufacturers Sales Co R. Hoe & Co., Inc WEST VIRGINIA 
weskecaaieesta New Orleans St. Louis Portland McJunkin Supply Co. 
: ' n ‘ . = Charleston 
GEORGIA Hollis & Co. ees ws —— Co PENNSYLVANIA, WASHINGTON 
oe oy on Se. semper saciaiheati Alden Supply Co R. Hoe & Co., Inc 
{otone industry) : Aid . t 0. < 
«eit MARYLAND NEW HAMPSHIRE Phiiadeiphia woattinieee 
Pye Parker Supply Co. James Walker Co. Cohen Machinery Co United Hdwe. & Supply Co Rundle-Spence Mfg. Co. 
Atlanta Baltimore Manchester Erie Milwaukee 






MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS—JACKSON, MICHIGAN, U. S. A. 
Distributors in all principal cities 
Sales Offices: —Chicago - New York - Detroit - Pittsburgh - Cleveland - Cincinnati - Milwaukee - Philadelphia 
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Bulletins ... 
Folders ... 
Sales Manual... 


These effective sales 
helps are available to 
assist you in explain- 
ing the advantageous 
features of the new 
Kennedy Iron - Body 
Wedge Gate Valves. 


Gate Valves 


| Extra-value service advantages make your 
*** customers quickly appreciate the merits of 
Kennedy Products. For example, the Kennedy 
Standard Iron Body Wedge Gate Valve has 17 im- 
portant features which are not included in their 
entirety in any other wedge gate valve design. 


2 A consistent large-space advertising cam- 
*** paign in industrial publications directs the 

attention of valve users in your territory to the dis- 

tinctive features of these Kennedy Valves. 


3 Effective concise bulletins, direct mail fold- 
eee ers, envelope enclosures and sales manual 
will help you impress your customers with the fea- 


tures and advantages of this Extra Value Kennedy 
product. 


4 The consistent Kennedy policy of selling to 
*** industrial plants through supply houses is 
definitely stated in each Kennedy advertisement. 


It will pay you to stock these Extra Value Kennedy 
Valves and you can safely recommend them to your 
trade. Complete information on request. 














Write for Bulletins and Sales Helps 
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The Kennedy Valve Mfg. Co., Elmira, N. Y. 


KENNEDY 
évtra Value in CVALVES 
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WHEN WE SAY GOODYEAR QUALITY 


BUILDS BUSINESS FOR DISTRIBUTORS 
WE MEAN REPEAT ORDERS LI Ke Aid 
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MOLDED GOODS 
= i THE GREATEST NAME IN RUBBER HOSE 
1 . _~ r PACKING 
, ; SU Ue 
Goodyear Ties 
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MUST FLY THE ATLANTIC 
ABOUT 1000 TIMES 





To EQUAL THE 30,000 Hours service 
BUILT INTO THIS NEW DODGE-TIMKEN BEARING 


HIS is more than the announcement of a new bearing. It is really the announce- 

ment of a complete line of Dodge Rolling Bearings offering complete coverage 
of industrial bearing requirements and each designed to give 30,000 hours of 
trouble-free service . . . The Dodge-Timken Double Interlock Pillow Block is rugged 
—easy to install—hermetically sealed and designed to give 30,000 hours service 
under conditions for which it is adapted . . . Dodge Rolling Bearings prove them- a 
selves on the basis of production profits — there is a size and type for every 


2; 
, ag ae : ‘“@.. DODGE-TIMKEN 
job — many of them are carried in local distributor stocks for immediate delivery & DOUBLE INTERLOCK 


ROLLER BEARIN 





DODGE MANUFACTURING CORPORATION, Mishawaka, Indiana, U. S. A. 


REAL HELP FOR YOU 
The simple, conveniently arranged selec- 
tion tables in this NEW Bulletin A-325 
takes the guesswork out of bearing se- 







lection — send for your copy today. 


8 


*THE 30,000 HOUR LINE OF DODGE ROLLING BEARINGS 
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Toledo, Ohio 


1 NAME 
| AND TITLE . 


sizes of Standardized Bearings and contains l 





much valuable information. FIRM 
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7 EACH HAS 
ITS PLACE.. 


There is no question that for most purposes preformed wire 
rope offers many advantages of economy and convenience 
over non-preformed. Preformed rope is easier and quicker 
to install as it has no tendency to loop. It spools more evenly 
so is less apt to be crushed from poor winding. A broken 
wire does not go wild to destroy its neighbors. When free, 
a preformed rope has no tendency to twist or to unlay. Both 
types of the same construction offer the same resistance to 
abrasion. For uses where abrasion is a factor it may be more 
economical to use non-preformed. Wickwire Rope is made 
in both non-preformed and in Wisscolay Preformed. Wick- 
wire rope engineers will gladly tell you the most economical 
type to use. In either case be sure it’s a Wickwire Rope 
... thus you are assured of the longest possible rope life. 











“WICKWIRE 
ROPE 


WICKWIRE SPENCER STEEL COMPANY 


Wa 


General Offices: 500 Fifth Avenue, New York City; Sales Offices 
and Warehouses: Worcester, New York, Chicago, Buffalo, San 
Francisco, Los Angeles, Tulsa, Chattanooga, Houston, Abilene, 
Texas, Seattle. Export Sales Department: New York City 
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| ers all other major industries, the pusiness of 
glass manufacturing hasitsown peculiar lu- 
s why 


prication problems, and plenty 
For 


those problems must be corre 
pearing failure onthis machinewhich 
lass into tumblers at the rate of 
y would cause aterrific jamin the 
whole schedule. So Alemite Power Guns are 
used to insure positive, dependable lubrication. 
Result: An end to bearing trouble, an 
out-and-out saving of three hours’ lubrica- 
tion time during each 8-hour shift, and in- 
creased safety for lubrication men working 
near hot glass! 
Whether today’s u into glass 
factories, steel mills, oF pottling works, 
you Il find special problems in the applica- 
tion of M oricants— problems which can be 
answered best by Alemite Equipment. Laundries, 
metal working plants, production lines have 
their own problems, too, and every other indus- 
try where wheels g° round. Show them Ale- 


mite’s answers tO those problems—and they'll 


boost your sales! 


ALEMITE 


ANOTHER STEWART -WARNER PRODUCT 


1886 Diversey Parkway, Chicas Illinois 
Belleville, Ontario y 


ALEMITE AIR-OPERATED ROCK 


‘ 4 - 7 r 
CRUSHER GUN, MODEL 628 


Air-operated 
Aiemite P 
poo ‘ower G { 
pre bs te heavy lubricants yo 
imes air press 
(100 to 200 Ibs.). Helix iene 
a in tank pulls lubri- 
: a into high pressure 
' ylinder for positive 
my prime and freedom from 


. asily portable. 


ALE 
MITE — ROCK CRUSHER 
me N, MODEL 6524 
ene 40 Ibs. Delivers 9% oz. of 
: y lubricant per minute de 
e —— of 5000 Ibs. per poy in, 
4 _ universal motor = AC 
- one — portable; handle serves 
— mg electric cord 
atented feature a 
*_* . 
positive prime and Sadi 
from air pockets. a 
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. 2” POWER PIPE MACHINE 


A HEAVY DUTY PIPE MACHINE, 
BUILT UP TO A STANDARD, 
NOT DOWN TO A PRICE 





A Few “Toledo” Features 
12 — Adjustable Friction 
one eee re a 1—Positive, centrifugal oil pump. Com Sp 5 ee & 


Overloaded. 
Soles Win Nets Guasd. \.. 2—Large oil pan prevents splashing. J 
f~ 3—Round, long-life renewable ways. 
4—3-jaw universal geared scroll chuck. 
5—2 chuck wrench ejector fingers. 
6—All gears run in an oil bath. 
7—Full 2 h. p. motor, heavy duty. 
8—Portable, compact, sturdy. 
9—Separate die heads and dies for each 
size pipe. Instant 
die change. Longer 
die life. Better 


11—Conveniently Located . %S) threads. 13—4 Cutter Knives, Scroll 
Handieed Wheel, With i ) eet S Fed, Give Quick, Smooth 








Thread Length Gauge. Cut Without Burr. 


WHY NOT SELL A COMPLETE PIPE MACHINE? 


Furnish a machine, strongly built and designed for years 

NET PRICE of good service. A machine that will handle the customers’ 

piping jobs at minimum expense. A machine that makes for 
lo” TO 2” MACHINE a satisfied customer. Exactly like the popular “TOLEDO” 

COMPLETE No. 999 Super—except it is equipped with separate non-open- 

ing die head and dies for each size pipe—complete in every 

detail. Operates from a lamp socket or can be furnished with 

$275. 220 volt Universal or 3 phase motors at no additional cost. Be 

F. O. B. DEALER'S STOCK sure your customers have detailed information on this com- 
plete pipe machine. Literature will be furnished on request. 


THE TOLEDO PIPE THREADING MACHINE CoO. 


TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE ST. 


REMEMBER THE “To DO” IS COMPLETE 
ar <cIsToED 
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MARKETS 


FOR BELTING! 





—-F. 
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VICTO 


Here are more opportunities to sell textile belting ... with a complete line! And it isn't 
necessary for you to carry all these products in your warehouse. Victor prompt service 
enables you to handle your customers’ belting needs with minimum stock requirements. 
Our modern plant and equipment, extensive stocks, and thirty years’ manufacturing 
experience help you convert your customers’ needs into orders that will have our 
immediate attention and add to your profits 
eo om wm Oe em ee eo ee ee Te ee eee iy 
51 Park Place. New York + 345 W Hubbard St, Chicago «+ Factory. Easton, Pennsylvania 











Read the letters on the opposite a sample of the 

the Atlantic to the Pacific openly 
express for ine. is loyalty extends back to the 
days when e most tool buyers knew. 
VAN DOR it’ EPTED—and 
has a long h ildi ¢ tools. To- 
day's tools are kept a gressive tool- 
designing staffs in the i tool markets are constant- 
ly being creat 


for Steady Profits 
tie up with 





The Red -Headed $ 


Portable Electric Tools 








““‘We know exactly where we stand 
- » » 100% jobber policy.”’ 


4‘qldest distributor’’— has handled 
~ Van.Dorn for 30 years. 
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“‘constant development of 
new tools ... ready accept- 
ance... convenient service 
facilities.’’ 














Baby always needs 
NEW SHOES 






There is always ready money in Schrader air-line 


equipment and fittings. SEND FOR THIS CATALOG 
ey 


Eee 








Compressed air is getting to be as common in 


industry as electricity. This means a steady volume : 
: ; SChrader 
of installation and replacement sales. 











The installation 


shown will familiarize 





Schrader Products help industry conserve and make you with the uses of 
Schrader products 


better use of air. They open up new uses which 
and help you to see 


make production safer and more efficient. That’s 
: many possible appli- 
why the P.A. usually sends a salesman offering cations on every call 


you make .... 





Schrader Products right in to the shop man. 


Hydraulic Gauges 





The Schrader Line stands on its own legs as a 







quick and steady money-maker. It gives mill supply 





salesmen a strong wedge to open new accounts. 








Get your share of the “air” business. Send for the 
Schrader Catalog and Price Sheet. 


Schrader 


REG US PAT OFF 


INDUSTRIAL PRODUCTS 


A. SCHRADER'S SON Division of Scovill Manufacturing Company, Incorporated BROOKLYN, N. Y. 









Pneumatic 
Safety Control 
for 

Presses 









Air 
“Knock-Outs” 







Air Hose 
Fittings 
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a a ae 
t's enough to take the starch out of 
even the peppiest supply salesman to face a 
cold prospect list—one he’s worked like 
blazes to crack without success. Luckily it's 
a situation that’s easy to correct when it 
comes to saws. Most of the time a switch to 
a line like Atkins Curled Chip Metal Cutting 
System will turn the trick. 


wa 
| 


When you hand your salesmen this line, you 
give them more than just a line of tools to 
plug. You give them performance to sell — 
performance backed up throughout industry 
by record-breaking fast, low-cost metal 
cutting. You give them a name respected for 
dependability wherever saws are used. You 
give them what it takes to thaw out “cold” 
prospects and increase sales — all sound rea- 
sons for making Atkins your featured saw line. 


ATKINS -—~ 


“For Every Cutting Job, Atkins Has The Edge” 


Sdluet..a SAWS 


420 S. Illinois St., Indianapolis, Ind. 








Reasons Why Your 
Salesmen Will Cheer 


ATKINS CURLED CHIP 
METAL CUTTING SYSTEM 


0 a > ket 
pan bee as 
Nog’ ¥ 
7 
Oe 


Atkins Super-Power Blades ... The power blades with machine tool 
cutting qualities — the fastest, straightest cutting blades available today. 
Red, white and blue ends. 


ATKINS 
filers + Stl & 


Atkins Silver Steel Blades . . . Famous as the first high speed 
hacksaws with a 15-year “best selling’ record. Blue ends. 


Atkins A-Mol Blades . . . Preferred by users of molybdenum blades. 
Yellow ends. 


Atkins Metal Band Saws 
Fast-cutting, edge-holding saws in 
two types: Flexible Bark Hard 
Edge and All Hard Spring Temper. 


Atkins Metal Milling Saws 
Exclusive clearance guiding 
and new patented tooth afford 
new cutting speeds and feeds. 


» 
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| REPUBLIC HAS 20,000 ANSWERS 


—o—m— 


RIGHT NOW is the time to build 
a complete inventory of bolts, 
nuts, rivets, turnbuckles, wire 
rope clips and other headed and 
threaded products. 

Do this the easiest way... by 
checking your needs against 
Republic’s stock of more than 
20,000 standard items. 

Now about quality! By specify- 
ing “Republic Upson Quality” on 

* 


* 


your order, you will get bolts 
that satisfy even your most fussy 
customers — bolts that stay sold 
— that don’t come back. 

Write for a copy of Catalog 
No. 307. It contains sizes, weights, 
specifications and other infor- 
mation. Republic Steel Corpo- 
ration, Bolt and Nut Division, 
Cleveland, Ohio and Gadsden, 
Alabama. 


* 


Ask us also to send you a copy of Booklet No. 199. It lists the various kinds of sheets, 
pipe, bars and many other products made by Republic for the mill supply trade. 


fy) 


awe 


BERGER MANUFACTURING DIVISION | 
NILES STEEL PRODUCTS DIVISION 
STEEL AND TUBES DIVISION 
UNION DRAWN STEEL DIVISION § 
TRUSCON STEEL COMPANY 





A SALES POLICY 
ABOVE REPROACH... 
PRODUCTS THAT GIVE 
FINE SERVICE AND SALES 
VOLUME..... 


The Reason tor Distributor’s 


Success with 


“SAFETY” 


Screw 


edt Lititiil 


| | 
iti 


“BLUE DEVIL" 


—the Aristocrat of Safety Head 
Socket Screws. Every one of uniform 


te Many progressive engineers specify 
"Safety" Socket Screws in their designs be- 


5 DIVISION © 


DIVISION 
DIVISION 


OMPANY F 

















MCT SO CKE 


4445 Ns KNOX AVE., 





cause they are completely cold-formed from 
high grade alloy steel. They are scientifically 
heat treated in our modern, electrically- 
controlled furnaces which produce screws of 
unequalled strength, toughness, and long 
life. There's no guess work in the manufac- 
ture of "Safety" Socket Screws—every piece 
is uniform. These are the 

reasons for their popularity 

with machine builders, indus- 

trials, and Distributors. 


The growing number of Dis- 
tributors selling ‘Safety” 
Screw Products is a result of 
recognition and approval by 
users. We cooperate in every 
way to insure the most from 
selling effort—no specifica- 
tion is too intricate nor ex- 
acting for us—no matter 
what your customers need 
we can supply it—properly 


size and strength—always a perfect 
fit. Six points that appeal to users— 
(1) knurled chamfer (2) cold-formed 
head (3) hexagon socket with true 
sides—full wrench fit (4) concentric 
head—square shoulder (5) accurate 
die-cut threads (6) distinctive draw 
blue finish. They meet the demand 
for a screw of unbelievable toughness, 
quality, and appearance. 


“SAFETY” 
SUPER DUTY 
SET SCREWS 


are cut to close 
tolerances. Have 
maximum 


strength and toughness without brit- 
tleness. Can be loosened and tight- 
ened many time without losing any 


and promptly. We guarantee service life. Furnished in following 
sales franchises and returns that point styles: chp—oval—flat—cone— 


will more than safisfy you. We 
want to prove our claims—send 
for samples and let us quote on 
your next orders. 
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SOMONE 


CHICAGO, ILL. ’ 


half dog. 























us , ohthe wert 


pune 
















wus savertins 
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This advertisement appeared in the 
April, 1930 issue of MILL SUPPLIES 













THE 
en v seit 








The 
FIRST 
national adver- 
tisement offering 
exclusive franchises 
for the sale of 
V - Belts. 


Remember this advertisement? Ten years ago this month it 


blazed a new trail for Mill Supply Houses 


Ten years ago the V-Belt was 
in its swaddling clothes. Few 
Mill Supply Houses understood 
its principle, and fewer still 
realized its advantages. But 
Gilmer did. From its pioneer- 
ing in the movement for more 
efficient, more economical plant 
operation, Gilmer saw ahead a 
great future for V-Belts. In 1930, 
Gilmer predicted “the V-Belt 
drive will unquestionably soon 
replace a vast number of other 


types of drive now in use.” 


Gilmer also believed that the 
logical channel of distribution 
was through mill supply dis- 
tributors, and in the epochal 
advertisement reproduced 
above, Gilmer offered this new 
source of steady, dependable 
profits to industrial distributors 
through exclusive franchises. 
Gilmer predicted ‘‘a vast 
number of V-Belts will be sold 
to industry every year for 
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original and replacement pur- 
poses”...and “those distribu- 
tors who are on the alert to 
sense changing industrial re- 
quirements will need no urging 
to get an exclusive franchise for 
a fine V-Belt at once.” 


Gilmer backed up its pre- 
dictions with the finest V-Belts 
made, and one of the strongest 
advertising and merchandising 
programs that any manufacturer 
of belting had ever attempted. 
Gilmer’s predictions became 


FACT. 
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The Mill Supply Industry 
has made rapid strides 
in the last ten years... 


and so has Cibo 


The V-Belts Gilmer offered ten years ago were 
good, but nothing is ever good enough for Gilmer 
as long as it can possibly be made better. Gilmer 
refined and improved its V-Belts, widened its 
service to industry, added new products, built a 
solid and lasting foundation for the distribution 
of rubber fabric belts through the mill supply 
field. Today Gilmer Precision-Plus V-Belts are 
acknowledged to be the longest-lasting, most 
dependable, most effective and most economical 
for multiple drives. There’s no other belt with 
Gilmer’s patented construction. Today Gilmer 
offers the MOST COMPLETE line of belts avail- 
able to mill supply houses. Today Gilmer offers 
its distributors the strongest kind of advertising 
and merchandising support. Today Gilmer offers 
its distributors a better-than-ever source of sure, 


steady, sizable PROFITS. 


av Silman 
V-BELTS 


With the five famous features 
that give grip, pulling power, elim- 
inate misfits, cut power costs, give longer belt life. 









The 96-page Gilmer 
Guide to Efficient Belt 
Practice, the most complete V-Belt 
reference manual ever offered any- 
where. Indispensable to mill supply 
salesmen. 


ae j Yilmer gives you 


SUPPLY FIELD A NEW SOURCE OF PROFIT 





ing support in a big list of important indus- 
trial publications: 


FACTORY MANAGEMENT & MAINTENANCE « MILL & 
FACTORY * PRODUCT ENGINEERING * INDUSTRIAL POWER 
¢ HEATING, PIPING & AIR CONDITIONING « AIR 
CONDITIONING & REFRIGERATION NEWS « POWER 
¢ REFRIGERATION SERVICE ENGINEER * OIL & GAS 
JOURNAL « PETROLEUM EQUIPMENT ¢ THOMAS’ REGISTER « 
COMP. CATALOGUE OF OIL FIELD & PIPE LINE EQUIPMENT 


7 . 
to gives you powerful advertis- 
\ 


Yilmer 
KABLE KORD 


= The flat belt with 
pulling cords and contactor , 
cords welded into one unit. Stops power waste, cuts costs, 
saves time, trouble and money. 





Gilmer gives you Extra Profits without 
Added Inventory in these 14 "Vitamin-S” Long- 


SN Margin Specialties: 

Kable Kord Endless Belts « Round Endless Belts « RH and 
RHO Belts « CD and Cut-Edge Flat Endless Belts « Speed- 
age Woven Endless Belts « #99 and #1010 Spliced 
Endless Belts « Solid Woven Endless Belts & Belting « Band 
Saw Bands e Spinner and Twister Belts ¢ Planer Belts « 
Gainer Cone and Lickerin Belts e Printer’s Tape & Miehle 
Press Belts « Cotton Duck and Enrober Belts « Tube 
Winder Belts. 


Get More Profitr..Get Sitner BELTS 


L.H. GILMER COMPANY, Tacony, Philadelphia 


The Oldest Firm of Rubber Fabric Belt Specialists 
EIGHT FACTORY BRANCHES AND WAREHOUSES STRATEGICALLY LOCATED TO SERVE YOU 
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Above the commonplace 


Each MARVEL product embodies fundamental 
improvements—a superiority instantly recognized 
by tool buyers. 


MARVEL HIGH-SPEED-EDGE HACK SAW BLADES are BOTH 
strictly high speed and unbreakable. Any machinist can 
see why this composite blade with the finest cutting edge 
(genuine 18% Tungsten High-Speed Steel) made positively 
UNBREAKABLE by a body of tough alloy steel, will out-cut 
and out-last all others. 


MARVEL HIGH-SPEED-EDGE HOLE SAWS have greatly 
expanded the hole saw market because they will not only 
last longer and do the ordinary hole saw jobs faster, but 
also have the added strength and stamina for heavy and 
deep work in drill presses. 

MARVEL HAND HACK SAW FRAMES, of drop forged heat 
treated aluminum alloy, with machine-type clamping blade 
holders and all-metal grips, are the ONLY practical frames 
truly sturdy enough for industrial plant usage. 


When you sell MARVEL, your sales expense is lower, 
your volume greater. 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 


5753 Bloomingdale Ave. 
Chicago, U. S. A. 


Eastern Sales Office: 


199 Lafayette Street, 
New York 


The MARVEL Line of 
Metal - cutting Power 
Sawing Machines is 
complete for handling 
every cutting -off re- 
quirements of the metal 
cutting industry. 





- 


ol 
— 


MSTRONG-BLUM MFG. CO. CHICAGO. .U. 
he Hack Saw People’ 











36 MILL SUPPLIES © APRIL, 1940 



















Fulton Supply Company Finds Graton & Knight’s SPEED FOR 
1940 Plan Means Increased Sales And Profits On 


























LEATHER BELTING 
BELT DRESSINGS 
BELT CEMENTS 
LEATHER PACKINGS 
TEXTILE LEATHERS 











Left to right, Front Row:—Mr. W. B. Botts, Mr. oy oh Winship, Mr. H. A. Kane, Mr 
George Winship, Mr. A. L. Chambers, Mr. T. G. aeata Middle Row:—Mr. G. f 
Vest, Mr. W. G. Archer, Mr. A. H. Edmiston, Mr. R. H. Trammell, Mr. C. F. Coffee, Jr., 
Mr. E. C. Rae. Back Row: —Mr. W. A.C allaway, Mr. H. D. Watson, Mr. C. O. Tram- 
mell, Mr. W. A. Spitlee. 





George Winship, President of the Fulton Supply Co., 
Atlanta, Georgia, one of the many G & K distributors who 
are enthusiastic over the SPEED for 1940 Plan, writes: 
“You have gone a long way in making the selling of 
these products easier and Bren og 
“Additions to your line, together with your broader mar- 
gin for distributors, mean more business and profit for us. 
“The new catalogs are among the best-arranged I've ever 
seen — the facts are in the open and logically presented 
for quick reference. Your new advertising campaigns — 
magazine and cooperative direct mail — give the distribu- 
tor a real break. And the various sales helps are planned 
f from the distributor salesman’s angle, not just the manufac- 
} turer’s — so they'll be used. 
“We are endeavoring to carry out our part of this SPEED 
for 1940 Plan with enthusiasm, because it is designed 
to get results fast.” 


SALESMEN HANDLING THE G & K LINE THIS MAY BE YOUR PROFIT OPPORTUNITY, TOO 

t Be sure you're getting a// the G & K sales aids — including new Distributors who are not handling our line are invited to 
catalogs and the handy Machine Drive Recommendation Tables. investigate a Graton & Knight franchise. Your territory 
And are you getting a copy each month of GRAKNIGHT LIFE? may be open. Get in touch with us right away. 


RE 





am GRATON & KNIGHT COMPANY 


WORCESTER - - - - MASSACHUSE TTS 
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A the ¥VOCISION 


oe 


Photo by Wallace D. Morris 


It takes years of practice and performance . . . plus 
“born-in” talent . . . to do such breath-taking stuns F 
as those of the Harold Voise “Flying Thrillers.” Jus 
so, it has taken over a quarter century of specialized § 
engineering and manufacturing to develop the breath § 
taking precision of the “1940” Dumore grinder. § 
Today it is possible to grind surfaces to tenth | 
(.0001”) on production as well as in tool rooms— 
largely because of Dumore’s relentless research in 
high speed grinding. In addition, combined savings 7 
up to 30% in labor, time, spoilage and overhead are ; 
commonly accomplished for users. Let Dumore | 
products, experience, advertising and field men help 
you go after the extra profits in this ever widening 


field. 


THE DUMORE COMPANY 


DEPT. 160-D RACINE, WIS, ¥ 








ONLY DUMORE GIVES YOU ALL OF THESE 

© ie ey aay A PRECISION 
@ Spindle speeds ap to 42,500 @ A background of 25 years’ * 

p.m... . without vibration. precision grinder specialization.  Qiges 2s PF BS 





. «+ plus 


ing stunts 


lers.” Just § 


specialized 


he breath- 4 


> grinder. 
to tenths | 
1 rooms— 
ssearch in 
2d savings 
orhead are E 
Dumore © 
men help t 


widening 
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Bassick 


TRUCK 


CASTERS 





JE industrial distributors of the Bassick line 

of truck casters have an important advantage 

... versatility of product .. . the correct size and 

type for every customer’s specific needs... and a 
complete price range. 

Bassick truck casters are easy to sell...years of 


consistent advertising and outstanding perform- 


} 


| 


/ GIANTS 


PYGMIES 


ance in service have established the important 
factor of acceptability. Most important, Bassick 
distributors are backed by a sound and fair sales 
policy . 


cooperation that builds and assures a steady, profit- 


. selective distribution with factory 


able business —not only today, but for the years 


to come. You can build better business with Bassick! 


THE BASSICK COMPANY © Bridgeport, Connecticu: 


Division of the Stewart-Warner Corp.. Chicago, UL. 


Canadian Factory: Stewart-Warner-Alemite Corporation of Canada. Lid.. Belleville. Ontario 
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“WE RECOMMEND 


9 


BROAD RED LINE 
GAUGE GLASSES” 





Tue dealer who sells ‘*Pyrex’’ Broad Red Line Gauge Glasses 
is the one who 1s cashing in on gauge glass sales. 

Why? 

Because he is delivering a glass that has positive water level 
visibility, machine drawn accuracy, resistance to the shock of 
heat and cold, chemical stability that minimizes clouding and 
pitting, a tough glass that means true economy. He gives that 
all-important prompt service that impresses customers so favor- 
ably because he can easily cut odd lengths from stock glasses. 


Let us tell you more about these profitable gauge glasses and 





the special gauge glass cutter. Write for details. 


Gea 
LYUICXS AUGE GLASSES . 


CORNING GLASS WORKS. CORNING. 7. Y¥ tion from an actual paar 


touched li hotograp! 
““PYREX"’ is a registered trade-mark and indicates manufacture by Corning Glass Works. pi , — en 

which illustrates the appear 

ance of the gauge glass from 

directly in front. 

FROM ANY ANGLE EFFICIENT ILLUMINATION CUTTING ODD LENGTHS 
It is easier to read. The broad red line Visibility is further increased by illum- Now you can furnish odd lengths cut 
makes visibility of the fluid level great- inating the transparent red line from from stock for that occasional “ pick- 
er from every angle. the rear. up’’ order. Complete cutting instruc- 
tions make it possible. 
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IN DECEMBER, we said: “1940 is another 
big year ahead for the distributors of Medart 
Power Transmission Equipment.” The first 
quarter of 1940 has shown this prophecy 
coming true. 


Medart’s new developments in power trans- 
mission equipment continue to find new favor 
..Medart's intensive and increased adver- 








MEDART POWER TRANSMISSION EQUIPMENT 


tising and sales promotion activities are fo- 
cusing the buyer’s eyes on the Medart line. 
Yes, there is a bigger profit in going Medart 
today than ever before. 


Learn about the many new Medart develop- 
ments which are making 1940 a big year for 
the distributors of Medart Power Transmission 
Equipment. Write for details now! 


THE COMPLETE LINE FOR PROFIT. Medart Distributors have many advantages in 
transmission equipment sales. The Medart line is complete and provides a wider field in 
which to make more profitable sales. Medart Service to you and your customers is prompt 


. . Medart Sales Engineers give you assistance. 


meets the requirements of your territory. 


..-Medart’s Distributor Policy is sound, and 


Gor “Power - Travel” at Reduced Rates 
THE MEDART COMPANY 


3514 DEKALB STREET 


ST. LOUIS, MO. 
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Fitler Rope has Sales Personal- 
ity—a real come-hither charm all 
of its own, which continually snaps buyers back for more. A good- 
will builder that satisfies customers and at the same time makes big 
money for mill suppliers. 

Through extensive nation-wide advertising we are helping you 
get new customers everywhere. Stock FITLER Pure Manila Rope— 
a popular grade for every purpose. 

Learn more about the New Fitler Self- peti Rope (Patent 
No. 2176422), which lubricates from the 
inside out when rope is subjected to 
severe strain. 

Blue and Yellow U. S. Reg. Trade- 


i wks 
Mark identifies all Fitler Brands. Se FIT LF R- 
ne ~~ 


FITLER ROPE 224 = 


THE EDWIN H. FITLER CO. @ ee 


ESTABLISHED 1804 


as 


ow 
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be 
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Manufacturers of Quality Rope for Over a Century 


New York e Chicago « Philadelphia « Houston e« Los Angeles « New Orleans 
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The Outstanding Service of 


PATENTED B elts 
Builds Buying Loyalty 


Your profit opportunity is enhanced by any much-used product which delivers 
notably good service. 





Such a product is Condor Compensated Belt—the belt with equalized ply stresses 
—because it delivers power with unusual efficiency throughout its long service. 
Look over the 12 Advantages* and weigh them in terms of customer service and 
economy. Translate that into terms of profit to you—profit that multiplies 
because one outstanding product not only contributes to good will, to preference 
buying, but to a succession of 
purchases from your stock — 
which should include the other 
members of the Condor Line 
because they, too, have had 
built into them the experience 
of 47 years of research and 
development in mechanical 
rubber for industry. 








Condor Compensated Belt and 
the rest of the Condor line are 
regularly advertised to Indus- 
try through fifty publications 
reaching factories, mines, con- 
struction and other sources of 
business for you. 


Condo 
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Compensated Belt 
Conveyor Belt 
Standard Belt 
V-Belt 

Acid Hose 

Air Hose 
Brewers Hose 
Contractors Hose 
Creamery Hose 
Fire Hose 
Garden Hose 
Hydraulic Hose 


*12 ADVANTAGES 







Packers Hose 


1. Ruptures in outside ply eliminated. 
2. Freedom from ply separation. 
3. Longer fastener life. 
4. Can be operated on smaller pulleys. Suction Hose 
5. Less bearing, shafting and hanger troubles. Oil Hose 
6. For heavy loads, plies may be increased with same Other Grades 
pulleys. of Hose 
7. Operation less affected by atmospheric conditions. Packing 
8. Higher overload capacity or margin of safety. M@tting 
9. Less wear on pulley side. Pump Valves 
10. Can be dressed without injury to belt. thins 
11. High production efficiency. Washers 


Material reduction in belting costs. 


oF RAYBESTOS-MANHATTAN, INC. 
EXECUTIVE OFFICES AND FACTORIES 


MILL SUPPLIES © APRIL, 1940 


Oil and Gasoline Hose 


Paper Mill Hose 

Sand Blast Hose 

Sand Suction Hose 

Spray Hose 

Steam Hose 

Water Hose 

Air Tubing 

Dredge Sleeves 

Chute Lining 

Launder Lining 

Industria! Brake Lining 
and Brake Blocks 

Textile Mill Specialties 


Other MANHATTAN Products 


Molded Rubber 
Goods 

Oilless Bearings 

Belting of Every 
Description 

Molded Hose for 
Every Service 


Abrasive Wheels 
Bowling Balls 





R MFG.DIVISION 





y~ : y 2 


HEAVY-DUTY 
AIRLINE LUBRIGUNS 


ou cals build profitable 
lubrication equipment 
business with Lincoln... 


Lincoln offers a complete line of industrial 
lubrication equipment—Fittings of all kinds, 
Manual-Operated, Air-Operated and Elec- 
tric-Operated grease guns and dispens- 
ing equipment as well as complete lub- 
ricating systems for both maintenance 
and production applications. 
If you are interested in a line that 
offers unusual opportunities for 
real profits, write us today for 
complete information. 


3 MODELS 


@ HIGH PRESSURE 
® MEDIUM PRESSURE 
@ LOW PRESSURE 


These Heavy-Duty air-operated Lincoln Airline Lubriguns 
are manufactured to the highest known standards in lubri- 
cation engineering and craftsmanship. Sturdily built from 
the finest materials, they assure long, dependable, trouble- 
free service under the most severe operating conditions. 

They dispense lubricants direct from original 400-Ib. 
refinery drums and have many outstanding features not 
found in ordinary pumps. A few of these features are:— 
Minimum number of moving parts, all hardened to re- 
duce wear... Valve seats, pump plunger, and pump 
cylinder are made of Nitralloy steel, scientifically nitrided 
to extreme hardness . . . Outlet body at top of pump is of 
all steel construction to carry safely the high pressure 
developed in the pump. 

These heavy-duty Lincoln Lubriguns together with the 
complete line of Lincoln industrial lubricating equipment 
can be sold in a wide and profitable market — factories, 
mills, mines and all types of industrial plants. 


LINCOLN ENGINEERING COMPANY 


Pioneer Builders of Engineered Lubricating Equipment 


ST. LOUIS, MO., U. S.A. 
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100% pressure -tested 
oiled or lacquered for shipment 
easy to thread and weld 


always reliable 


BETHLEHEM STEEL COMPANY — 
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Economy Rolls 
Cleaner 
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ARMOUR Abrasives 


| Page advertisements like these, tell 


seh bb moh bE) dob aat-ba-Um a al ME- Ts A'2-bakd-Voi-\-Meos 3 


- Armour Abrasive Products. Keep them 


informed about new products. Urge 
that they consult their Mill Supply 


| DY WU) ob do) at-t- baat o) (-\-Et- bale UB ob alot: -o 


We feel it is money well spent, be- 


cause we believe Mill Supply Dealers 


ba We sab onal -lo Mh coMt- 00M a at- MB aal-s acd at-batobt-pbate, 
Ebates ME-lohU-baat-p bale Ml ololo} ol-ba- halos allt Mb aat-bahbee 
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ARMOUR 
SAND PAPER WORKS 


f ARMOUR AND COMPANY 


General Offices + Chicago, Illinois 
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A Mere Temporary 


Ail TING HOLD 


4 Pressure on the threads over a long range keeps 
bolted parts tight . . . nothing else can! Any device 
depending on teeth “biting in” cannot maintain 
adequate pressure. As vibration drives the teeth 
deeper, pressure on the threads drops quickly. 


Initial looseness is never caused by backward , 
turning of the nut. It is caused by bolt stretch, wear z= 
of contacting surfaces, breakdown of scale, rust or [Bian te sigheened be, estes a 
paint. A Helical Spring Washer is the ONLY device 
that compensates for causes of looseness and main- 
tains adequate thread pressures over a long range! a. SF 
SPRING WASHER INDUSTRY, Wrigley Bldg., Chicago The Helical Spring Washer com- 


pensates for causes of looseness. 





Only a Helical Spring Washer 
maintains thread pressure continuously 


The Helical Spring Washer main- 


over a long range tains pressure on the threads over 


along range! * 
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BOSTON WOVEN HOSE 


CAMBRIDGE, 
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BWH SALUTES THE 


TRIPLE CONVENTION IN DALLAS 


For more than thirty years the policy of the : 
Boston Woven Hose & Rubber Company. 
has been one of cooperation with the dis. 
tributor and better service to the industrialt 
consumer. 3 


With the Convention this year in the Lone 


Star State, may the sessions be productive’ 4 
of definite accomplishment, and the leisure 
hours filled with good cheer and good 
fellowship! 


AND RUBBER COMPANY 


MASSACHUSETTS 
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LUBRIPLATE LUBRICANTS 
SAVE 3 WAYS — 





8 er 

ike forme ic + sphate’s BE ok sali 

splat 1c) ri atic 9 

Lubriplat tty bubries ga Lubs acteristis  eden's 
hearihe corrosion” Ler to iS yg for 





For Immediate CASH 
SAVINGS ... Investigate 


LUBRIPLATE LUBRICANTS 


The cost of a lubricant is not in its price alone. 
More important is the frequency of lubrication plus 
the cost of replacements due to faulty lubrication. 
Because Lubriplate lasts several times longer, you 
buy far less over a year’s time. What’s more, your 
cost of parts replacements and power consumption 
is reduced. Without obligation, write. We'll see 
that you receive enough Lubriplate for a thorough 
test that will prove how much Lubriplate really 
saves on work, worry and money! 


Lubriplate Division of the 
FISKE BROTHERS REFINING CO, 
NEWARK, N. J. TOLEDO, OHIO 
Dealers from Coast to Coast 


LUBRIPLATE 


THE WHITE LUBRICANT THAT MINIMIZES WEAR 
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FREE 
100) 


2 Blackhawk 
Factory Service 
Builds Sales for You! 


UT yourself “in solid” with your customers. Ex- 
plain how Blackhawk Porto-Power Hydraulic 
units give them this triple utility. 
1. VERSATILE PRESS EQUIPMENT . . . Porto-Power 
rams mount in floor-type or bench-type press you can 


build yourself. Ram is easily removed for other service 
—no money tied up in costly press for pressing jobs only. 


2. REMOTELY CONTROLLED JACK. . . Compact How Porto-Power 


Porto-Power rams work in all directions — any angle — 














©) 






























































in confined quarters. Serve where ordinary jacks or me- WORKS 
chanical devices fail. Here's how 20-ton Porto: 
‘ower serves when 
te 3. MAINTENANCE WORK AND PIPE BENDING... lecte standard. attach: 
. Standard attachments for Porto-Power handle scores of anne eo eee 
Ss push, pull, bend, press, clamp and spread jobs. Banish foe Lantaed mn 


crude, dangerous, time-wasting methods of sledge ham- 
mering, heating, and use of cumbersome mechanical jacks 














rm and miscellaneous screw devices. 

oe Send coupon today for catalogs and press blueprints. 

jou OoUd A Product of BLACKHAWK MFG. COMPANY 

one Department P1640 Milwaukee, Wisconsin ee 

: off motor. One 
-— Either of these Porto-Power Hydraulic Rams Power lobe. 
— F Can be Used on Your Shop-built Press 


igh 


illy ALL-DIRECTIONAL THREE-SPEED 
\ HYDRAULIC 















TON pume 
MAND.OPERATED PUMP RAM 
WEIGHT 12 U8s. 
CONTROL VALVE —"® ¢ Fr. SWIVELLINO FLEXIBLE, 8-FOOT , 
4 =z) | ecm 20-10 vam, cleo 
SPECIAL i % Power attachments 
20-TON RETRACTO RAM WEDGE for bending 7 sizes 
_— CoUArato Mba ? SADDLE Jor. Rae SLEEVE of pipe—up to 4”. 
SPECIAL LIFTS 2 TONS ON 
GROOVED TOE —60 TONS ON 
ee ; — Pasa eases 
S-77 20-TON PORTO-POWER $-80 TO- BLACKHAWK MFG. CO. 
ectetnadhttettndboievs i Dept. P1140, Milwaukee, Wis. 3 







Send FREE blueprints for making press — and in- 
f formation on 1001 uses of Porto-Power in Industry. 5 


Company .. 3 vane it 
WORLD’S LARGEST MANUFACTURER OF HYDRAULIC JACKS Address 
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W hy does Mayor Burton point with pride! 


W ho Said Purchasing Agents are camera-shy? 


What made 7 business “enemies” sit down together’ 


Why is a Cleveland Engineer’s life a happy one! 


Who said the photo-reporting technique can’t be applied 
to industrial advertising ? 


What does all this mean to you? 


JENKINS Bros. CHARTS THE TREND OF INDUSTRIAL BUYI 


an exhaustive study of what Progressive Distribution 
accomplished in the Cleveland Trading Area 
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—_—-- on — = 





JENKINS SURVEYS Mayor Burton cooperates in charting 
The cit y the Trend of Industrial Buying | 
Clev land 
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Mey TALK OF THE TRADE 


ONLY DIRT AVAILABLE: Since most of this entire issue is 
given over to describing Ross-Willoughby, we hoped to make this 
department representative by getting some lowdown for you on 
the R-W family. . . . But best we can do is report that President 
Bill Hunter hit the jackpot on a slot machine in the Columbus 
\. C. night of Feb. & . . . And spent last month with Mrs. H. 
in Ft. Lauderdale, Fla. . . . The two facts are unrelated. 


Too Lowdown! 

LUCKLESS BEAGLER: Woe is Edward B. Flack (Flack- 
Pennell. Saginaw). . . . Last fall his trainer and dog handler 
succumbed to a heart attack following the nat'l grouse champion- 
ship field trials. ... Early this year his prize setter, Essex 
Kings Jill, presented him with eight pups, but only two managed 
to survive... . Yet Ed, whois president of Saginaw Field & 
Stream Club, is running Jill in the spring trials this month 
(Would you say he has dogged determination’). . .. She's 
copped 17 first in local meets, missed the national by a tail—it 
drooped too low, judges disqualified her. 


Jingle Belis—Jingle Bells 

HOME OFFICE, PLEASE NOTE: Upstate N. Y. has had a 
tough winter (who hasn't?) but recently when drifts stalled 
things at Elmira the situation was licked by two salesmen with 
enterprise—Paul Roddy (Nicholson File) and Ed. Schlerth 

ter A. Frasse). ... The boys dug up a horse and cutter and 
‘ customers something to talk about... . Incidentally 
e a slight march on other snow-bound peddlers back in 


+ 
) 
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¢ 
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STAND-OFF FOR CONVENTION: Bill Motter (Motter’s 
Sons Co., York) will have to skip the Dallas meeting. . . . He’s 
turned gentleman farmer and this is the busy season. . . . On the 
other hand, Eric Federschmidt (Black & Decker) is feverishly 
scanning schedules. . . . Dallas is his old stamping ground, in 
fact there’s a strong rumor, as yet undenied, that he had a little 
Texas Ranger experience in his background. 


Hoe, Hoe—Wish | could go 


CIGARS FREE: The Bob Hamiltons (Dumore) called him 
Junior on March 13. ... J. E. Madsen, new vice-pres. of 
Perth Amboy Hdwe., stuttered, “I do”, Feb. 17. 
Congratulations 
RUSH JOB: Next time Harvey Peterson ( Appleton-Atlas ) 
gets funny, it won't be in a hospital. . . . Visiting a sick friend 
recently in a small Chicago hospital where he’s known to the 
internes. Harvey was experimentally trying on a surgeon's gown 
when six burly cops appeared suddenly, presented him with a 
badly battered slugging victim and commanded, “Here Doc, get 


busy!" .. . Well, you’d scram too! 


COUNT YOUR chips, boys, we’re coming to a tunnel! J. J. W. Calling Dr. Killdare » 
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THE REPUBLIC 
5S-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


® 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 


cialized training and a knowledge {| 


of the product sold. 


* 


TRANSMISSION BELTING 


AGRICULTURAL BELTING 
V-BELTS 


ACID HOSE | 


CREAMERY HOSE 

FIRE AND CHEMICAL HOSE 
PNEUMATIC HOSE 
STEAM HOSE 

WATER HOSE 

TUBING 

MATS AND MATTING 
SPONGE RUBBER PRODUCTS 
OIL INDUSTRY SUPPLIES 
CONVEYOR BELTING 
ELEVATOR BELTING 
CANNING BELTS 
BREWERS HOSE 

GARDEN HOSE 
GASOLINE HOSE 

SAND BLAST HOSE 
SUCTION HOSE 
RADIATOR HOSE 
MOLDED GOODS 
PACKING 
CONTRACTORS SUPPLIES 
DREDGE SLEEVES 


<< Pre RY 
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FOR A SALES 
OFFENSIVE 


Eourrrep with a complete 
line of Hose and Belting of highest at- 
tainable quality .. . and backed by the 
full support of factory experts, as well 
as their own experience .. . Republic 
Distributors have the right kind of am- 
munition for really going after a profit- 
able share of the Mechanical Rubber 
Goods business in their respective ter- 
ritories. There are no obstacles of poor 
business practice-such as direct fact- 
ory selling— in the way of their success. 
Every factor of the manufacturer-distri- 
butor system contributes in some way 
to the Distributor’s job of selling— a bas- 
ic objective of the Republic Five-Point 
Policy. 








REPUBLIC 


RUBBER 
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“ ji, intimal shods O ‘the Koss - | Move bbe cs. Success in the industrial 
/ / 


supply business, as in all other American businesses, must be measured by the ability of a company to 


perform a useful service, for which it shall be paid enough to insure a fair return to its stockholders, 
good wages and job security for its employees and a reasonable surplus to be saved against periods of 
depression. A word and picture study of a company that has attained such success provides much of 
interest to executives and employees of all industrial supply organizations. The Ross-Willoughby 
Company, Columbus and Springfield, Ohio, has been selected for the study that follows. This is not 
the story of a “perfect” organization whose methods all should copy, nor of a “typical” industrial 


distributor (there probably is no such animal), but simply the story of one successful company. 





EVOLUTION 


Expanding in good years, learning from bad, 


R-W has climbed the ladder since its start in 1912 


THe Ross-WILLouGHBY COMPANY opened its doors for 
business in 1912 with an inventory made up largely of 
a couple of carloads of rusty bolts. The story of that 
company’s climb from zero dollar's worth of business 
per year to the eminence of seven figures. is a story of 
hard work, business acumen, the breaks of the game and 
cooperation. It is a story of rapid growth (the war years), 
a sudden setback (1921), a steady climb to new heights 
(the twenties), a disastrous decline with no bottom (the 
early thirties) and a gradual climb back to solid footing. 

Twenty-eight years ago the Scioto Valley Supply Co., 
in Columbus, Ohio, desiring to separate its industrial sales 
from its plumbing business, organized a subsidiary. the 
Ross-Willoughby Co.. named after two officials of Scioto 
Valley. Rapidly expanding its original stock. Ross- 
Willoughby in its early years sold principally power 
transmission equipment, mechanical rubber goods and 
engineers’ supplies. Pipe was drawn from Scioto Valley. 

The war years. coming just at a time when Ross- 
Willoughby was in a position to expand rapidly, provided 
the springboard which catapulted volume quickly. Riding 
high, the organization was dealt a staggering blow just 
about the time a Springfield. Ohio, branch was opened. 
The sharp depression of 1921, however. was short-lived, 
only a pause before reaching even greater heights. 

Snapping back in the middle twenties under a new 
general manager. Will Hunter. both the Columbus 
division and the Springfield branch grew steadily. The 
latter, organized to handle both industrial supplies and 
plumbing and heating material. found itself outselling 
the main house o: many items of tools due to the 
industrial character of the territory. Then. in 19290—the 
bottom fell out! 

The struggle during the early thirties was desperate, 
as it was in most industrial supply houses. Ross-Wil- 
loughby turned the corner in 1933 but it was a well- 
battered crew of veterans who worked night and day to 
bring the business back to safe ground. 

The company has been “in the black” since 1933 but 
today it is faced, as are all other distributors. with many 
problems which make it difficult to build a reserve against 
the next depression. An attempt has been made here to 
highlight those problems and to show the steps that Ross- 
Willoughby is taking to overcome them. 
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AREA covered by two divisions has been continually reduced. is 
constantly studied for signs of unprofitable coverage. 

Main-office at Columbus occupies rented building two storie 
high for 80-ft. of its width. one story for 40-ft. It is 187-ft. Jong 
contains 38.000 sq. ft. of floor space. Offices, second floor fron! 
are light. Celotex-ceilinged for quiet. Switch track at rear permits 
simultaneous unloading of two ears. Trucks drive directly int 
building but restrictions on heavily-traveled street make front-doot 
parking difficult. Springfield building is owned, has about 30.00 
sq. ft. of floor space. was occupied in July, 1930. Offices an 
plumbing showroom are on second floor front; call counter. indus 
trial display reom and city sales desk on ground floor at left it 
picture. Switch track accommodates two cars at once. Truck 
enter warehouse at rear but front-door parking is always possibl 


Warehouse proper is high-roofed. airy, well-suited to heavy goods 
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Coa Free delivery areas 


TERRITORY 


Profit in the industrial supply busi- 
ness seldom comes from over-reach- 
ing a logical trading area in a grab 
for volume. Map shows territory now 
covered by Ross-Willoughby through 
its main house and branch. It is 
much shrunken from its maximum 
size and even now its geographical 
limits are studied carefully for signs 
of unprofitable operation. Note. too. 


the small areas of free delivery. 
Operating from offices and ware- 
houses in) Columbus 


310.000 ) 


(population, 
and Springfield (popula- 
tion. 75.000). territory covered by 


Ross-W illoughby 


ties. In the nineteen counties covered 


includes 25° coun- 


by Columbus division are 12%. of 
Ohio's manufacturing plants. Colum- 


bus, the State capitol. is served by 
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Scale of Miles 


‘ 
five railroads, 11 motor freight lines, 
has 129 manufacturing plants within 
its limits. The six counties covered 
of the 


State’s manufacturing plants. Diver- 


from Springfield have 3.6% 


sified manufacturing plants typify the 
market. Free truck deliveries are made 
only in Franklin county from Colum- 
bus and within the city limits from 


the Spr ineheld branch. 


PROBL 


SMALL ORDERS 


Every distributor is between the devil 
and the deep blue sea on this question. 
If he the hilt his 
strongest selling point—the ability to 
take the industrial 
stocking problem—he 


merchandises to 
over consumer's 
invites small 
orders. If he insists on larger orders. 
through minimum charges or other 
means, he invites direct competition. 

Ross-Willoughby 
ability the 


money by carrying his 


pushes hard its 
buyer 
stocks tor 


page 70). 


to save industrial 


him (see Advertising. 


The 


the right shows that not only 


inevitable. Chart at 
is the 
average order somewhat low. $813.83, 
but that 50 per cent of all 


1939 were for 


results are 


orders 
under S5. 
these 


received in 


On the majority of small 


TAXES 


Chart Il paints a vivid picture of a 
growing menace to profits and lone- 
No distributor can cope 
with this problem directly. The added 


time success. 


cost involved can be paid only from 


EMS 


orders it was obviously impossible to 
realize a profit. On most it would 
have been next to impossible to add 
an unusually high markup for they 
came from regular. large total-volume 
buyers. A large proportion had to 
be delivered. some tagged “rush.” 

In the war against this problem, 
R-W has attained at least a standoff. 
the 
|. Careful purchasing to keep to a 


through following — devices: 
minimum costly pickups (see Pur- 
chasing. page 64): 2. Restriction of 
free delivery area (see Service. page 
iO): 3. Simplified order handling 


1. Work 


with purchasing agents to point out 


= “ac 
(see Service. page iol. and 


the value to them in grouping requisi- 
70). 


tions (see Sales. page 


invreased margins of profit’ or re- 


duced operating costs. 
Ross-Willoughby. by means of hich 


morale 


and eood coordination on 


the one hand and simplification of 








SMALL ORDERS 


SIZE OF 
ORDER 
THAN 
m1.00. @ — 
a 
$1.00-$5.00 TUG 42.33% 


BWP 20.18% 
BD 196% 
SEE 1ss8% 


PERCENTAGE OF TOTAL 
ORDERS RECEIVED 


$5.00-$10.00 


$10.00-$15.00 


MORE THAN 
$15.00 





Average order is for $13.83 but 56% 
are for less than $5.00. Orders with 
one item only account for 46.41% of 
the total; with two items, 21.08%; 
with three, 9.16%; with four, 6.17% 
and with more than four, 17.16% 














method on the other. goes about meet- 
the 


only way open to the individual com- 


ine the increasing tax cost in 


pany. by reducing operating costs 


to the barest minimum. 








The sharp rise in dollar outlay for taxes since 1935 is alarming. Nor is it the whole story, for a consid- 
r erable portion of the price clerk's tirne is consumed in affixing Ohio State tax stamps. And since some 
forms and some items are exempt, controversies occur, must be fought out with expensive affidavits and 
+ personal appearances by the credit manager. 











TAXES 








(EXCLUSIVE OF FEDERAL INCOME TAX) 
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SHORT HOURS 
EFFICIENCY RATING 


mae é Based on a time study, figures below represent num- 
problem for all distributors, just ber of employees performing function indicated per 
$100,000 volume. Figure at right is total ~ 5.07 — 
: y 2 ‘ and may be. compared with average for all distribu- 
It Is met in this company. not by w rit- tors — 5.55 (U. S. Census of Business) 


ing letters to Congress. but by just 


The Waves and Hours Act creates a 


as it does for all other businesses. 


a little extra “push” on the part of 
each member of a_ satisfied. hard- 
working crew’ within the hours 
allotted by the law. 


Chart indicates that R-W produces 
$100,000 worth of business with some 
nine per cent fewer people than do ' 
average distributors. This condition. i ‘ |. 


of course. more than offsets the hour ADMINISTRATION PURCHASING ACCOUNTING SALES SERVICE TOTAL 
reductions so far encountered. 














STOCK TURNOVER 









































Many distributors strive for high Through an unusually) accurate it “real” turnover. as evidenced by a 
turnover. the ratio of total sales to steck control system (see Purchasing. © small number of back orders and less 
average inventory. only to find that page 64). R-W has not only attained than 12 per cent of direct: shipment 
much of their January | merchandise — high ratings in turnover (7.35. 1937: purchase orders (TL.81 in 1939), 
is still on the shelves in December. 9.1. 1956: 5.1 1959) but has made most of which were for repair parts. 
MORE SALES 
Kvery. distributor aspires to sell the 
lines he handles to all prospects inj ANNUAL % OF % OF SALES 
his territory and to sell all of his | VOLUME ALL ACCOUNTS ALL VOLUME 
il erritory ine ; ) ‘ i ‘ ; 1 TWENTY LEADING LINES 
Custeemers ed of theit needs. Ross- 0 — $100 20.4% 0.7 % 
Willoughby misses this goal, as do $100 — $500 38.1% 7.6% 
all other distributors. The difliculties $500 — $1,000 15.5% 8.5% SALES 
invelved in accomplishing this Uto- | $1,000 — $5,000 18.3% 31.9% ALL OTHER 
pian ambition are dramatized in the $5,000 — $10,000 6.3 % 30.1 % 
- ; ss) $10,000 — $15,000 0.0% 0.0% LINES 
chart at the right. The efforts which 
"pelle ie i $15,000~ $20,000 0.7 % 9.7% 
cove een and are being used to se t over $20,000 0.7% 11.5% 
lines to more prospects and to sell 
P 2 Study made of Columbus division 
more lines to each customer will be Study of Springfield sales reveals that 26% of sales reveals majority of volume is 
found in Sales. page 70. accounts yield 83% of the volume. Constant done on twenty leading lines. Build- 
study of plant needs is made in effort to increase ing others to comparable status is 
annual volume per account, $1,325 in 1939. constant aim of sales department. 
DUPLICATE LINES 
_— ‘ 
The course of the least resistance for cipally the need for selling the line — ization. The means they are employ- 
any distributor is to handle all lines in stock. are met by a never-ceasine ing to overcome them is) embodied 
asked for by his customers. Unfortu. campaign of sales instruction and a in the word and picture story told 
nately. it is seldom, if ever. the course higher than average sales promotion — in the pages that follow. 
to profits. budget (see Sales. page 70, and Ad- Under each of five heads Organ- 
This company adopted a poli Vv ol vertising. page TO). ization. Purchasine. Sales. Service 
elimination of duplicate lines some These problems are the problems — and Control will be found the simple 
vears ago. Its benefits are seen in of all distributors. They are prob- story of the way one successful dis- 
high turnover. Its problems. prin- lems to the Ross-Willoughby organ- — tributor conducts his business, 
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2 Se EILEEN a MERE, TNE, Se RR 7 een 
ORGANIZATION 
Es ] LL I 
SERVICE | CLAYTON 
CREDIT & BILLING 
SPRINGFIELD peaieeee: Be MECOPULOS 
DIRECTORS — 
BRANCH CLARKE 
HUNTER ee Meneger en — H. MARTIN 
President 
R. W. MARTIN INVENTORY 
Vice- , “none: CONTROL 
ice-President PURCHASING = GNAU 
BIRKENBACH 
Purchasing Agent PLUMBING 
ROSS NAFZ 
Secretary- SALES R. SCHWARTZ 
HUNTER 
Treasurer = =) president "1 INDUSTRIAL 
CLARKE W. J. SCHWARTZ 
Manager 
Springfield TEAS 
aes mer SERVICE Service Manager 
ssistan 
PRICING 
ao BARTHELMES PHIPPS 
Credit Manager ACCOUNTING ener BILLING 
M. ROBINSON RUSK HAIL 
COLUMBUS | 
| INVENTORY CONTROL 
. DAVIS 
CITY SALES 
McMAHON 
PURCHASING eee Secretary KOCHENSPARGER SHANNON 
SALES = totes Sectitnae eeen Pe i = Se | 








No labor problem here where employees are regarded as individ- 


vals who wish to exchange service for money, respect for respect 


Ik Is TRUE that “an organization 


is the shadow of one man’. the Ross 
Willoughby shadow 
president. W. C. 


throughout the 


is cast by its 
Hunter. Known 
“Bill”. his 
19 employ ce-assor iates refer to him 
by the more affectionate. “Will. or. 
very respectfully, “Mr. Hunter.” 


trade as 


Po be quickly chronological. Bill 
joined R-W in LOLS as salesman in 
{ olumbus. Was delegated to open 


ind manage the Springfield branch 


in 1920. came back in 1926 as Co- 


60 


lumbus manager. and in 1929. with 
his associates. gained control of the 
company and became its president. 

In 25 years you can sample every 
headache the supply business has to 
offer. Bill Hunter had extra helpings 
on some. But his enthusiasm for the 
suffered 


“There's no 


vame has never a retreat. 


Friends urge. longer 
need for you to punch the clock.” 
but when he comes in the front door 
vou know it’s 8 a.m. sharp. Perhaps 
the mail. 


, ; 4 
the magnet Is morning 
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which still provides him with life’s 
ereatest enjoyment. “No better way 
to keep your finger on the pulse of 
this business.” he explains. 

The organization that has carried 
Bill Hunter to his present state of 
comfort is an organization that he 
himself built. Two things distinguish 
that the 


spirit of wracticed = by 
| | 


organization everlasting 
teamwork 
every member from top to bottom: 
and the amazingly long record of 
service for so many of its employees. 
These things. too. are part of the 
shadow cast by Mr. Hunter. Because 


he is a leader. not a driver. his exec- 














CITY SALES & ORDER FILLING 


DIETERLE 





BELL 
LINKINHOKER 














SHIPPING & RECEIVING 


semana 
STOTT 








DRIVERS 
MERSHON 
HELSEL 











TELEPHONE & TYPING 


ROUSH 








city SALES 

















DUNNILL 


RECEIVING 
voit 
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McINTOSH WINNESTAFFER MARTIN 
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ORDER FILLING 
WIDEMEYER 
CHASE 











TELEPHONE 
BAUMEISTER 











OUTSIDE SALES 





HOLLOWAY 
HENNON 


McARDER 
ROSS 


ROBINSON 


GILHAM 








SALES PROMOTION 























CLOSE-KNIT 
All directors 


in the business. Colum- 


are active 


hus activities han- 
dled Mr. 


Hunter, Springfield by 


are 


directly by 


Mr. Clarke. The organ- 
ization chart tells only 
part of the story for 
nearly every man and 


woman's activities over- 
lap into another depart- 
ment. Note, for instance, 
that 

ton, 


Theado and Clay- 
superintendents, 
in charge of 


also are 


telephone and = counter 
sales. Martin, at Spring- 
field. not only handles 


purchasing and account- 


ing. but manages the 
branch in Clarke's ab- 


sence. Based on a time 
study, this organization 
produces $100,000 worth 


of business with 5.07 
people, against a na- 
tional average of 5.55. 


TAYLOR 
utives lead, not drive. As a conse- 
quence, it is an organization of part- am ee 
ners, not employees. Because Bill oes 3 
Hunter is gifted for dealing with his z : 
fellow man not paternally but with ws 
respect and decency, people like to } eee: 
work with him and personnel turn- pees 
over is almost nil. Because he has aie . Ay 
of ty 
managed to get—and keep-—people 
who know the supply — business 
through and through, his organiza- 
tion functions efficiently—a_ prime 
requisite for survival in a_ business 
where the margin between profit and 
luss is always scant. These people . em 
like their jobs, like the company and i 3 ee | 
ee 
> nag 
Ss — 
ae 


its executives. Thought of change is 
farthest from their minds. Perhaps 
those who grope for an answer to the 
“labor problem” will find it here. 
“labor” 
is people and people are individuals 
seck 


but the opportunity 


where it is recognized that 


persons who “conces- 


to 


change service for money and respect 


not 
sions” eX- 
for respect. 
There is nothing sensationally 
unique about the relationship be- 
tween R-W and its employees. They 
are paid fairly, given a bonus at the 
In 


a good vear this will amount to two 


or three weeks salary. All get two 


year-end if business justifies it. 


weeks vacation with pay, even though 
this may sometimes require that ex- 
tra help be added as vacation relief. 

Its a home-grown organization. 
All directors and officers regularly 
work in the company. The opera- 
tions job is helped along by a bi- 
weekly meeting of department heads. 
Prior to this, all department heads 
sound out their own people solicit- 
ing suggestions. These are given con- 
sideration and, when acted upon, 
credited to the person from which 
they originated. 

The whole family is knit together 


the R-W 


Social Club. Moderate dues are used 


through membership — in 
for buying wedding presents, send- 


ing flowers to bereaved families, ete. 





\ Christmas party. held in the com- 


pany s oflices. draws members of 


each employee's family Santa 


Claus is there to distribute gifts to 


and 
the youngsters. In addition. there is 


usually a summer outing. 

One senses a company attitude that 
the services of each worker are not 
only 


paid for but appre¢ iated. It 


seems a. travesty 


to apply such a 


dollars-and-cents yardstick as the 
Wages and Hours regulations to an 
organization such as this. The Act. in 


fact. is tolerated in that five o'clock 


BOWLING 


Company bowling teams play 


in regular industrial leagues 
in Columbus and Springfield 
kach 
one manufacturer's line. The 
Voelker 
Voit 
second the 
taken but had 


lots of fun doing it 


howling shirt features 


Columbus team 
Davis 


Hennon ran 


Ravburn Gilham 
and 


night this was 


FROM THE GROUND UP 


Ross-Willoughby is built from 
the bottom up. Present execu 
tives and salesmen learned 
the business by starting wher 


Glenn Melntosh and Bob Mar 


tin) work now on a_— truck 
These voung men become a 
quainted with location and 
needs of plants. attend all 
sales) meetings help out oon 


telephone and counter selling 


, 
When thev have a mitsatite 


62 


finds everyone headed for the door. 


But this does not prevent a man. 


during working hours, from pitching 
in on another's job when he finds an 
idle moment on his hand. Conversely. 


there's nothing in the Act 


which 


wou'd prevent an employer from 
cutting off a man the instant he re- 
ported sick . . 
lost income does not rise up to be- 


R-W 


His pay still goes on, even 


. but the spectre of 


devil an worker in time of 


though he may be out for as much 


as two or three months. 
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THE HONOR ROLL 


Few companies in any field can 


boast o 
record than this! 
ers, 35 have been 
or more years; 29 
ten or more years, 
15 years or more. 
age is 12 years. 
list: 


COLUMB 


DUNNILL 

FITZ 

HUNTER 
THEADO 

RUSS MARTIN 
GILHAM 
BUGH 
WINNESTAFFER 
DAVIS 
HENNON 
BIRKENBACH 
VOELKER 
SHANNON 
RAEBURN 
HOLLOWAY 
GREEN 
McMAHON 
MARIE ROBINSON 
CHARLES ROBINSON 
BARTHELMES 
WIDEMEYER 
PHIPPS 

ROSS 

HALL 

RUSK 
BAUMEISTER 
VOIT 
KOCHENSPARGER 
CHASE 
McINTOSH 
BOB MARTIN 
McARDER 


a better employee 
Of 49 work- 


with R-W 5 
have served 
and 16 for 

The aver- 
Here is the 


YEARS SERVICE 
27 
26 
25 
23 
22 
20 
20 
17 
16 
16 
15 
15 
14 
14 
14 
13 
13 
13 
12 
i 
i 
i 


° 


-—-——-wowaruwae @ 


SPRINGFIELD 


CLARKE 

W. S. SCHWARTZ 
MERSHON 
DIETERLE 
CLAYTON 
NAFZ 

HARRY MARTIN 
R. SCHWARTZ 
GNAU 

STOTT 
MECOPULOS 
ROUSH 

HELSEL 
LINKINHOKER 
BELL 
BUFFENBARGER 


YEARS SERVICE 

20 

15 

15 

15 

15 

13 

12 

12 

5 
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STEERING. Every two weeks at Co- capitalizing on the years of Ross-Wil Nora Barthelmes (11) years). Whitey 
lumbus. heads of departments hold a loughby service represented by: Bill) Theado (23 years), Russ Martin (22 
(25 years). Ed Birkenbach (15) years) and Ernie Rayburn (1b years). 


meeting at which methods. costs. plans | Hunter 
Howard Voelker (15) years). Minutes of these meetings are recorded, 


are threshed out. An ideal method of — vears). 


hold office. ( ‘Jub 


SOCIAL. Officers of the R-W Social (social committee), Ed Birkenbach = company officer may 


(social com sponsors a Christmas party for all 


Club. an organization of employees. (president), Bud Hennon 
ire. left to right: Spike Shannon (so mittee). Phil Rusk (vice-president) employees’ children) and = a summet 


Martin (social committee). pienic. Committee handles flowers for 


cial committee). Charlie Robinson and Bob 
50 cents a month. No funerals. gifts for weddings. ete. 


(secretary-treasurer). Nora Barthelmes Club dues are 
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PURCHASING 


In the meager zone between red ink and black, efficiency 


and shrewd housekeeping hold R-W operations within bounds 


THE ROSS - WILLOUGHBY COMPANY 
COLUMBUS 
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IF EVER PROOF were needed that 
“vou can’t operate a supply business 
out of your hat’”—here it is! Sales- 
manship stamps the distributor's 
aggressiveness. but astuteness in buy- 
ing, diligence in record keeping 

or lack of these—can make or break 
him. Mother Carey with all her 
chickens, the many-childrened old 
woman in the shoe knew none of the 
complexities that life can hold for 
the operator of a business dealing in 
tens of thousands of industrial items. 
If you buy too many of some that 
move slow. the sheriff comes to call; 
if too little of some in brisk demand. 


the customer stops calling altogether. 


So you walk your difficult tight rope. 


struggling to hold « nice balance be- 
tween too much and too little. You 
inventory and tag every chick, every 
feather. A simple system is the goal 
of all, but not all achieve it to the 
degree found at Ross-Willoughby. 
Careful buying. accurate keeping of 
records that tell when to buy and 
how much, keep the firm neatly in 
the middle. provide a high rate of 
turnover. and—thus far—no work 
for the sheriff. 
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beth Ed and Dick 








HE BUYS 
Not to be sneezed at is the R-W 
over record for the past three years 
7.35, 5.1. 5.4. For this. much credit 
should go to E. M. (Ed) Birkenbach. 


purchasing agent. who purchases stock 


turn- 


and items short on incoming orders. 


His good judgment. knowledge of wher 


to buy—and where—is based on 17 
years service as stenographer. — bill 


clerk. price clerk. telephone salesman, 
buyer. In a typical day he places 29 
$44.73 
year he buys from 1500 different manu- 
300° of $100 or 
more in business, 16 of whom get over 
$10,000. 


orders averaging each; in a 


facturers, whom get 
Current needs are reported 
to him = by 


HE KEEPS WATCH 


Dick of the 
stock (Other 


in determining purchases: 


Davis. operator compact 


record system. factors 


Shortages 
on incoming mail orders. study of local 
customer needs in’ cooperation with 
sales department. careful consideration 


of manufacturers’ claims on market po- 


tential.) Dick. with 18 years service 
in all departments. writes charges for 
incoming mail orders (about 30° a 
day) checks receiving tickets against 
invoices. makes out consignment tal- 
lies, answers scads of inside house 
questions. most of which begin with. 
“Have we got—-?7" Most valuable to 


are the up-to-the- 


“dc ; ‘h 











RECORDS INVENTORY 
Tell at a glance how much is on hand, when it was bought (and what quantity), 


When bal- 


ances are near danger point, Dick tells Ed, who examines buying record, checks 


give special price conditions relating mostly to quantity purchases. 


progress of sales, decides where to buy, how to ship, has order typed by 


4 CONTACTS MANUFACTURERS 





Georgia McMahon. handler of all correspondence with manufacturers, operator of 
teletype, recorder of supply sources and catalogs, and mimeographer of price 
changes for sales department. Orders she types for shipment into stock, called “S” 


orders, are made out in quadruplicate. The original sheet (see next page) 
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PURCHASING AGENT. 


THE ROSS. WILLOUGHBY Co. 


PURCHASING AGENT. 








MFRS. Ne. 
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THE ROSS-WILLOUGHBY CO. 


PURCHASING AGENT. 
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FOR SHIPMENTS TO STOCK 


.....(White sheet) goes to the supply source. Second sheet (vellow) is iden 










tical with white. except for space at the bottom used for entering shipping prom- 





ise when received. Yellow is filed serially in’ purchasing department. Third 


















sheet (also yellow) differs from the second only in that it allows space at bottom 
to note “when promised.” This. too, is filed in the purchasing department. but 
alphabetically instead of serially for convenience in answering inquiries. Fourth 
copy (pink ) goes to 


i HE TAKES 'EM IN 


Tr Set 
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FOR DIRECT SHIPMENTS 


i “D” orders. the R-W tag for direct 


shipments. were formerly made out in 


' 
5 Be E 
+ ae | — : ; : 
sy ~~ all ~ ” as im 
ie tin UR, 
duplicate. When shipping informa- neal amin rm 
tion came in. post card went to the “ , ‘ | 
customer. To keep buyers better  in- 7 - ~ 204 , Bee ’ 
| re. eS 
formed. direct orders are now made * oe ns 4 
in triplicate. third copy being sent to ; 4 = 
ange \ : 
rhis . 7 - 


the customer. copy reports, 
“Order placed with manufacturer for 
direct shipment to you. Shipping no- Harry Dunnill. 70 years young. receiving clerk who has been with R-W. since 
tice will follow.” Only 11.84 per cent — they first put up the sign. With assistant. Eddie Voit, Harry inserts quantities 
of all orders were “D™ in 1939, averag- on incoming shipments (which then go to stock). returns copy to Dick Davis 
ing $34.16 each, mostly for specials (stock control) for entry on stock record cards. after being matched with first 


and repair parts. yellow copy. Second yellow copy is then destroyed, 


————————— 
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COLUMBUS 


THE ROS 


WHOLESAL c 
"’ SUPPLIES AND 


INDUSTRIA 
269 West Spring Street 
Columbus, Ohio 


Date 





Purchase D N 0 3 49 3 


To Order 


(ACKNOWI EDGE ABOVE Gl 
SHIPPING DATE) 









Terms: 





— a — — 
order must be sent to ¢ OLUMI 





4 CORRESPONDENCE regarding this 
an aS 






CONTROLS STOCK 


Margaret Gnau, veteran of 20 
years, who types purchase o1 
ders, handles some telephone 
sales, maintains lists, catalogs. 
does pricing, kee] a stock 
control system which = differs 
from the system used in Col- 
umbus. Note that Springfield 
uses Kardex cards, facing 
each other when opened, to 
record receipts and with 


drawals. Posting for any 


day's activities is washed up 


by ten o'clock next day. an 
operation demanding two 
hours or more of Miss Gnau’- 
day. Questions from the ware 
house can be fired at her via 


loud sy aket =Vsiem. 


68 


BUYS FOR SPRINGFIELD 


Springfield branch buys independently 
of the main office except where joint 
buying is an advantage. Buyer here 
is Harry Martin. assistant manager, 
proud of his turnover record of better 
than four despite a slower moving 
plumbing stock. (Springfield inven- 
tory allows for high percentage of 
shipments from stock.) Martin’s other 
duties: Editing mail orders, handling 
telephone orders, running the branch 
in absence of Clarke. Martin’s helper is 





















\ special tally card on wire rope is 
maintained at both warehouses. With 
this tally in the office. safe from ware- 
house grease and rough treatment. 
R-W maintains high accuracy on this 
important line. From these cards a 
remnant inventory is typed period- 


ically, placed near 


ODDS & ENDS 


the remnant stock, neatly hung from 
hooks directly over the reeled = stock. 
Result of this system is an unusually 
clean stock of remnants plus added 
eficiency in filling orders, as demon- 
strated here by Gene Chase, reaching 
for a length just the right size to fill 


his order 


TALLIES WIRE ROPE cance camae 


MILL SUPPLIES © APRIL, 1940 


SALES 





High individual sales, a fine inside sales force, and good man- 


ufacturer cooperation build new accounts and sell more to old 


ONE IS ACCLSTOMED TO THINK of a 


distributors sales department in terms 
of call 


{ ampaients 


reports, quotas. organized 


and drives, records of 
monthly and annual transactions with 
individual customers. Yet with each 
one of these common “controls” con 
spicuously missing (in Columbus. at 
least) from the Ross-Willoughby pro 
eram for orders. — the 
last 


as compared with the 


corraling 


monthly average per man vear 


was $7.300 


national average. as given in’ the 


Mitt Suppeiies Sales Indicator. of 
about S5.000. 

How can this be? Perhaps the 
answer is to be found in the char- 


acter of the men composing the sales 
force. A realistic appraisal will show 
them to be veterans who know their 
their their 


who know. noreover, how 


customers. territories. 
products: 


to manage themselves. Possibly a col- 


lection of stars but certainly not of 












prima donnas. As such, they are 


rightfully “on their own.” and the 
wisdom of this may best be measured 
by their results. 

(Actually it would be impossible 
to describe sales operations in Colum- 
bus and in Springfield jointly. Hence. 
the above remarks and those which 


follow 


solely to Columbus, with a separate 


may be taken as applying 
description of the Springfield sales 
department to follow.) 

Freedom of operation for the sales- 
men extends down from R. W. “Russ” 
Martin. sales manager. who himself 
has pursued the course of a rugged 
individual all his life. Driving men 
is not in his nature. Russ is too much 
aware of his own ideas of discipline 
when he was in the ranks. He prefers 
to make calls with each of the men 
in turn for in that way he keeps per- 
sonal contact with the buying factors 


and the situations peculiar to every 





Sales Manager R. W. 


“Russ” Martin 


account. Quite likely in a pinch he 
could step in instantly and handle 
the full assignment of any R-W sales- 
man. He still handles personally the 
purchasing department of the State 
of Ohio as well as several other major 
sized accounts. In addition, he helps 
lighten the load for C. C. Holloway. 
now in his seventies. whose territory 
is rather extensive. covering all the 
area east and south of Columbus for 
about 75 miles. 

Actual “management” of the sales 
left to 
Howard 


department's 
Assistant 


workings — is 
Sales Manager 
Voelker. Formerly a salesman for a 
then outside 


salesman for R-W. Howard now sel- 


Cleveland distributor. 


Salesman Charles B. Robinson and per- 
sonal promotion. This card, soliciting 
emergency orders, is tacked up over the 
desk of nearly every plant engineer in 
Charlie's territory results in’ his 
being called out at all hours of the day 


and 


night uncomfortable. but a sur 


prisingly good sales builder. 





ee ee ee ee ey ke 
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dom moves away from the telephone 
and price book— but is” probably 
known to as many buyers as anyone 
in the firm, perhaps more. His ability 
to answer questions quickly. his pleas- 
ant “telephone personality” and 
reputation for rendering service are 
the reasons why dozens who have 


never seen him ask for his wire when 


they call. (Of the 1939 average of 


125 orders per day, 75 came in via 


telephone. } 
Sales meetings represent one “con- 
trol” that definitely is a part of the 


R-W program, Arrangements for 


Salesman Jim Ross who handles the 


territory north and northeast. 


Serums: \ssistant Sales Manager 
| Voelker 


loward arranges sales meet- 


ings. handles “hot” telephone. 


Salesman Walter Gilham = with Harry 
MeCue. buver of Godman Shoe Co.. 
cheeks up on one of the more than 200 
V-belt drives recently bought from R-W 


these are solely in’ the hands o 
Voelker. His program begins with the 
men themselves who are asked to ex- 
press by vote their preferences fou 
products to be covered in’ meetings 
for a full season. With this list. How- 
ard contacts the manufacturer of 
each of the products. requesting that 
a “missionary man come down to 
stave the meeting, and giving a choice 
of three or four suitable dates. 
Through correspondence the date is 
set, always for a Friday evening. 
About 20 to 25 R-W men attend. In- 


cluded are truck drivers. boys in the 


Salesman B.D. “Bud” Hennon keeps 


careful sales records to check coverage. 








stock room and, of course. city sales 

even though. under the Wage-Hour 
Act the firm must pay all of these 
groups time and a half for the hou 
or so taken up by the meeting. 

“No manufacturer's man has ever 
let us down after sending a promise 
to put on a meeting.” says Voelker. 
“And the meetings have been ood. 
instructive and full of practical help 
for everyone present.” On the other 
hand, you hear glowing praise frow 
the manufacturers) men of the co- 
operation given by RW. of good 


attendance at meetings and willing- 


Salesman C. C. Holloway. supply man 


since “92. east and south. 





ness to follow up afterward and apply 
in the field the knowledge gained. 

The rough spot in distributor-man- 
ufacturer relations, contact with the 
man from the factory, by now has 
heen quite thoroughly ironed out at 
Ross-Willoughby, although the firm, 
like so 


many 


many others, experienced 
a headache before a satisfac- 
tory working system was devised. 
There was a lot of difficulty with fac- 
tory men coming in unannounced 
and sticking around well beyond the 
expiration of their welcome. One R-W 
salesman who had been touring his 
beat 


manufacturers’ men was embarrassed 


with more than his quota of 


one day by a buver who wanted to 
know. “Aren’t you able to sell any- 
thing vourself?” 

Bill Hunter tackled this problem 
personally. In some cases he wrote 
directly to the 
lining the situation, making reason- 
able 


In other cases he appealed directly 


manufacturer, out- 


suggestions ‘or its correction. 
to the manufacturer's man, suggest- 
ing that he come oftener and stay a 
shorter time on each trip or that he 
deter- 
mine if his planned visit would work 
in with the R-W schedule. 

Ross-Willoughby has two import- 


make inquiry in advance to 











ant uses for missionary men: They 
serve as trouble shooters on the line 
and as tutors to round out the selling 
knowledge of the R-W men. Visiting 
factory men are not taken in just 
anywhere and everywhere, but steered 
the 


or the customer who has a specific 


toward hard-to-crack customer, 
problem to be solved. 
Columbus has but two outside ter- 


that covered by Mr. Hollo- 


wav (75 miles east and south) and the 


ritories 


north and northeast territory handled 
by Jim Ross. Within the city the 


TYPICAL turnout for sales meeting in- 

























cludes, in addition to all outside men, 
President Hunter, Purchasing Agent 
Birkenbach, Sales Promotion Manager 
Taylor, members of city sales depart- 


ment, drivers and stock men. Allen 
Aikens of C. H. Dockson Co., puts ona 
talk and demonstration for safety 
equipment 


INSIDE salesmen John Kochensparger 
and Harry Shannon 


MISSIONARY men work through the 

week with R-W salesmen. Come Satur- 

day, however, you'll find *em converg- 

ing for one of those bull sessions, for 

here they’re sure of finding a bunch able -) 
and willing to take it or dish it out. Seen 

here are Dick White (Boston Woven 
Hose); Harry Shannon (Quigley) ; 
George Ullring (Allen); Fred Burks 
(Stockham) and Jim Ross of R-W 





division is made by accounts rather 
than by geography. No hard and fast 
rule determines who gets what ac- 
count. For example, Charlie Robin- 
son calls on all the hotels except the 
Neil House, where Bud Hennon is bet- 
ter known. Charlie has most of the 
bakeries, laundries, dry cleaners, in 
addition to some contractors and in- 
dustrial accounts. 


Except for the contractors that fall 


to Robinson. all others are divided 
between Walter Gilham and Hennon. 
Bud has the Franklin County Board 
























































“sells 


overt the 


em 


Harry 


thing 


Shannon some 


more” counter 























of Commissioners, the City of Colum- 
bus and Ohio State University. Russ 
Martin, as noted, handles the State 
Board of Purchase. 

No official tab is kept on what or 
how much the different customers 
buy, but most of the men keep books 
on their own accounts, noting calls 
that have been made, frequency and 
volume of purchases. But here again 
the systems in use reflect the indi- 
viduality of their originators. Walter 
Gilham and Bud Hennon record the 
monthly purchases of each account. 
obtaining their data from the com- 
pany file of duplicate billings. It takes 
several nights a month to keep up on 
this. but the boys consider it time well 
spent. They can keep watch not only 
on the flow of orders but on the 
changing habits of the buyer and his 
changing needs as reflected by the 
type of products bought. Customer 
purchases are compared to a normal 
figure representing a monthly aver- 
age for the seven prior to 1937. When 
it is noted that a customer begins to 
fall consistently below this normal 
he gets a checkup call to learn “why?” 

On the other hand, Charlie Robin- 
son reverses the procedure, keeping 
his book by product rather than by 
customer. He lists his own monthly 
volume on various specialty lines. 
When a falling off is discovered here, 
Charlie checks up on himself. 





Sales technique is as individual- 
ized as are other features. Robinson 
is proud of the fact that a little card 
he had printed, expressing his readi- 
ness to render emergency service and 
viving his home phone number, has 
been tacked up over the desk of almost 
every plant engineer in his territory. 
As a result of it, he’s routed out on a 
rescue job almost every Saturday or 
Sunday—and proud of that, too. Wal- 
ter Gilham is of mechanical bent. 
Nothing tickles him more than to 
apply his own accurate brand of dead 
reckoning engineering and come up 
with a better answer than a graduate 
engineer can pull out of all the books 
at his command. 

For a long time to come the God- 
man Shoe Factory in Columbus will 
stand as a monument to Walter's 
greatest single achievement in supply 
selling. Here he sold over 200 V-belt 
drives. It didnt happen “just like 
that.” Gilham made his original 
suggestion four or five years before 
the deal went through. In the time 
that followed he burned plenty of 
midnight oil working out a setup 
that would be a considerable im- 
provement on the transmission then 
in use. Naturally, by the time God- 
man began to warm up to_ the 
idea of making a change, competition 
arrived on the scene in foree—much 


of it from direct selling manufactur 





FE 


ers represented by engineer-salesmen. 
But Walter not only had the inside 
track by dint of having been there 
first, but he also had a set of figures 
that would stand up; moreover, the 
Godman officials had full confidence 
in him because of past dealings. He 
got the job . . . and the full price 
on every item, every accessory. 
Inside selling is in the hands of 
F. H. “Spike” Shannon and John 
“Cookie” Kockensparger, under the 
direction of Otto “Whitey” Theado, 
store manager. The bulk of incoming 
telephone orders goes to this pair 
and in addition, they handle all coun- 
ter sales, both credit and cash. 
Spend a day with Spike and Cookie 
and you'll have your eyes opened by 
the efficient way they get a million 
things done, by their unwavering 
pleasantness in meeting the public 
and their familiarity with the job. 
It is Whitey’s theory that there’s no 
trick to selling the customer who 
appears at the counter—-he wants to 
buy or he wouldn’t have come in. The 
trick is in “selling him something 
more” and.‘ under Whitey’s expert 
tutelage (he was an outside sales- 
man before assuming his present job) 
they have mastered that knack thor- 
oughly. Both Spike and Cookie are 
quickly identified by their dark gray 
jumper uniforms, with company 


name on back. nicknames on chest. 


‘ 























Springfield Manager Roger Clarke 


Displays that help sell goods in’ the 


Springfield branch 


Salesman’s call report) form. uses n 
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Date a, 
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Springfield) Salesman Rav Schwartz 


SPRINGFIELD 


SINCE THE SALES VIANAGEMENT meth- 
ods at Columbus and at the Spring- 
field branch are as different as night 
and day. and since both offices are 


inordinately successful it is logical 
to conclude that sales management is 
as individualized a job as is selling 
itself. If so. the Springfield sales de- 
partment reflects the personality of 
Rover Clarke. manager of the branch. 
Clarke has had 20 years with R-W 
in addition to extensive previous sery- 
ie under George Puchta at Queen 
City Supply. but stil! carries on with 
the enthusiasm of a voungster tearing 


week of work. He's On 


eight every 


nto his first 
the job at 


vrestles details till nine-thirty. hops 


morning. 


into his car to make calls until noon 
oflice 


are 


vhen he returns to the for a 


look at the 


then out in the territory again until 


wavy things vomne. 


four-thirty. when he returns to chee 
over the day’s business. 

Rover is still top salesman in his 
four-man crew in addition to finding 
the time for keeping complete sales 
records which help him direct’ the 
efforts of the others. He knows inti 
mately every account in the territory. 
By rendering wholehearted good serv 
ice for so many vears he has attained 
a plane of practical partnership with 
his customers, As an example. recently 


considered adding a new 


when he 











Springheld Salesman Wahler Nafz 


asking 
had 
for this product. Ordinarily this ts 
find 


out through painful experience. but 


line he first sent out a letter 


buvers how much need— they 


something a distributor must 
Clarke’s customers felt’ that coopera- 
tion ought to be reciprocated and 
more than 70 per cent of them pitched 
in to supply the needed information. 
In addition to Clarke. the Spring- 
field sales department consists of: 
Walter Najz. who spends all his time 
on plumbing and heating. 

Ray Schwartz. who splits his time be- 
tween plumbing and industrial. 
WJ. Schwartz, who spends his entire 

accounts, 


held Vionday 


nichts. The schedule is made up well 


time on industrial 


Sales meetings are 
in advance and the general plan is to 
nave the manufacturers man stay in 
the territory and work with each man 
during the week following his meet 
ing. To tie in with this product push. 
the distribute 


mailing piece is sent out. 


men catalogs and a 


A complete customer list) is kept. 
including names of the buying fa 
tors. (See form illustrated.) Calls are 
plotted on this form, the information 
coming from daily sales reports 


Annually 


customers 


each 
Clarke tabulates sales by 
At the end of each 


Vear. the pure hases of each eustomer 


turned in’ by man. 


and sales by lines. 


are checked acainst the calls that have 


heen made on him. This helps mate- 


City Salesman Linkinhoker. Springfield 





rially in rearranging call schedules. 
For example. if the records showed 


something like this 


ABC Tool Co. 7 calls $106.90 
Jones Foundry 21 calls S14.78 

either Jones ought to be sold 
more or. if his needs are not ereat. 


less effort should be spent on him. 
A constant check is made on all 
accounts in’ the effort to. sell 


everything they use. Regular product 


them 


campaigns also help in this direction. 


Springfield's counter sales are 


under the supervision of Clayton. 
store manager. The “counter  punch- 
ers” are Bell. Linkinhoker Die- 
terle. the 
pipe shop. These men work hard on 


the * 


and 
who is also in charee of 
sell “em: something more” idea. 
being set a fast pace by Clayton. a 
with engineering training who 
the 


effective training. Whenever possible 


C1VeS youngsters constant and 


the customer who comes in is taken 
through the warehouse and “given the 
R-W 


cites an example lo prove the effect- 


works” on facilities. Clayton 
iveness of this idea: A new contractor 
came to town, happened in by acci- 
dent and. after seeing all that Ross- 
Willoughby could do for him hence- 
forth 


needs from the firm's stock. 


supplied practically all his 
Lines that are not moving as well 
as they should are given a boost by 


effective counter display setdps. 


ADVERTISING 


Not an afterthought, but a definite part of the R-W sales plan, 


sales promotion activities produce measurable results cheaply 


Ross-W illoughby 


in the field of sales promotion have 


ACHIEVEMENTS of 


been sufficiently outstanding to merit 
analysis in this journal on two pre- 
vious occasions. However. with the 
preceding des ription of sales efforts 
one gets a_ better perspective for 
which the 


distributor's advertising is fitted in 


studying the manner in 
with the whole selling program. 
R-W has always been “advertising 
at least since Bill Hunter 
took charge in 1927. for he is def- 


initely aware of the benefits of pro- 


minded” 


motion and the need for it in round- 
ing out his sales setup. It is well 
recognized that supply salesmen, al- 
most universally, are inclined to 
favor and push certain “pet” lines. 
One will develop a bent for power 
transmission equipment, another for 
pipe and fittings, still another for 
cutting tools. To attempt correcting 
this would be as much a mistake as 
to try coercing a young southpaw to 
write with his right hand—and per- 


The R-W attitude is 


that salesmen. by and large, are do- 


haps as futile. 


ing their best; that it is up to the 
office to provide such supplementary 
sales push as goes beyond field calls. 

For the last eight years R-W pro- 
motion has been in the hands of a 
specialist in this field, Stacey Q. Tay- 
lor. With the help of Assistant Sales 
Manager Howard Voelker, Mr. Tay- 


lor determines what products are to 
be featured in forthcoming mailings. 
which go out twice each month. All 
mailings are selective. the list being 
broken down according to the buy- 
ers) community of product interest. 
There are about eight such classifi- 
cations of customers. of which metal 
working is the most important and is 
hit the oftenest. 

The only equipment needed is an 
Addressograph and Mimeograph ma- 
chine. Standard printed forms are 
ordered in large quantities and the 
mimeographing done on these. Mail- 
ings are 
700° to 


sent third class. going to 


1200 customers. However. 
Mr. Taylor's aim is to avoid being 
definite 


too much confined by a 


schedule. He considers the element 


of timeliness and news more im- 
portant because of the value of these 
in maintaining a high degree of cus- 
tomer interest in the firm’s literature. 
that the steady 
stream of these R-W sales letters has 


succeeded in making a favorable im- 


As testimony 


pression on buyers. consider the re- 
sults of a mailing that went out last 
July 20. 


names to be added to the mailing list 


This request (see cut) for 


was answered almost 100 per cent 


a phenomenal response by any yard- 


stick for measuring direct mail 


“pull”. 


stor ies endlessly ~ 


But Taylor can recite result 


Not long ago a let- 
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STACEY 9. TAYLOR, promotion coun- 
selor, supervises the library on manu- 


facturers’ literature and catalogs. 


ter went out on lamps. pulling a 
batch of 40 or more responses to in- 
the cus- 
MeArder. 


who specializes on lamps, followed 


dicate definite interest on 


tomers part. Salesman 


up these leads, selling substantial 
lamp orders to more than 25 per cent 
of those who responded. Other mail- 
ings bring business directly into the 
house. as in the recent case of the 
man who came in with the letter in 
his hand, bought more than two 
dozen casters and said, “Just what I 
was looking for. but darned if I knew 
anvbody in town handled ’em.” 

By sticking to the objective of 


R-W  let- 


ters have built up a reputation of be- 


timeliness and newsiness, 
ing informative and helpful, hence 


there is established a cumulative 
good reception for each letter that 
reaches the buyer's desk. 

There is a place for manufacturers’ 
literature in this promotion program. 
but that place is not in the original 
envelope that goes out. Rather. it is 
withheld as “bait”. In the letter it- 
self customers are asked to “send for 
return card is 


information” and a 


enclosed. It is not that a premium 


is placed on such literature, but the 


When R-W 


Springfield a 


moved into its new 


show was 
held, attracting industrial buyers from 


office 


show in 


the entire territory. Columbus 


held a 


1937, attracting hundreds of plant men. 


similarly successful 
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ENVELOPE containing the belt dressing sample letter ear- 
ried small mimeographed illustration. a practice fol- 
lowed on most mailings. Letter offered a sample to those 


coun- 

nanu- interested. Response on this provided definite leads fon 
future calls and produced many orders. 

— buver’s action of requesting it is 

oo in wanted for the leads it will provide. 

cus A neat system for storing manu- 

piles. facturers’ literature keeps this ma- 

owed terial dust-free and up-to-date. 

intial \s in most supply houses where 

nani promotion is a regular function. the 

mail. mailing list at R-W is a highly valued 

» ie item which receives excellent care. 

. the This one is in good shape. having 

~~ been built up over a period of many 

— years and corrected through sys- 

bee I tematic checking. Among the meth- — 

— ods used for keeping the list up-to- 


date and accurate are these: Com- 

’ sé 

— mercial pages of the newspapers are -RW " 
‘ watched for personnel changes; new as 
let Thae:, Reossss - Wrs, 





f he- telephone books provide the names ea MOVGUBY Comoany 

ence of new firms in the territory that ta Sm CHT TaMS sever 

mre | might bear investigation; the State iii 

that Bureau of Mines provides an annual 

list of importance, as does the State 

saad’ Highwav Department on contractors: ee 

ain the same applies to the well drillers’ sata 

rinal association. In addition, of course. iinet oe Our railing iste yes ged, noun 

— salesmen turn in a note on each new Paturaliy tetongs "2%", sterent nama” rial tstes. 
formation rezerdir, of @ cleerin: house fo 

rit account. elulpment, & new developments in suppliss ang 

I for Catalogs are considered a part of descriptive Pt bn Aad Sine therefore we mati out 

ot promotion. The first R-W catalog ing Lista be conaitor thir sated seit, toasli rma 

aioe , was published in 1915, the second in Fe nits shee , 

the 1927 and the third in 1937. ssi eran Ee anor i te arc 

Steccsmeanee 

_— LETTER of last July 20 that pulled nearly 100 per cent re- 

wan j plies. Sent only to the bigger concerns. frankly asking 

we buyers to supply information about themselves for the 

a. mailing list. its response is proof that the policy of keep sgties . 

_* ing letters regularly timely and informative has won eee aU . 


nen favor for entire R-W promotion program. 





SERVICE 


Speedy order handling and delivery service are necessary but 


costly without close checking and R-W’s slogan, “Don’t Walk, Run” 


Viorkv\Le. or spirit, is the element 
which differentiates winning football 
teams from losers. This element is 
everywhere apparent in the operat- 
ing (service!) division of The Ross- 
Willoughby Company. It is evidenced 
by the speed and intelligence with 
man on the force does 


Better still. it 


which each 
his job. is exhibited 


in the willingness of each man_ to 
help the other fellow when there is 
a temporary lull in his own activities. 

\ football team with high morale 
and a good quarterback can win 
games with a few. simple plays. The 
operating force of a supply house 
can “deliver the goods” quickly and 
accurately, 


using a simple system, 


directed by a good superintendent, 


or operating head. 


ORDER SYSTEM 


Ross-W illoughby 


orders from an order system as sim- 


fills and delivers 


ple and inexpensive as its physical 


layout and its volume of business 
permits. 

On the chart is shown the progress 
four 


of each of the copies of a 


charge. Orders may be received or 
taken by any of the following: six 
outside salesmen. the assistant sales 
manager. the purchasing agent. the 
price clerk. the superintendent and 
two combined telephone and counter 
salesmen. Except in the case of the 
outside salesmen, the person taking 
the order (telephone or mail) writes 
up the charge by longhand in quadru- 
plicate. Outside salesmen write or- 
ders taken in the field in memo form, 
hand them to telephone salesmen to 
write charges. 

The progress chart next shows a 


trip for all four copies to the credit 


78 


department. In actual practice. this 
operation is omitted on well-known 
accounts and applied principally to 
new business and questionables. 

All four copies then vo to the 
superintendent's office. the heart of 
the whole structure. | Superintend- 
These 


men. Theado at Columbus and Clay- 


ent is probably a misnomer. 


ton at Springfield. are telephone 
salesmen of high caliber. supervise 
the work of other telephone  sales- 
men who are seated right with them. 
as well as control all warehousing. 
and trucking ac- 


receiving. shipping 


tivities. Here we find our first evi- 
dence of the morale spoken of ear- 
lier. Both men. with busy telephones. 
a steady stream of call-counter cus- 
tomers. incoming shipments to un- 
load and store. are never too busy 
to help load a truck or work with a 


stock is stuck. 


Continuing to trace our order, we 


young man who 


find the original (white) copy  re- 
moved by the superintendent. who 
then three to the 
shipping clerk. whose desk is only 
fifteen feet This 


operation, not most 


passes the other 


ten or removed. 
customary in 
houses. enables the shipping clerk 
to look ahead, plan his loads and 


his work. He 


the material ordered. the type and 


notes the customer. 
method of shipment and delivery 
promise before shooting the three 
back to 
the order-filling desk. again only a 
feet. 

The three copies. laid on the order- 
filling desk. are taken off by stock 
They fill the 


order, insert quantities on all three 


copies ( clipped together ) 


matter of a few 


clerks in) succession. 


copies and pack the shipment. Each 
handles his own parcel post and 


freight shipments. 
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IN ADDITION to handling scads of in- 
coming and outgoing calls at the switch 
Metta 
mailing through operation of the post- 


board, Baumeister tends to all 


age meter and files duplicate invoices. 


Tue Ross -WittouGuBy Co 
(Remevt ome woes 


v 


First to the credit department. ther 


v 


To the superintendent, who holds it 


until duplicate is returned from order 


filling. After 
v 
pricing 
¥ 
To the billing dept.. 


Goes to 


dept.. 


made out and 


Vv 


Finally is filed in the accounting dept 





matching. original 


then 


where invoice I: 
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First to the credit) department, then 


To the superintendent. After check- 





The shipping clerk who checks quickly 





Sends it 
order is filled and quantities inserted, 


duplicate goes back te Supt. who 


Matches quantities against original, as- 


Sends duplicate to stock control clerk 


filled. the 


returned to the 


The order duplicate 
(green) copy is 
superintendent who matches _ it 
against the original, which he has 
held. Here we have an_ unfailing 
check against a lost order. The cus- 
tomers copy (pink) and the delivery 
receipt (yellow) are given back to 
the shipping clerk, who routes his 
trucks accordingly. filing the deli- 
very receipts on their return. 

The original properly filled in for 
quantities and weights. is sent to the 
pricing and finally, the billing de- 
partment. The duplicate. also prop- 
erly filled in, goes to the stock record 
clerk for deduction from his cards, 
then returns to the superintendent. 

This description. detailed for clar- 
ity. gives a somewhat inaccurate pic- 
ture of the actual operation. Much is 


transacted by word of mouth. The 


Tue RoSS-WittouGHBy Co. 
aeneus ono soereernne 


v 


¥ 


ing. he passes it to 


¥ 


on destination and bulk and 
v 


to order filling dept. 





When 


v 


certains shortages and 


¥ 


for deduction. 
Vv 
The duplicate is then filed. 


shipping clerk, noting an order com- 
ing in to one of the telephone sales- 
men, may grab it. run back and fill 
it. throw it on a truck just leaving. 
Telephone salesmen’ with a rush 
order, warn the shipping clerk, get 
the material themselves and load it 
on the truck. “Don't walk, run!” is 


the standing order, 
WAREHOUSING 


A clean. well- 
marked inventory speeds deliveries 


The Ross- 


Willoughby stock leans slightly on 


well-arranged. 
and minimizes mistakes. 


the “heavy” side, with a large por- 
tion. of its roomy warehouses occu- 
pied by healthy stocks of pipe. steel. 
An additional bulk 
item at Springfield is the plumbing 


stock 


wire rope. nails. 


range boilers. ete. 


THe Ross-WittouGueBy Co 
numeus " porwr 


CUSTOMER'S COPY 


v 
Same as duplicate 
v 
Same as duplicate 
v 
Same as duplicate 
v 
With duplicate. goes to order filling 
After filling. is picked up 
by shipping clerk, who gives it to 
v 


driver, who delivers it) with 


department. 


Truck 


shipment. 


CHARGES are written longhand in quadruplicate. Orders taken over the telephone are written up by the person tak- 


ing them. mail orders by the purchasing department. Memo orders go to the city sales department for charging. 








All items possible—see pictures 
are stored in such a fashion that they 
can be quickly identified. easily 
handled and moved to the shipping 
platform by the shortest route. At 
Columbus. where goods are stored on 
two floors. the heavier materials are 
carried on the first, the lighter on 
the second. A freight elevator con- 
nects the two. 
Complete responsibility for the 
storage of goods rests with the super- 
intendents. Theado and Clayton. As 
a result of constant checkings on 
frequency and quantities. they have 
been able to rearrange stock to re- 
duce hand truck hauls. to eliminate 
waste effort. As a result. we find 
the Columbus division handling its 
operating department with 2,00 men 
per $100,000 volume and Springfield 


even lowering that figure to 1.59, 
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DELIVERY 
RECEIPT 





DELIVERY RECEIPT 


v 
Same as customers copy 
Vv 
Same as customers copy 
v 
Same as customers copy 
v 
Same as customers copy 

Vv 


Driver. after securing customer's signa: 


























































ture returns receipt to 
v 


Shipping clerk who files. 
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OTTO “WHITEY” THEADO, superintendent, Columbus, supervises receiving, ship- JOE CLAYTON, superintendent, Spring- 
ping and warehousing of goods, the city sales department (telephone orders), field, heating engineer, ex-C.P.A., 
counter sales and issues pick-up purchase orders. A good, practical engineer, he (right) consults with W. J. Schwartz, 
is counted on by scores of customers for sound recommendations, “bumps up” salesman, on a recommendation. Joe, 
size of orders through suggestions. No driver, he leads and sets a hot pace. a close student of products handled 
Joined Ross-Willoughby in 1918, has been truck driver, stock clerk, city desk himself, coaches beginners constantly. 
salesman, outside salesman. His office, on the ground floor, is connected with Watches little things such as making 


stock records, purchasing department, accounting department and assistant sales broken package shipments from full 
boxes when broken packages are in 
stock. Inventive, not satisfied with 
things as they are, he is constantly 


manager by house phone cutoff. 


seeking methods of speeding up pro- 
duction, reducing waste. Given a dull 
moment, he'll pitch in on the unloading 
of a car of steel and make work hum. 


LARGE SIZE, stencilled sizes and classi- 


fications make valve selection simple. 





Careful storage on steel shelving re- 
duces deterioration in stock. 


= 


BY RACKING cold-rolled remnants 
where they can be reached handily and 
seen constantly, the Columbus stock 
was kept so clean in 1939 that it was 
unnecessary to resort to selling rem- 
nants to local machine shop, a practice 


which yields cost. 
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W. F. "BUZZ" BUGH, shipping 
clerk, Columbus, handles three 
trucks which cover 75 to 100 
miles per day each, synchronizes 
freight and local pickups, gets 
freight and parcel post shipments 
out “on the button.” As if this 
were nothing, he pitches in to 
help fill orders, wait on counter 
customers, help unload a car. 
(Note mackinaw worn by Ross- 
Willoughby drivers. Uniform also 


includes cap). 5 





FOUR DELIVERIES A DAY to any plant in Springfield, a city of 75,000, is the proud 
record of Mershon and Helsel, Ross-Willoughby drivers. Clayton, superintend- 
ent and Stott, receiving and shipping clerk, divided city into two loops of about 
nine miles each. Trucks average 35 miles per day. 9800 miles each per year. 
Estimated cost per “loop” was $1.80 in 1939, estimated cost per delivery, $.18 
During 1938, trucks were loaded indiscriminately for all parts of town. “Regular 
run” system, inaugurated in 1939, handled 12% more orders with an increase in 
mileage of only 131 miles. First delivery in morning made up mostly of late 
previous afternoon orders. Each driver is responsible for his own truck, must 
report failure to run properly immediately. 


PIPE-STAND REELS and a long table 
make accurate and speedy filling of 


sheet packing orders possible. 


WIDE AISLES make hand truck use 
easy. Stock shown in this picture, 
second floor, Columbus, is principally 
light in weight, lending itself to shelf 


storing. 








V-BELT STOCK, now large and well- 


kept. is one of hardest to keep com- 


Note 
back 


paid for 


plete due to increasing volume. 
jumper with company 


Eddie 
outfits, 


hame on 


worn by Fitz. R-W 


original 


HOME MADE HOOK on 


pail speeds up pipe fitting orders. 


a galvanized 


PIPE SHIPPED ON FLAT CARS can be skidded onto roller-bearing dollies through 
door (upper right) at Springfield warehouse. Note short haul to storage bays. 


This section of the building. unheated in winter, is used for bulk items. 


CARL WIDEMEYER, Columbus pipe expert, with Ross-Willoughby for eleven 
years. runs pipe machines when required, fills other orders in extra time, is 


responsible for good reputation built for high-speed pipe service. 


HINGED I-BEAM DROPS over flat cars 


and gondolas to carry chain hoist 


directly over the load at Columbus. 


Hoist 
platform is ten or 
floor. kat 


direct to 


must be used since unloading 


fifteen feet above 
door is for un- 


floor. 


warehouse 


loading cars second 


DIETERLE, the pipe man at Springfield. 
runs a shop equipped with two pipe 


machines. a hack saw machine. bench 
grinder and complete bench tools. Cold 
rolled remnants are stored in shop for 
control. 


convenience and temperature 
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hrough 


e bays. 


eleven 


ime, is 


PIPE COMES IN off cars through door directly above pipe machines. travels on 
track (upper left! to proper bay and is lowered into place. Center track is used 
for carrying pipe to machines and supporting ends. 


GEARS ARE PEGGED on slanted board. 


BOILER TUBE is easily identified with 
labelled for quick picking. larger sizes 


stenciled markers nailed on. stick in 


stand on floor, roller chain laid flat. serted in tube. 


EDDIE VOIT, assistant receiving clerk. 
lends a hand on a cold rolled order. 
Horizontal rack members of — pipe 
“stand the gaff unusually well. allow 
bars to skid easily. 


A TRUCK IS WAITING at Springfield. 
Sell, Helsel. and Stott. shipping clerk. 
all “hop to it.” Drills. taps and dies 
are stored in drawers (at upper right 


in picture) directly behind Stott. 
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“ONE OF THE BEST rope stocks in the 
business.” So says Ross-Willoughby’s 
source of supply. Eddie Fitz jacks up 
a reel ina jiffy. walks it off on the floor 
scale (below). Remnants (see Pur 
chasing section) are unusually small 
in number. 
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CONTROL 


Often overlooked in the struggle for volume, temperate credit 


procedure and accurate accounting build sales through good will 


Too OFTEN OVERLOOKED in the strug- 
ele for volume, the accounting di- 
vision of a supply business can do 
much to build (or hurt) good will in 
addition to supplying management 
with the financial facts so necessary 
to successful administration. 

Headed by 


experienced, sales- 


pays bills, handles the growing mul- 
tiplicity of tax procedure and keeps 
the financial score. 

Credit 


simple due to the long-standing ac- 


procedure is relatively 


quaintanceship with customers in 
both territories. In fact, on a high 
percentage of incoming orders, the 


| SEIPEL «=BARTHELMES, 
head of the “two man” pricing de- 
partment in Columbus, brings to 
her job 26 years of supply house 
experience. She spends at least a 
third of her time on telephone 


minded credit managers, Ernie Ray- sales, is known throughout 
Columbus industry as Miss Seipel. 
Charges on previous day’s sales 
reach her by 10 a.M., are priced, 


in billing department by night. 


sales department can by-pass the 
usual credit check. Bad debt losses 
in 1939 were but .03°. 

The pricing departments, so often 
bottlenecks 


burn in Columbus and Harry Martin 
in Springfield, R-W 


simply and 


accounting 
efficiently establishes 


credit, prices charges, issues invoices. which prevent speedy 


A COMPACT ACCOUNTING DEPARTMENT handles credits, billing, entries and collections at Columbus. 
credit manager, is assisted by Marie Robinson, assistant credit manager, Phil Rusk and Ruth Hall. 


Ernie Rayburn, 
This department 
carries the burden of new complications arising from government reports and tax adjustments. A time-consuming 
personal visit must accompany each claim for refund on State sales taxes, which customarily take three months to adjust. 
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issuance of invoices. are headed by 
two ladies of wide experience. Nora 
Barthelmes in Columbus and Mar- 
garet Gnau at Springfield. Both work 
rapidly, but with unusual accuracy, 
employing comptometers for exten- 
sions and taking advantage of accu- 
rate cost records. An interesting, if 
distasteful. sidelight on the work of 
this department is the fact that the 
man-hours of work required to do the 
job have been increased by about 
20‘; due to the necessity of calcu- 
lating the State sales tax, which ap- 
plies to some customers and some 
commodities but not to all, and the 
affixing of the sales tax stamps to 
invoices. 

Perhaps the fact that Mrs. Barthel- 
mes and Miss Gnau both spend 
approximately one-third of their time 
on telephone sales work, and are 
thoroughly familiar with customers 
and lines, accounts to some extent 
for the rapidity with which they com- 
plete the pricing operation. Con- 
versely, of course, their intimate 
knowledge of prices is of inestimable 
value in telephone quotations. Both 
are connected with City Sales by 
house communication systems. 

The efficiency of the entire account- 
ing division is typified by the rapid- 
ity with which it is capable of fur- 
nishing financial data to Bill Hunter. 
Roger Clarke and other executives. Its 
ability to carry peak loads (first of 
the month, end of the year) is an- 
other fine example of what high 
morale and cooperation has done for 
this company. 


MISSES BUFFENBARGER AND MECO- 
PULOS roll out invoices. handle routine 
accounting detail at Springfield. Both 
here and at Columbus, customers’ re- 
quirements on invoice procedure (one 
copy, two copies, five copies) adds to 
burden, requires accuracy in records 
to prevent creation of ill feeling. 


HERMAN PHIPPS, assistant price clerk, Columbus, uses calculating machine on 
chain discounts, except on State and Federal business, for which a table, carried 
to decimals, comes in handy. Note easy-to-use catalog rack. 


MANUFACTURER 
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ON FILE: CATALOGUE 
TERMS 
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LOOSE-LEAF CARD INVENTORY of furniture and fixtures, maintained by Pur- 
chasing Department, provides handy record for tax and insurance purposes and 


yields immediate buying information for replacement. 
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hie tory of \ O45 - I itloughby is unusual in that such a story has never before 


been told. For the first time there is recorded the complete supply house operation, giving opportu- 
nity to study a strange and complex creation from any desired perspective. And, although we have 
said before—and still say—that Ross-Willoughby is not a typical supply house (for who can name 
one that is?) we are convinced that the depiction of one firm’s origin, development, struggle through 
hard times and emergence to a state of moderate comfort is typical of the evolution that has occurred 


among supply houses generally. 


MORE IMPORTANT, the problems now confronting this house are similarly faced by most other 
distributors; and they must be met by all under the same conditions. The future of this company is, 
generally speaking, the future of the industrial supply business as a whole. Likely the next ten years 
will bring changes as startling as those of the last ten. The course that has brought us up to the present, 
when projected into the future justifies the prophecy that the margin between gross profit and operating 
costs will continue to shrink. With taxes still tending upward, wage scales being legislated upward 
and working hours reduced; with customer resistance a bar to passing along these additional costs, the 
distributor inevitably finds himself in the middle. 


WHILE OPERATING CosTs are under close scrutiny today, we may expect them to be the subject of 
even greater attention as time goes on. But... with what result? What frills may be sheared when, in 


as searching a study as has been made here, so few inefficiencies are revealed? 


BUT PERHAPS the distributor’s plight is better than hopeless. We dimly suspect, in fact, that 
the very gesture of the Ross-Willoughby Company in permitting us all this frank inspection of its 
operations may point the way to that state of near-perfection which it seems mandatory to attain if the 
fuure is to be written in black ink. Cooperation among distributors, complete and wholehearted pooling 
of methods and ideas is as natural as the banding together of animals in adversity. One, perhaps, has 
licked the small-order problem: another the delivery headache. Application of proved successful prac- 
tices will help all to raise standards of sales and service, will permit not only profitable operation 
despite greater overhead but, lets hope, marked inroads into the volume now being placed direct with 
manufacturers. Further, the manufacturer who sells through distributors will likewise gain a clearer 
picture of the troubles of these sales agents of his—-and of their potentialities in furthering the sale 


of his product. 


iT MUST NOW BE EVIDENT that extremely grateful acknowledgment is owing to the Ross- 
Willoughby Company. not only by the editors of MILL sUPPLIES but by the entire industry. Mr. 
Hunter, the other executives and the entire organization have given us an invaluable picture of the 
distributor at work. In opening to us their doors—and even their books—they have exhibited an 
unselfishness indicative of their broad interest in the welfare of the industry as a whole. If, by their 
example, others are encouraged to look upon 
their fellow supply men and even their competi- 
tors not as enemies but as fellow travelers along 
the same, rocky road. we are indebted to them 


even more, 


IN THE FORTIES——our greatest danger is 
disunion; our strongest weapon is cooperative 


action. THE EDITORS 








STAINLESS FITTINGS AND 
VALVES TAKE THE RAP 


Corrosion, erosion and abrasion in chemical processes and high 


steam pressures and temperatures create a specialized market 


E. J. TANGERMAN, TECHNICAL EDITOR 


STEADY INCREASE in steam pres- 
sures and temperatures and increas- 
ingly severe service in chemical and 
process piping, combining erosion 
and abrasion with corrosion, have 
led to the current demand for valves, 
fittings and piping of stainless al- 
loys, or incorporating — stainless 
alloys in crucial parts. Various 
compositions of stainless steel and 
stainless iron are used, depending 
upon the particular service, but the 
commonest is the familiar 18-8 
(about 18% chromium and 8% 
nickel) stainless steel. This is the 
best all-around alloy, but to meet 
particular requirements, various spe- 
cial alloys have been produced, 
without nickel, or combining molyb- 
denum with nickel and chromium. 

The process industries in partic- 


ular are requiring more and more: 


of these units. They include food 
plants, dyeing, bleaching, canning, 
packing, chemical, rayon, oil, am- 
monia oxidation, paper and pulp 
mills, creameries, bottlers, soap and 
explosives manufacturers. Restau- 
rants, hotels, mines, motion-picture 
processing plants and textile mills 
also use them. The modern high- 
pressure, high-temperature steam 
power plant also uses stainless steel 
in many places, particularly for gage 
and meter lines and other small- 
diameter piping. Oil refineries in 
many cases use simply standard 
forged-steel equipment, lined at 
crucial points with stainless or with 
stainless-steel globes or gates and 
seats—a much cheaper type of 
equipment than all-stainless units. 
To show the variations which 
make for best service under various 
specific conditions, it will probably 
be of interest to summarize the types 


of alloys used in valves and fittings 
to meet specific conditions. To 
begin with, stainless steels are iron- 
base alloys which differ from ordi- 
nary steels in their higher alloy 
content, principally chromium rang- 
ing from 10 or 12 to 30 per cent. 
The addition of nickel usually in- 
creases the corrosion-resisting prop- 
erties; common added proportions 
being 8 to 36 per cent. Other spe- 
cific elements are added for specific 
purposes, for example: selenium to 
increase machinability (usually only 
in valves and fittings made from 
bar), molydenum to improve chemi- 
cal resistance for certain applica- 
tions, and titanium or columbium 
as stabilizing agents. These latter 
elements are called stabilizing agents 
because they increase the resistance 
of an alloy to corrosion when it has 
been heated for any purpose, as in 
welding at 1,000 to 1,500 deg. F., 
without subsequent normalizing (or 
heat-treatment). Copper is also 
used at times, principally in nickel- 
chromium alloys to increase their 
resistance to sulphuric acid. Carbon 
is of course an important element 
in stainless steels. Low-carbon 
steels have under 0.8 per cent car- 
bon, high-carbon steels. 

The alloys classed as stainless 
customarily fell into three main 
groups: chrome-nickel steels, which 
contain both chromium and _ nickel, 
with the chromium always predomi- 
nating ; nickel-chromium steels, with 
nickel predominating; and chrome 
irons, which usually contain chro- 
mium without nickel or with nickel 
only in small amounts. 

Chrome-nickel steels ranging from 
17 to 30 per cent chromium, 7 to 
21 per cent nickel and 0.08 to 0.25 
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Stainless valves, piping and fittings in 
the cellulose-acetate manufacturing 
plant of Hercules Powder Co., at 
Parlin, N. J. 


per cent carbon maximum have the 
widest use for valves and fittings, 
and of these the 18-8 alloys have 
the greatest utility. The term 
means simply 18 per cent chromium 
and 8 per cent nickel, although these 
proportions may vary slightly for 
specific services. Alloys in_ this 
group suit almost all common appli- 
cations. While they cannot be 
hardened by heat-treating, they can 
be increased in hardness and tensile 
strength both by  cold-working. 
Strength is about 14 times that of 
ordinary steel, and the material is 
ductile, lending itself 
fabrication, welding, 
machining. 


readily to 
forging, and 
Low carbon content is 
essential to avoid “intergranular 
corrosion” which occurs between 
1000 and 1500 deg. I. when the 
alloy is heated. ‘These alloys are 
used for oil-refinery, textile, drying, 
bleaching, dairy, pumping, food 
products equipment, and commonly 
for architectural use, in 
uses which ,are not 
carbon content 
vital. For ultra-severe 
conditions, as in 
about 
added. For cast valves chromium 
content is usually above 18 per cent 
and nickel content above 9 per 
cent, making an alloy better for 
acetic acid, sulphite liquor, alum, 
(Continued on page P80) 


low-heat 
welded, low 
is of course not so 
corrosion 
sulphite mills, 
3 per cent molybdenum is 





Here’s the “Osborn Business 
Builder” folder for April. 


PAINT AND 
VARNISH 
BRUSHES 


NO. 6 IN THE “OSBORN BUSINESS BUILDER” SERIES FOR SALESMEN 


@ There are said to be 900 languages in Asia, almost 600 in Europe, 275 
in Africa and more than 1600 languages and dialects in the Americas. No 
wonder there’s so much misunderstanding in the world! 


But there’s one “language” understood by all. Let’s call it the “smile 
language.” A friendly smile is a friendly sign, anywhere, anytime. 


On that fact, “Osborn Business Builders” were created. These smile. 


producing folders remind brush buyers to pay more attention to the 
brushes their workers use. 


Presented by Osborn Distributor Salesmen or dropped on a prospect's 
desk, an Osborn Business Builder smiles its way thru to the sales objective 
of making more people interested in using good brushes... Osborn Brushes, 


Good brushes are good TOOLS that help workers do more work 
with less effort and at less cost per job. Osborn Business Builders 
make it easier to “put over” these facts in a friendly way. And it works! 


Give. a 


GOOD WORKERS 
GOOD BRUSHES 
They'll like Osborn Brushes 


because they 

in three ways 
Painting time . 
further a 
brush econ 


better... 
are better. They save 
ooo by Cutting down 

- «make the Paint go 
and last longer. That's 


real 
omy for you. 
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MANY OTHER 
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@ What keeps Osborn Brushes in the top-notch class of steady 
sales producers for Distributors? Here are important reasons: 


QUALITY 


ES “Osborn Business Builders” are an example. See 
opposite page for No. 6 of a series of folders created exclusively 
for Osborn Distributors’ Salesmen to use in selling more Osborn 
Brushes to more customers. 


Full page advertisements appear every 
month in leading industrial publications. This advertising keeps 
Osborn Brushes “in the limelight”... makes them easier to sell. 


and other printed material 
on Osborn Brushes are carefully planned to be practical sales 
tools for Distributors’ Salesmen. 


Experienced factory representatives work 
closely with Distributors’ Salesmen when conditions require it. 


of standard Osborn Brushes covers such a wide 
scope of industrial brush applications that every customer of 
every Osborn Distributor has need for one or more types of 
Osborn Brushes. (Match that set-up for market coverage!) 


More than 45,000 tests are made 
annually by Osborn Research Engineers to protect Osborn’s uni- 
formly high standards of brush quality and to develop new and 
improved brushes to meet the ever-changing demands of industry. 


These facts are something to remember. Is YOUR organiza- 
tion taking full advantage of what Osborn offers Distributors to 
help them build steady REPEAT business on Osborn Brushes? 
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Sucking a long-standing trend and making up for holi- 
days in some sections, the Sales Indicator for February 
rose from 120.0 in January to 124.9 in February, despite 
drops in North Atlantic, Western and Pacific Coast 
sections. 

Note that while the number of orders received by the 
average reporting house each working day dropped from 
91 to 84, the size of those orders increased to $19.00 to 


THE TREND OF SUPPLY SALES 
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| | Sales | Orders Volume Orders 
| Sales per per |Average| . Per 
Area | | Indi- | Sales- Saies- | Order | Work- 
| cator | man man ing i 
| | | per Day Day 
Noth | JAN. | 141.1 | 13 | $6590|$18.02| 96 
Atlantic | FEB. | 131.9 | 14 | $6540 |$18.46| 94 
cau | JAN | 109.5 | 14 | $6310/$14.26| 90 
outhern | FEB. | 117.1 | 14 | $7480 | $19.90] 82 
Middle | JAN. 116. | 20 | $7570 | $13.67| 111 
West EB. | 125.0 | 15 |$7720/$18.95| 89 
ve AN.| 109.11 & | & | & | * 
Western fan | 108.0 | 11 % |$16.95| 72 
Pacitic | PAN: | 129.9] 10 | $4950|$19.69| 
a | FEB. | 118.1 | we | $4100/$17.82| 

















% Omitted because ot insufficient data 


more than make up the difference. This gain was particu- 
larly noticeable in the South and Middle West. 

A large increase in the number of reporting companies 
this month adds stability to the monthly reports carried 
on this page. This increase has been largely brought 
about by a change in “normal” from 1923-1925 to 1934— 
1938, thus permitting many relatively new companies to 
participate. 
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“He’s NOT Trying to Make Profits 
Today Selling Yesterday's Trans- 
mission Equipment! He’s Featuring 
Texrope . . . the Drive that Cuts 
Transmission Costs!” 


“MY BOSS is a smart man. He’s not just thinking 
about extra profits ... he’s going out after them! 


“Take a look at that supply of Allis-Chalmers 
Texrope V-belts ... modern and up-to-date, every 
one of them... just the transmission equipment 
our customers want. 


“Texrope Drives are tops in our district. That’s 
because they’re doing a real job of saving money 
for our customers. When we sell a set of Texrope 
Drives, we don’t need to worry about their per- 
formance. 


“The boss tells me we have set new peaks for 
sales and profits. I’m proud of that . . . for I’m 
» the one that suggested we push Texrope Drives 
» when the boss suggested more business.” 


Vari-Pitch Speed Changers ¢@ Texrope V-Belts @ Duro- 
Brace Texsteel Sheaves © Vari-Pitch Sheaves @ Stand- 
ard Cast Iron Sheaves @ Adjustable Pitch Diameter 
——— Sheaves e 2-3-4 Combination Sheaves e Para- 
ine Automatic Motor Bases @ Oil Field Drilling Rigs. 
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That’s the right idea mill supply men are getting 
today. And it’s the idea that’s behind the sensa 
tional rise of Texrope V-belt Drives to numbe 
one position as the most popular way to trans 
mit power to a machine! 


Go After Extra Profits with Texrope! 
Texrope Drives are modern drives . . . the line i 
complete... they’re priced right .. . they’re backe¢ 
by wide-spread Allis-Chalmers advertising . .. an 
there’s a trained engineering staff to help you an 
your customers on drive problems. 


For complete details on Texrope Drives .. 
and how you can go after extra profits selli 
them .. . call the district office near you, or wri 
Allis-Chalmers, Milwaukee. 


Ai 


ALLIS-CHALMERS 


MILWAUKEE-WISCONSI 





SALESMEN! 
MAKE MONEY ON 
MISSIONARY 

<ag-CALLS 


MADE A LOT OF 
‘G00D CONTACTS 
TODAY” 






















“/ DIDN'T 
SELL ANYTHING 
EITHER” ——~ 









































































































AND MAKE THEM PAY 
AS YOU GO 





























Why wait for missionary calls to pay out 
in the distant future? The best “contact” in 
the world is nothing but a contact until 
you turn it into profitable business. 






































Salesmen who feature 
Key Graphite Paste find 
that “contacts” become 
customers in a fraction 
of the time... frequently 
on the first call. And 
they are profitable cus- 
tomers too, because Key 
Graphite Paste pays a 
higher margin of profit than the average 
item in your catalog. 

































































MAKE MONEY ON MISSIONARY CALLS 
THE KEY GRAPHITE PASTE WAY 


The Key Paste story is short — here it is! 




































1. Leak-proof against high-pressure 
steam, gasoline, kerosene, creosote, 
tar, hot vaseline, acids, air, etc. 


2. Expands under heat — filling all 
crevices and worn parts. 






3. lubricates as it seals—greater 
speed in assembling. 





4. Joints are easy to disconnect and 
clean. 















5. Economical — requires only water 
for thinning. 


SALESMEN! If your house is not handling Key 
Graphite Paste ask them to give you a break... sug- 
gest they order in a stock if it is still available for 
your territory. 


2621-A McCasland Ave., East St. Louis, Ill. 








SALES MEETING IN PRINT 





If you give the obvious answer to any of these questions, you're wrong! 


Every one of them is a peach of a popular power fallacy. For correct 


answers, see page 103. 


1. What color is steam? 
2. Can power be increased by levers 
gearing ? 

3. Which is stronger, a hollow shaft 
or a solid shaft? 

4. After it is once in motion, which 
requires most power to keep in mo- 
tion, a light flywheel or a heavy one? 

5. When a flywheel explodes, do the 
pieces fly straight out? 

6. When the speed of a flywheel is 
doubled, is the strain on it doubled 


and 


? 


too: 
7. If an engineer knows how heavy 
a hammer ram is, and how fast it is 
moving, can he figure the force of the 
blow in pounds? 
8. A big body of water behind a 


dam pushes harder than a_ smaller 
body of water would. Or does it? 
Why? 

9. Does a transformer increase or 


decrease power? 

10. What temperature does a ther- 
mometer measure? Is it the 
rounding air? 

11. How much hotter is 200 deg. F. 
than 100 deg. F.? Is it twice as hot? 

12. Does heat always rise? 

13. Can an inefficient radiator waste 
heat ? 

14. Which takes the most heat to be 
warmed up, copper, iron, or water? 

15. Air is supposed to be a 
good heat insulator. Is it? 

16. Do boiler tubes 
have to be close to the 


sur- 


very 


Sam Supplier Expands—By Wire 


Hearing that a long-established sup- 
ply house a couple of towns away 
was for sale, Sam got to thinking 
about expanding. After some further 
chinning, Sam worked out an arrange- 
ment with his bank by which they'd 
wire him whatever he needed, first to 
buy the building, then for any addi- 
tional requirements. But Sam was 
cautious, and didn’t want to mention 
figures, so they agreed on a code. 

A couple of days later the bank re- 
ceived Sam’s first wire, “Please wire 
me SEND.” Next day he wired, 
“Wire MORE.” 


me Then he sat 
down to wait. After two days, when 
the bank hadn’t sent anything, he 


wired, “Need MON EY at once.” 

The bank had lost the code. But 
when the third wire came in, a smart 
vice-president figured that it asked for 
as much as the other two put together, 
in other words: 


SEND 
MORE 
MONEY 


From there on, it only took him a 
few minutes, but we'll allow you half 
an hour, while Sam waits. Remember 
that each letter is a different digit. 
(If the half-hour isn’t available, see 
how much Sam wanted, on page 104). 





fire to pick up the gen- SNEED SuPMY Co 


SHIPPING DEPT. 





erated heat? 








17. When the humid- 





ity goes ‘up, is there 
more moisture in the 
air? 


18. What is the big- 


gest waste in a big 
power plant — the 
smoke ? 

19. Does the fact 





that the connecting rod 


pushes on an engine 
crank at an angle dur- 
ing most of the stroke 
result in a of 


pow er? 





waste 


“If you see the boss 
comin’'—scuttle that!” 
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CAATTAL 


“RED CAPS" 


.. | ARE CONSISTENT EARNERS 
“= | AND MAKE SATISFIED 


away 

nking 

irther 3 U S E & S . ? . ° 
ange- i 

hey'd Ly %& Steady brush and broom sales 
at to i are “bread and butter" for Dis- 
v8 tributors because cleaning up is 
ntion | not a seasonal chore — it's a day- 
i after-day necessity. The best of 
tl brushes and brooms wear out, we 


— know, because we've been supply- 
when ing industry with "RED CAP" 


he | brushes and brooms for half a 
century. 





But 
smart 
‘d for 


ther, te Users of CAPITAL "RED CAPS" are among 
) the most satisfied in industry — Distributors 
who supply them are the most satisfied in the 
country. Markets are limitless — mines, mills, 


— warehouses, railroads, foundries, dairies, public 


hali buildings, factories of all kinds and there's the 
— right type brush or broom for each particular 
, see need — from the complete CAPITAL line. It 
iat isn't just the first order that counts but the 
. re-orders from satisfied users that build a suc- 


cessful, substantial business. Users DO repeat 


on CAPITAL "RED CAPS." 





% Take a lesson from the experience of our 
distributors who make good, steady incomes 
with us — find out about our sales assistance — 
our distributor policy — find out what our line 
will do for you in more earnings — write today! 
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4 smart models in the 
sensational “Miracle 
Breeze” line—8”"—10"— 
12”—16”. Two beautiful 
pedestal models, 12” and 
16”. High velocity circu- 
lators, 20” and 22” head. 
Victor Overheads (noth- 
ing like ’em), 12” and 16” 
models. Every one a line 
selling number, priced to 
make sales and profits. 


PROMOTION! 


Thermometer Sensitized 




















































—Spot Broadcasts — 





Newspaper Ads—Mailing 





Broadsides — Window 


| Streamers—Letter Stuf- 






fers, ready to be plugged 






into every hot spell and 





produce Fan Sales at a 





profit for you. 













No dead numbers in the 
VICTOR Line. Every fan 
a modern, up-to-date 
smart looking quality 
item of merchandise. 
You'll get turnover on 
the VICTOR FAN Line— 
and turnover means 


PROFIT! 


ALLABOARD! 


Write today for new 
VICTOR catalog and the 
VICTOR PUSH. Com- 
plete details of the line 
that will give you more 
FAN SALES in 1940. 


ACTOR 


eECTRIC 
DUCTS, INC. 


Dept. J- 6003 
on Ave., Cin’ti, Ohio 





































2950 Robey 
































MARKETS OF THE MONTH 


Where To Drive for Supply Sales During April and May 


STAMPED AND ENAMELED WARE, 
Brass, BroNzE, AND Copper Prop- 
ucts—There are mostly press shops, 
and they hit top for the year in a 
week or two. Try them on punches 
and dies, welding and soldering equip- 
ment, belting, pulleys, general supplies 
and shop tools. 


HarpwarE—Must be the spring build- 
ing rush, but these plants are working 
overtime. They use lots of drills, taps, 
reamers, toolbits, and the Jike, in addi- 
tion to the usual hand tools, foundry 
tools, and shop supplies. 


Toots—All kinds of tools are in de- 
mand now—carpenter, machinist, 
foundryman, bricklayer, and so on. 
Stop by at local tool plants, and see 
if you can’t provide for them what 
they don’t make themselves, even to 
replacement refractories for 
heat-treating furnaces, some carbur- 
izing compounds, or maybe a batch 
of tool steel. 


some 


TEXTILE MACHINERY — Here again 
you should be able to see some hand 
and precision tools, bolts and nuts, 
setscrews, oil cups, chain and belting. 
They’re making machines for: 

Women's CLOTHING, Corsets, ETc. 
—In the spring the lady’s fancy turns 
to clothes, so textile plants are oblig- 





ing. Their maintenance men need 
wrenches, belting, bolts, and the usual 
shop supplies. 


Soap PLANTs—Twice a year, soap 
makers get really busy, once in the 
fall, and once in the spring, to take 
care of Milady’s spring cleaning, we 
Suppose. Anyway, a soap plant main- 
tenance man we know says they buy 
quite a bit of chain for drives, steel 
or various sorts, replacement bolts and 
nuts, cleaning equipment and supplies 
of various sorts. 


LocoMoTIVE PLANtTs—Just like the 
car plants, locomotive plants are perk- 
ing up. Sell ’em wrenches and sledges, 
piping, fittings, valves, taps, insula- 
tion, steel for tools, gages, welding 
rod, hoists, and tools. 


Carpet AND RuG Mitis—To pre- 
pare summer luncheons for moths, 
these mills are hard at it. They should 
be pushovers for mechanical trans- 
mission, replacement parts, hoisting 
and handling equipment. 


RaILroAps—This is the time of year 
when they really have work to do on 
maintenance of way. Sell ’em spike 
mauls, sledges, shovels, picks, track 
tongs, rail drills, railroad open-end 
wrenches, crowbars, even brooms and 
such. 


Chipping case for 35,000-kw. hydrogen-cooled Westinghouse generator—calling 
for air hose, chipping hammer, chisels and goggles to start off with, as well 
as piping, valves and fittings to bring air from the compressor (which requires 
occasional replacement parts and supplies too) 
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Easy moving for your customers. 
Bond Truck Casters are designed 
to move more pounds-per-man- 

per-hour at lower cost. Rugged 

construction without excess weight 
assures long life in every Bond 
caster. 

Easy moving for you because 

Bond casters are a well known 

line with acceptance. 

Your salesmen have definite sell- 


wide user 


ing points in Bonds better eng 


neered Truck Casters. 
about these 


Find out more 


“Easy moving” casters. Write: 


BOND FOUNDRY & MACHINE CO., 
MANHEIM, PENNA. 


Manufacturers of Bond Lift Jacks 





36-A Double Ball 
Race Swivel Truck 
easter. Basically 
new design com- 
bines eusily con- 
trolled “turn on a 
dime” operation 
with long life. Made 
of Bond Caster 
metal. 





40-A All-Steel 
Caster. Designed 
to stand the strain 
of heavy loads and 
shocks. King bolt 
shearing prevented 
by special double 
ball race construc- 
tion. 


TRUCK CASTERS 





SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 


facts through digesting. 


Where the reader's interest 


is particularly great, we recommend that the article 
be sought out and read in detail in the paper where it 


originally appeared. 


Electric Drill to Keep 
Paint Brushes Clean 


We had the problem of paint brushes 
standing around in flammable liquids 
in open containers, to keep them soft 
and pliable until used again; also a 
high loss from spoiled brushes. — | 
devised a tool to place in the chuck 
of an electric drill, holding the paint 
brush to be cleaned. A piece of cold 


rolled steel was machined to fit into 
the drill chuck and to this steel was 
fastened a length of metal tubing to 
which two piece of spring steel had 
previously been riveted. 

With the brush mounted in this 
folder in the drill, dip the brush in 
naptha or any other solvent. Start 
the electric drill. The brush whirls, 
and centrifugal force spreads the 
bristles out fanwise and throws off the 
paint. After about one minute of 
this, the motor can be stopped and 
the brush taken off and put away clean 
and dry. We were able to do away 
with a storage cabinet holding from 10 
to 30 brushes and as many open con- 
tainers of flammable liquids. 

With this holder we have cleaned 
both round and flat brushes ranging 


~ 
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from 4 to 4 inches in width. The 
spring clip is strong enough to hold 
any of these brushes so that they 
cannot slip out. When cleaning a 
brush, we suspend it in a paint can to 
catch the spray that is thrown off, 
making the operation quick and neat.— 
H. R. Graham in Factory, March, 
1940. 


Salesman's View on Meetings 


I would hold sales meetings much 
the same as schools conduct courses in 
subjects, except, of course, 
that they would deal only with our 
daily selling problems. In other words 
My first step would be 
to outline a course involving twelve 


various 


—no theory. 


months of carefully planned studies on 
selling. This to include: 

1. Holding meetings twice a month 
at 10 a.m. on the first and third Sat- 
urdays of each month. On the first 
Saturday I would have open discussion 
regarding the products to be pushed 
during that month. On the third Sat- 
urday I would have factory represen- 
tatives meet with the salesmen. And 
those meetings would be limited to 
an hour and a half. 

2. | would make previous arrange- 
ments with at least twelve manufac- 
turers of important products to have 
their representatives present their lines 
to our salesmen. One manufacturer 
would be represented at each meet- 
ing, selecting the 
one for each month. 

3. I would make a list of 25 ques- 
tions pertaining to the products to be 
discussed and ask each salesman to 
turn in the answers before every meet 


most seasonable 


ing. These papers would be graded 
and the grades posted at a conspicu 
ous place. At the end of the year the 
man having the highest percentag: 
of correct answers would receive som: 
award or prize. For those completing 
the course I would issue a certificate, 
also a cash award. 

4. It would be desirable to prepare 
in booklet form the twelve sets ot 

(Continued on page 186) 
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old 


hey 


1 to 


Lloyd M. Long 1939 


Te all of you attending the Triple Mill Supply Conven- 
tion, we extend greetings, together with a sincere desire 


to assist you in getting the most out of it. 

That should mean a better understanding of our mutual 
problems, gathering new and helpful ideas, renewing old 
and valued acquaintances, establishing new contacts, 
hours of good fellowship—and lots of fun. 

We'll be there to make our contribution toward these 
ends—and mixing with the finest people we know, the 
Industrial Supply Distributors and Manufacturers who serve 


American Industry. 
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How to 
Rate a 
PIPE 

UNION 


as a Money - Saver 
as a Money -Maker 


When you sell a man 








a Dart Union, it saves 
his money because it 
provides not just one 
tight joint but 
That's the 


sev- 
eral. real 


reason why Darts are 





money makers for 


you. Dart customers quickly learn 
of Darts re- 
find that Darts 
give them lower cost per tight joint. 
So they stick with Darts. And that 
brings you steady repeat business: 
that’s 
full 


profitable because Darts are priced 


the unusual economy 


peated use. They 


business sound because it’s 


based in value delivered 


right. 


“It Pays To Sell Darts” 


RT 


untons s 
E. M. DART MFG. CO., Providence, R.1 


Sales feents 
The baeirbank~ Company. New York 


arel all branches 


98 





KEEPING UP WITH BUSINESS 


Business Picture Reflects 
Good News and Bad in March 
Like March weather, 
ness blew hot and cold. 
a bad 


March busi- 
Business saw 
failure of Easter 
merchandise to sell as well as expected. 
Earliness of the Easter date plus un- 
usually cold pre-Easter weather may 
be charged with this disappointment. 
On the other hand, business took heart 
from the unexpected extra dividend 
declared by U. S. Steel. On the 


omen in 


servers felt the action indicated be- 
lief on the part of Steel executives 
that the outlook for the rest of 1940 
was conducive to optimism. 


Rail Traffic Down, But 
Well Ahead of Last Year 


Railroad traffic continues to retlect 
the decline in industrial production 
which has existed for the last three 
months. Carloadings were estimated 





y to be at 69 on the index for March 
strength of this, the stock market as against 73 in February, 78 in 
briefly came out of its doldrums and January (82 at November peak). 
staged its first rally in months. Ob- “(Continued on page 185) 

(As of April 2, 1940) 
Business activity 93.4 Steel activity 60.7% 
Automobile production 103,370 Carloadings 619,886 


In line with the 
salesman went up in February, 
from 15 to 14. The 


in total orders. 
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Sales Indicator itself (see Page 87) the volume per 
while the orders per salesman declined 
shortness of the month, 
were two holidays in some sections, may be responsible for the decline 


plus the fact that there 
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1940 


Volume per salesman in February—$6810 


ORDERS PER SALESMAN PER DAY 


awe hie a a ee ne ce 


1940 


Orders per salesman per day in February—14 
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Sidney Woodbury Dies 
in Accident 


Sidney F. Woodbury, Jr., treasurer 
of Woodbury & Co. and President of 
the H. B. Davis Iron & Steel Co., 
Portland, Ore., met instant death when 
his automobile overturned on the Ore- 
gon Trail highway near Round-up 
Park, Pendleton, Ore. He was on a 
business trip and alone in the car. 
The accident occurred on March 22. 

He was 31 years of age, an ex-Ore- 
gon State College student, member of 
Sigma Chi fraternity and a lieutenant 


1 


in the Reserve Officers Corps. 


Manning, Maxwell & Moore 
Opens Branch in New York 


Manning, Maxwell & Moore will 
open a branch for the sale of indus- 
trial supplies and equipment in New 
York City, sometime during May. 
Quarters have been leased at 19 Mur- 
ray Street. The building provides 
6,000 sq. ft. of space. 

In making this move the firm has 
taken over the complete New York 
stock and personnel of the Rockwood 
Mig. Company. Manning, Maxwell 
& Moore will have the franchise for 
the sale of Rockwood products in the 
New York metropolitan area. In 
addition, a complete stock of indus- 
trial supplies and equipment will be 
carried. The branch will be fully 
staffed by as much additional per- 
sonnel as is necessary to service this 
territory 


Federal Pipe Enlarges 
Fresno Quarters 


\djoining its present four-unit 
warehouse in Fresno, Calif., the Fed- 
eral Pipe & Supply Co. is building a 
fifth 60 by 110 ft. unit. This will 
be utilized for steel stock. At pres- 
ent, the steel is carried in the same 
unit with fine tools and other special- 
ties. The doors must be opened much 
of the time loading and unloading 
steel and dust blows in on the tools. 

When the fifth unit is completed 
and the steel moved in, Unit 4 will 
be remodeled and a counter and dis- 
play room fitted up 

Che first of this year a new sales- 
man was added, James Milligan. They 
now have four salesmen in the Fresno 
branch, in addition to the manager, 
\. B. Campbell and Mr. Bragg 


~ 
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From an article carried in 
MILL SUPPLIES last fall, Pat- 
terson Brothers, New York, 
gathered the idea for the 
window shown above. That 
the hunch was a sound one 
is evidenced by the crowds 
photographed while examin- 
ing the interesting and in- 
formative layout 





Riechman-Crosby (Memphis) salesmen stop at the Henry Disston plant on their recent 
“school trip". Left to right: Caldwell, Leatherman, Pentecost, Barton, Cox, Hoover, Zeft. 
Huston, Nolinger, Campbell, S. Horrace Disston, R. T. Nolle, Jacob S. Disston, Wm. D. 
Disston, Wm. S. Armstrong and W. H. Gebhart. The last six are connected with the 
Disston organization 
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A PARADE OF 
DVERTISING POWER 


j b | 


that makes 
every call 
with you! 









@ No matter where you make your calls, there's a constont parade of powerful HEWITT 
advertising passing through “Executive” magazines like Time, Business Week and Fortune 
—"Operating” and “Maintenance” magazines like Iron Age, Mill and Factory, etc.—and 
outstanding Trade and Sectional papers are used to make sure no one is overlooked in 
aggressively selling HEWITT. More than a hundred HEWITT advertisements reach every 
plant each year! It's good business to handle a “pre-sold” line—it's good business to 
push HEWITT Hose and Belt. We'll be glad to tell you about the HEWITT profit franchise. 


EW 


RUBBER CORPORATION, BUFFALO, N.Y. 
HOSE e CONVEYOR AND TRANSMISSION BELTS © PACKING 
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“OUR CABLE KING SAVES US OVER 
25% IN OPERATING TIME”, SAYS 
THE CAMDEN-WIRE COMPANY 


TO YALE DISTRIBUTORS AND 
SALESMEN: 
This is No. 3 in a series of Yale Chain Hoist 
fact stories appearing in a large group of 
leading trade publications to help you sell. 
Follow this se - Each ad is full of testified 
sales arguments. 
25% is a lot of time to save. Yet that’s the saving 
effected by The Camden Wire Company through 
the use of their Cable King Wire Rope Electric 


Hoist. 


Here is an excerpt from their testified statement: 
“The Yale & Towne Cable King recently pur- 
chased has been installed and is doing a fine 
job. This hoist replaced other mechanical equip- 
ment and we figure it saves about 25% out of 


every hour of the operator's time.” 


Figure how much time your operators are now 
consuming for hoisting operations. Cut it by 25%. 
Now, don’t you think it might be worth your while 


to find out more about the Cable King? 


For full information contact your local Yale dis- 


tributor or write direct. 


THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A 


IN CANADA: ST. CATHARINES, ONT 


land on business an important ship 


DISTINGUISHED 
SERVICE 


For the first time since the inception 
of the MILL suPPLIES Distinguished 
Service award, this month a member 
of the fair sex wins the coveted cer- 
tificate and the $10 check. Winner 
is Mrs. Linford C. White, wife of Lin 
White, sales manager, White Supply 
Co., Waterbury, Conn. 

Through early experience in the 
purchasing department in one of the 
largest metal working plants, Mrs. 


| White gained a thorough knowledge 
| of the importance of distributor sery- 


ice to the customer. She has played 
a key part in the building of the White 
Supply Co., always stressing service. 

Some time ago a distant plant was 
working night and day on a job re- 
quiring large quantities of a special 
type of drill. White’s were trying 
hard to keep up with the situation but 
when husband Lin was called to Cleve- 


MRS. LINFORD C. WHITE 


| 
ment of drills was yet to be heard 
from. Then, on a densely befogged 
Sunday night, a call came from the 
customer: “Got to have more of those 
drills tonight. Can't hold out until to- 
morrow without ’em.” 

Wires flew back and forth, long 
distance calls were put in, but the 
tardy shipment couldn’t possibly be had 
until Monday. Undaunted, Mrs. White 
got out the car, drove to the store and 
picked up a number of drills not the 
special type, but some which could be 
cut down and used as makeshift. Then, 
a call to a distributor in New Britain 
for arrangements to pick up more. 

The twisting, hilly backroads of 
western Connecticut are a test of driv- 


| ing skill even in fair weather, nearly 


impassable in heavy fog. Neverthe 
less, she tackled it, got through 





New Britain and, more important. 
reached the distressed plant in time t 
keep production running smoothly. 


| Another plant man learned that “it 


pays to let the distributor do your 
worrying for you.” 
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ledge sales executives of Paasche Airbrush Co., 
2 are seen here stepping out for a quick 


gle tieing on of the feed bag 
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! 
ecial New Management, Quarters } 
rying For Garrett Supply Co. ( ) ) 
et 
ns iy “Al 
of | , C. Bar i T Nhe 
dent. This organization is very active 
in the industrial supply field of south- 


1 but 
‘leve- 
era California. Established | as re- NEW EXCLUSIVE PROCESS IN- 
cently as 1950, it has nevertheless out- 
grown the present quarters and is CREASES RUST RESISTANCE — 
building a new warehouse and offices MINIMIZES FRICTIONAL WEAR 


at 3844 Santa Fe Ave., which will be 

ready for occupancy about June 1. ON ALL YALE CHAIN 
Here a full line of industrial supplies | 
will be carried in a building contain- — ; 
ing 38,000 sq. ft. of floor space. The TO YALE DISTRIBUTORS AND 
company now employs eleven sales- 

men. SALESMEN: 


- Pa . ~ > te is -ece This is No. 4 in a series of Yale Chain Hoist 

Mr. Bennett came to his present ion teedics gama te a tes cae an 
position trom the Union Hardware leading trade publications to help you sell. 
ind Metal Co.. Los Angeles where he Follow this series. Each ad is full of testified 


sales arguments. 
had been sales manager of the in- 
dustrial division for a number of 
years. Before that, he had been 
Pacific Coast sales manager of the | secret plating process developed by Yale makes 


Frank H. Bennett recently became 
vice-president and general manager of | 
the Garrett Supply Co., Los Angeles, | 
Calif., of which J. C. Barrett is presi- | 






The world’s best chain is now better! A new 


Simmons Hardware Co. of St. Louis. it so. 
\ltogether, he has been calling on the | 
industrial and hardware trade in this 
territory for 25 years. 


long Corresponding in a general way to the cad- 
the 
had 
‘hite 
and 


the 
d be 7 the physical and chemical properties of the steel. 


mium plating common to the automobile industry. 
the secret of this process lies in the final dehydro- 
genation. Yale has perfected a means of per- 
forming this final step in a way which maintains 


hen, Chain treated with this process—and only such 
itain 


wre, 


chain—has an impervious finish so satin smooth 
that frictional wear is reduced to a new minimum. 
This means less operating effort. As for rust— 


Yale’s new coating makes it practically impossible! 


Ask your distributor to show you secret processed 
At the right is Frank H. Bennett, vice-presi- Yale Chain. It's the latest hoist advance! 

dent and general manager of the Garrett 

Supply Co., Los Angeles. In order, from his 

right, are M. S. Gelver, auditor; H. B. 


Scott, buyer; P. S$. Omohundro, sales man- THE 4:\a2 & TOWNE MFG. CO. 
- PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S. A. ( om VA a >) 





IN CANADA: ST. CATHARINES, ONT. 





Makers of Yale Hand Chain Hoists. Electric Hoists, Electrical 
Industrial Trucks, Hand Lift Trucks and Skid Platforms 
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Weldless Chains 


All Types of 
Welded and 
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CHAIN SERVICE 


@ Chain equipment problems, whatever they be, find solution in the complete 
lines of American chains, fittings and attachments. Whether jobs require our 
new Endweldur Chains in the toughest alloy steel—or whether they are han- 
dled best with good iron chain—the American line offers what is right for the 
work in hand... . Back of every chain we make are years of patient research 
and development work in field and laboratory, honest and unstinted man-hours 
of labor in our mills, and every manufacturing safeguard we can employ. 


Modern Chain Engineering Meets Your Demands 


@ American Chain engineers serve in two important ways. They provide the 
best chains for countless purposes—and they show how to put the most suitable 
chain equipment to work in the best way. They invite discussions of chain 
problems. 





Organized to Serve You Efficiently 


@ The illustrations in this advertisement cover only a few of the many types of 
chains, fittings and attachments manufactured by American Chain. Ample 
stocks are located at strategic points to serve distributors. You can be sure of 
getting any American Chain equipment your customers want without delay. 









Send for this FREE booklet. It gives all the important 
facts about ENDWELDUR Sling Chains. Consult us (with 
no obligation) on any chain problem. Address American 
Chain & Cable Company, Inc., Bridgeport, Conn. 











AMERICAN CHAIN DIVISION HAZARD WIRE ROPE DIVISION PAGE STEEL AND WIRE DIVISION in Canado: 
AMERICAN CABLE DIVISION — HIGHLAND IRON AND STEEL DIVISION READING-PRATT & CADY DIVISION or CHAIN COMPANY, LTD. 
| ANDREW C. CAMPBELL DIVISION MANLEY MANUFACTURING DIVISION READING STEEL CASTING DIVISION °" pris WIRE PRODUCTS, LTD. 


( “y]/ FORD CHAIN BLOCK DIVISION OWEN SILENT SPRING COMPANY, INC. WRIGHT MANUFACTURING DIVISION THE PARSONS CHAIN COMPANY, LTD. 


Y In Business for Your Safety \ 
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A STRONGER, 
LONGER LIVED 
SLING CHAIN 


FOR ANY KIND OF LIFT- 
ING, PULLING, OR MOVING 
JOB ... AND PROFITABLE 
MARKETS ALL AROUND 


TAYLOR MADE 


ALLOY STEEL SLING CHAIN 


% This is not 
just another chain 
but “TAYLOR 
MADE” chain — 
“*best by test.’’ 
Sixty-seven years 
of experience in 
manufacturing all 
kinds of chain 
has produced this 
Alloy Steel Sling 
Chain as perfect 
as modern meth- 
ods and fine ma- 
terial can make it. 
Taylor Made Sling 
Chain is making 
new records every 
day in plants 
where routine 
jobs are disposed 
of safely and eco- 
nomically. 


*% Recommend 
Taylor Made Sling 
Chain with confi- 
dence. Sell Taylor 
Made Sling Chain 
on its successful 
record for per- 
formance and 
service. Our sales 
plan protects you 
100% — 
ice is prompt and 
build 


up good, well- 


—our sefv- 
efficient — 


paying chain ac- 


counts. Send us 
your orders. 


“TAYLOR MAKES CHAIN 
FOR ANY NEED" 


eo tly fo 
5.G. TAYLOR CHAIN CO. 
Haw aoa, Indian 
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DAVE JONES 








Wr. Jones at Atlantic City with Alvin 
Smith during a meeting of the Indus- 
trial Supply Research Bureau 


THE 
has 


INDUSTRIAL SUPPLY industry 
lost a friend. Dave Jones, to 
hundreds of distributors and manu- 
facturers, was more than the vice- 
president of The Lunkenheimer 
Co., more than the ex-president of 
the \merican Supply and Machin- 
Manufacturers’ Association. He 
was a friend to whom they could 
go in times of trouble for advice and 
encouragement. Dave died in Cin- 
cinnati on March 11 after an emer- 
gency operation. He was 63 years 
old, had been affiliated with Lunk- 
enheimer since 1894, 


ery 





With the late “Uncle Joe” Hottel at 
the Triple Convention in Pittsburgh, 
1938 


During his business life, Mr. 
Jones devoted much time, energy 
and money to forwarding the inter- 
ests of the industrial distributor. He 
served two terms as president of the 
American Association. He held 
that office during the formation of 
the Joint Merchandising Commit- 
tee, and served on the committee 
for several years. It was during 
his regime that the industry devel- 
oped a real unification and the 
strides taken by the _ industry 
through his help in the early thirties 
have not been matched since. 





Dave and Mrs. Jones on the Monarch of Bermuda last year 





MILL SUPPLIES © APRIL, 1940 














WHENEVER 
INDUSTRIALS NEED 
A SCREW CONVEYOR.. 


A LINK-BELT 
DISTRIBUTOR 
HAS THE ANSWER.. 


no oval 4 Here IS THE 
HELICOID ANSWER TO A WIDE 


Conveyor VARIETY OF CONVEYOR 
N EE DS Caldwell Helicoid Conveyor pre- 


sents a smooth continuous flight, free from laps or 
rivets, for the streamlined flow of materials. Flight- 
ends are securely anchored with forged steel welded 
lugs—heavy flight section is mounted on large diam- 
eter pipe to reduce deflection between bearings and 
pipe is internally collared for thickness to resist torque 
action on coupling bolts. 


Made in Metals to Resist Corrosion and Heat 

The original Caldwell Helicoid Conveyor can be 
fabricated in Aluminum, Bronze, Copper, Monel 
Metal, Nickel, Silver, and Stainless Steel to give 
distributors every sales advantage. 





Special Types Available 
Ribbon and paddle types can be furnished for 
handling and mixing wet or sticky materials. Cast 
iron and cast steel types in alloy mixtures are avail- 
able for handling wet paper stocks, potashes, clinker, 
and zinc ore. 


LINK-BELT Drives Especially Designed for Screw Conveyor 


ALSO MAKES s : aie ‘ 
The Link-Belt line of power transmission equipment 


CALDWELL-MOORE is complete and includes a variety of conveyor drives 
SECTIONAL FLIGHT aati = can make a correct selection for every 
CONVEYORS 


LINK-BELT COMPANY 
Chicago, Indianapolis, Philadelphia, Atlanta, San 
Francisco, Toronto. Offices in principal cities. pa 


‘ 
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When, in 1850, the chilled plow came into general 
use and displaced the iron-bound ‘‘sod-buster’’ 
on our prairies, RB&W had already been con- 
tributing industrial fastenings for 5 years. 


In 1855 the Bessemer process made steel available 
in large quantities for the first time. R B&W, then 
ten years old, was in a position to contribute 
substantially to the ensuing metal era. 


When the transcontinental railroad became a 
reality in 1869, a new page was written in history. 
R B& W—then twenty-five years old—was already 
supplying bolts, nuts and rivets for transporta- 
tion uses. 


The original plant at Pemberwick, 
Connecticut (near Port Chester,N.Y.} 
where RB&W EMPIRE bolts and 
nuts were first made in 1845. 


Almost a century of experient 
devoted solely to the advanceme 
and manufacture of bolts, nuts 
threaded fastenings. 


Industry has seen many change 
and with these changes RB & 
has continued to pioneer a quali 
product through newer materi 


aste 


improved production methods, monmpnd 
skillful workmanship, higher standgpxP* 


ards of accuracy, finer finish. a 


RUSSELL, BURDSAL® 
BOL® 


PLANTS AT PORT CHESTER, N. 


tis 


r 
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1845 to 1940 


>riendam hus, pride of age goes hand in hand 
1cememyith pride in advancement of Ameri- 
uts anman industry and the constant devel- 

pment of better R B & W products. 


hangemm In 1940 — our 95th Anniversary — 

B & We will continue to help solve the 

qualitgever-changing problems of threaded 

1terialagastenings for those who want a broad 

s, momnd tested background of engineering 

- standxperience, quality-manufacture and 
atisfactory service. 


WARD 
AND NUT COMPANY 


OCK FALLS, ILL. CORAOPOLIS, PA. 
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In tol Register for 1878, the screw steamer 
‘*‘Annie’’ was classed as steel—the first ship to 
be so rated. RB&W—with 33 years of experi- 


ence— played an important part in shipping 
growth. 


~~ 


Man's dream of harnessing thunder-bolts was 
realized when in 1882 the first central station 
went into service. RB& W—then in business for 
37 years—aided materially in developing electri- 
cal energy. 





In 1891 scoffing bystanders laughed at the high- 
wheeled buggy powered by a sputtering, asthmatic 
motor—America's first practical horseless car- 
riage. RB&W products—in use then 47 years— 
substantially aided the rapid automotive advance. 
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No. 76-A 
10 tons capacity 


ONE REASON 
why YOU can make 
More JACK Sales 


Here is one of the fastest- 
selling all-purpose Jacks in 
every part of the nation. Very 
popular with contractors, rig- 
gers, truckers, utilities and in- 
dustrial plants. 


The No. 76-A JOYCE pos- 
sesses all the time-tested and 
highly efficient features of 
Joyce design and construc- 
tion greater lift 

long toe . . . enclosed work- 
ing parts . . . no machine 
screws . . . handy reversing 
lever near top of Jack... 
double lever socket and steel 
operating lever. 


In the Joyce Line you can 
get from one central source 
a type and size to meet the 
specific requirements of every 
customer in your territory. 
You get a lot of satisfaction 
as well as profits selling the 
complete Joyce Line. 


Write for Catalog No. 136 


THE JOYCE-CRIDLAND CO. 
DAYTON, OHIO 

















JOVCE 
JACKS 


Stn Ce 1873 
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BRIDGEPORT SHOW 
DRAWS THOUSANDS 


FROM EIGHT TO TEN THOUSAND Visi- 
tors thronged the State Armory in 
Bridgeport, Conn., on each of the four 
days during which 125 exhibitors 
open house for buyers and 
plant men in the southern New Eng- 
land area, March 6-10. The exhibit 
was held in conjunction with a gather- 
ing of the Bridgeport Tool Engineers 
Association. Among the industrial 
distributors having exhibit space were 


staged 


1. A visitor gets it straight from O. 
A. Libby (Spartan Saw, Springfield) 
and R. S. Ward (Ellsworth Steel & 
Supply) in the Ellsworth booth. 2. 
In the Lindquist Hardware booth— 
Paul Wright (L. H. Gilmer Co.) and 
D. R. Helm (Lindquist). 3. D. E. 
Stagg (Hawley) and R. R. Holt (S. 
W. Card) take a breather while 
crowds swarm around the Hawley 


Hardware booth. 4, T. N. Downey 
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Ellsworth Steel & Supply Co., Haw- 
ley Hardware Co., Hunter and Ha- 
vens, Industrial Supply Service, Par- 
sons Bros., and Wellington-Kincaid 
Co.—all of Bridgeport, plus the C. §, 
Mersick Co. from nearby New Haven. 
Exhibits predominently stressed prod- 
ucts for the metal working plants and 
stimulated keen interest among indus- 
trial buyers from this predominently 
metal working section. 





S San Steg cy 


ston Mus 





(Simonds Saw & Steel) goes to work 
on some prospects in the exhibit space 
occupied by Parsons Bros. §. G. E. 
Butler, center (C. S. Mersick Co.) 
watches W. C. Ackerman (Keystone 
Lubricating Co.) captivate visitors 
with his demonstration. 6 E. P 
Crawford (American Swiss File) and 
M. R. Howe (Bunting Bronze) were 
on hand in the Hunter and Havens 
exhibit as crowds milled around. 
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HROUGH a thousand storms, staunch old Minots 
Light has unfailingly sent its beam blazing through 
the blackness obscuring the dangerous Cohasset Reefs 
... guiding Mariners safely into Boston Harbor. Cer- 
tainly, its reputation for constancy has been well-earned. 


The test of years of business storms and stresses has 
similarly proved the staunchness of the Parker-Kalon 


Policy which assists and protects Distributors. Never 
have the fair-and-square business Principles established 
by Parker-Kalon over twenty-five years ago been 
dimmed or relaxed. Economic storms that would send 
the mercury to the bottom of the business barometer, 
and topple over weak jobber-policies, only serve to 
show the strength of Parker-Kalon relationships with 
its distributors. 


wx THE PARKER-KALON POLICY * * * 


1 PRODUCTS: (a) To maintain our position of leadership in the 
manufacture of the most extensive line of Hardened Self- 
tapping Screws and other fastening devices. (b) To develop 
and add to our line products of proved merit. (c) To maintain 
the highest standards of quality in every Parker-Kalon Product. 


SELECTIVE DISTRIBUTION: To sell only through recognized 
distributors, and to limit distribution of a given product 
to the number of jobbers a territory can profitably support. 


3 PROFIT MARGIN: To provide an adequate margin of profit 
for our distributors. 


4 PROTECTION AGAINST PRICE DECLINES: To reasonably pro- 
tect our distributors against losses through price changes. 


5 PROTECTION AGAINST “DEAD” STOCK: To protect jobbers 
against unsatisfactory turnover by exchanging any slow 
moving stock for faster selling merchandise. 


PRICE MAINTENANCE: To establish and strictly maintain 
resale prices to assure distributors a fair profit on every 
sale, and other benefits which result from a stabilized market. 


7 PROTECTION AGAINST NON-STOCKING DISTRIBUTORS: To main- 
tain price differentials to protect jobbers who carry a 
representative stock against those who do not. 


SALES PROMOTION: To create and increase the demand for 

Parker-Kalon Products by consistent direct mail and pub- 
lication advertising. Also to furnish adequate and effective 
printed matter and other sales helps to our distributors 


SALES COOPERATION: To maintain a force of trained sales 
engineers whose sole function is to develop business for 
our distributors by intensive missionary work in the field. 


1 ORDERS AND INQUIRIES: To refer to our distributors orders 
and inquiries received direct from users and prospects. 


PARKER-KALON CORPORATION, 192 VARICK STREET, NEW YORK, N.Y. 











TEN YEARS AGO IN 
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AS A LAD OF /4. BH. ACKLES. 
(NEW PRESIDENT, THE RAYL CO 
DETROIT) GOT HIS START IN 
THE HARDWARE BUSINESS, 
WAITING ON CUSTOMERS, 
BLACKING STOVES; HELPING 
THE TINSMITH, RUNNING ER- 
RANDS IN A SMALL HARDWARE 
STORE. HOW HE JOINED RAYL, 
WON ADVANCEMENT. AND WAS 
THRICE CROWNED PRESIDENT 
CF THE NATIONAL ASSOC/ATION 4 
WAS TOLD IN “WHO'S WHO? 


Glut Vlen0th 


ZO CANDLES BEDECKED THE 
OF THE CHANDLER-BOYD 
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ANNIVERSARY CAKE ‘xm 
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|G INGENIOUS HOME-MADE DISPLAYS THAT NOT ONLY 
“fS>.) SHOWED BUT ACTUALLY SOLD AXES ANDO BELTING 
WERE PUT INTO PRACTICAL USE ®6BY HARRY P LEU, 
INC., ORLANDO, FLORIDA 
—s 
BLACK € DECKER OFFICIALS PLANNED TO FLY 
TO THE TRIPLE-CONVENTION AT MEMPHIS, IN THE <i 


COMPANY'S 6©- PASSENGER TRAVEL AIR. CABIN 
MONOPLANE., 
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THE L.S. STARRETT CO., ATHOL 

ED ITS 5Or4 ANNIVERSARY BY 
CATALOG IN BOOK FORM 
PRAMATICALLY 
LEAFLET 


MASS , CELEBRAT- 
PUTTING OUTA 
WHICH CONTRASTED 
WITH THE SIMPLE I-PAGE 
ISSVED HALF A CENTURY BEFORE. 
= cRIPLE CONVEN To 
MILL SUPPLIES MADE 
UTIVE TRIP TO THE CON\ 
THAT YEAR AT MEMPHIS 


ITS 20 1H ( 


ENTION , 


ONSEC 
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HELD 


SUPPLY CO., PITTSBURGH. | \) 


MILL SUPPLIE 


IT 1S BETTER FOR INDUSTRIAL 
USERS TO BUY FROM THE DISTRIBU- 
TOR RATHER THAN To CARR\ 
LARGE STOCKS THEMSELVES, WAS 
EXPLAINED BY E£.E KRETSCHMER, 
DIRECTOR OF PURCHASES FOR 
CHICAGO RAPID TRANSIT CO.,CHICAGO, 
AURORA & ELGIN RAILROAD @., 
CHICAGO, NORTH SHORE E MiL- 
WAUKEE RAILROAD CO. AND 
CHICAGO, SOUTH SHORE & SOUTH 
BEND RAILROAD CO. 








om 76) i\ nur 
PROGRAM 








Se 


A DYNAMIC 9-POINT PROGRAM TO 


4 hdl, T TOR }/ INDUST- 
4") SELL THE DISTRIBUTOR TO INDUST 


RIAL USERS WAS SUGGESTED BY 
THE MERCHANDISING COMMIT- 
TEE OF THE AMERICAN ACSOCIATION. 





i +} 








CHARLES E. CURTIS (PRESENT PRES- 
IDENT, THE NATIONAL ASSOCIATION AS 
WELL AS PRESIDENT, THE WESTERN 


A/ IRON STORES (O,, MILWAUKEE) 


CONTRIBUTED INTERESTING VIEWS 
“HOW WE CAN EDUCATE USERS TO 
BUY FROM US” 
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BRecentiy a local distributor was asked 
to furnish some wire brushes for recondi- 
tioning steel beer barrels. Standard brushes 
were inaccessible to the work so the prob- 
lem was referred to MILWAUKEE Indus- 
trial Brush Specialists. The picture and 


spot drawing show how they got results with specially de- 
signed tapered wire buffing wheels that are doing the job 
efficiently at half the former cleaning cost! Such savings 
guarantee sales, but the problems require assistance from 
experienced brush experts. This specialized service is avail- 
able for all MILWAUKEE distributors to help them “cash 
in” where standard brushes fail. The Milwaukee Rrush 
Manufacturing Company, Milwaukee, Wisconsin. 


INDUSTRIAL BRUSH SPECIALISTS is a term 
applied to the expertly trained MILWAUKEE brush 
engineering staff whose job it is to assist you in 
handling industry's many and varied brushing 
problems. 
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ou 


“C" CLAMPS 


@ Month after month—year se Kg than 
n Tikaoo 


half a century... e giant have not o 


ntly and dominantly advertised 


tools, but have 
cross-section of your customers and 


them to t 
pros 

as you will, where can you find another indus- 
line that matches “*Williams”’ in terms of these vital 


essentials that every industrial distributor seeks in the 
lines he handles? 


If you are not at present an active and enthusiastic 
s distributor ... at least give us an opportunity 


J. H. NEA Brn, NEW YORK 


STRAP CLAMPS PIPE VISES PIPE TONGS THUMBNUTS& HOIST HOOKS EYE BOLTS 
SCREWS 


ZiSMUIN 
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ABRASIVE COMPANY 
DISTRIBUTORS... 


ABRASIVE CUT-OFF WHEELS 


Many extra sales opportunities exist in your territory for uncovering 
new, repeat-order business on Abrasive Cut-Off Wheels. 


Manufacturing Plants: Look for manufacturers having production 
metal-cutting work! Abrasive Cut-Off Wheels provide one of the fastest 
and most efficient means of cutting practically all kinds of material. 
Abrasive Company Cut-Off Wheels will give your customers excellent 
service and will make extra profit for you. Go after steel warehouses, 
machine shops, foundries and tool rooms for this class of business. 


Building Construction: Cash in on this currently active market with 
Abrasive Cut-Off Wheels. They are used in astonishingly large quanti- 
ties by contractors for cutting or scoring all kinds of building materials 
including plain and glazed tile, transite, terra cotta, brick, stone, com- 
position materials, etc. Standard stock specifications of Abrasive Com- 
pany Wheels give fast cutting action with long wheel life and will help 
you get and hold the business. 


The complete line of ABRA- 
SIVE COMPANY GRINDING 
t WHEELS offers you profit possi- 
bilities for every grinding wheel 
and abrasive requirement 





Pp G 
wol® \ed throughout industry. Be sure 
GR cel a : 
ne* vty 2° you canvass your trade for this 
‘aan eons! business. 


~ABRASIVE> 
—SS 
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Screw Press Simplifies 
An Often Knotty Problem 





John Casten of Capen Belting & 
Rubber Co., St. Louis, shows how 
simple it is to insert a bushing into 
a multiple sheave with this home- 
made screw press. 


3y placing sheave on one of those 
various sized tubes, bushings for pul- 
leys up to 38 in. can be inserted or 
removed just as simply. Using this 
screw press saves time and eliminates 
danger of damaging sheave and bush- 
ing with a mallet. 


Wright Addresses Display Men 


H. S. Wright, manager electrical 
department, Riechman-Crosby Co., 
Memphis, Tenn., was the featured 
speaker at the March meeting of the 
Memphis chapter of the International 
Display Association. He spoke on 


“Birdseye Lamps for Show Window 
and Display Purposes”. J. D. Sims, 
president, introduced the speaker. 





Leon S. Peters, formerly sales manager of 
the Valley Foundry & Machine Works, Inc. 
Fresno, Calif., has bought out the Keithly 
interests and is now president and principal 
owner. This took effect January |. The 
company was established in 1898. It does 
an industrial supply business but along spe- 
cialized lines, catering to the winery field. 
It also manufactures some special machinery 
and renders an engineering service along 
with supplies and general machine work 
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FOR 
“SALES VOLUME” 


“Goop WILL” 
AND “PROFIT” 
SELL — : 
Line of Trade-Marked 
first Quality Products 







— RED TANG FILES 

— RED END HACK SAWS 
— TOOL HOLDER BITS 
— FLAT GROUND STOCK 
— BAND SAWS 

— CIRCULAR SAWS 

— MACHINE KNIVES 

— CROSS-CUT SAWS 

— METAL SAWS 


Correspondence Invited with Supply Dealers in open Territories 


SIMONDS SAW AND STEEL COMPANY 


Established 1832 FITCHBURG, MASS. 









‘ 
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(“You can on 


bank on 


FAIRBANKS" 





TRUCK USERS SAID— 


“We want the resili- 
ency of wood with 4 , 
the strength of H/77~&> WY 
steel”’ 


“*Here it is”’ 


for hand trucks 
with the resiliency 
of wood combined 
with the sturdiness 
and strength of 
steel — assuring 


easier handling. jReplacement of parts can be 
made simply and inexpensively. 


Because the “Green Line” gives industry the truck it 


truck business in their territories. 
= 


Handles cannot work loose because they are part of the frame. 
flush with top of frame, are rigidly bolted. There are no 


better balance and making the truck easier to handle. 
supply. 
Casters and Wheelbarrows in a complete range of sizes—in 


fact anything that any customer can need. 


Write for catalog No. 50 and our proposition to distributors. 


THE FAIRBANKS COMPANY 
19 EAST 4th STREET NEW YORK, N. Y. 
Boston, Pittsburgh—Distributors in Principal Cities 


Factories: Binghamton, N. Y., Rome, Ga. 


Fairbanks 
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o) FAIRBANKS SAYS— | 


In the “Green | 
Line” Fairbanks | 
meets the demand | 


greater life, better balance, smoother running and 


wants—a better truck that still meets price competition— | 
Fairbanks distributors have a definite “‘inside” on the hand | 


Fairbanks “Green Line” Hand Trucks have a continuous | 
hard-oak wood frame which provides a flexibility that cushions | 
shocks, absorbs vibration and eliminates operator fatigue. | 


Steel straps, front and back, enclose wooden frame and pro- | 
vide extra strength and rigidity. Formed steel crossbars, set | 


weakening mortises in the handles. Instead of being straight, | 
the frame is tapered with increased weight at the nose, giving | 


A complete line of trucks available from one source of | 


Fairbanks offers Hand Trucks, Platform Trucks, Truck | 


These two executives of the Lakeshore Ma- 
chinery & Supply Co., Muskegon, Michigan, 
are thoroughly enjoying the pleasant at- 
mosphere. Left to right: C. G. Vanderwier, 
purchasing agent; Helen Rood of the office 
force; and A. G. Andersen, president 


Hollingsworth Appointed 
General Manager 


J. R. Hollingsworth, for the past 
five years, sales and advertising man- 
ager, for the Turner Brass Works, 
has resigned to accept the appoint- 
ment of General Manager for the P. 


J. R. Hollingsworth 


Wall Manufacturing Supply Com- 
pany, Pittsburgh, Pa. Mr. Hollings- 
worth also travelled for seven years 
for his former employer and conse- 
quently has a wide acquaintance with 
jobbers throughout the United States 
and Canada, 

“Holly” states that E. O. Wise, who 
has been associated with him for sev- 
eral years as purchasing agent and 
cost accountant, has joined him in his 
new connection. 





who calls on you bring your grind- 
ing problems to the Norton Service 
organization. See other side. 





NORTON 











The NORTON 


RESEARC” LABORATORIES 
Help You in {wo Important Ways. . 


Product Improvement 


Many of the fifty trained scientists and technicians 
in the Norton Laboratories are thinking chiefly of 
the future — are busy developing new abrasives, 
new bonds and improved manufacturing processes 
that you may have better grinding wheels tomorrow. 
It is their vision and skill that gave the grinding 
industry B-E bond, controlled structure, diamond 
wheels, I-R Crystolon abrasive, Norbide (Norton 
Boron Carbide) and many other outstanding Norton 
developments. 


Product Application 


Another part of the laboratory staff specializes on 
the immediate present — on solving customers’ 
current grinding problems. Practical laboratory 
engineers cooperate with Norton distributors, rep- 
resentatives and field engineers to determine by 
actual tests, both in the laboratories and in the 
customer's plant, the correct wheels and grinding 
procedure. 


You can depend on Norton Service to solve your 
grinding problems. 











NORTON COMPAM! 


WORCESTER. MASS. 


New York Chicago 
Philadelphia Pittsburgh 
Cleveland Hamilton. Ont 


BEHR-MANNING DIVISION. TROY. &} 


NEW LINES 
taken on by 


Distributors 


FepERAL Pipe & SuppiLy Co., FRESNO, 
Cauir., has taken on the Walker- 
Turner line of power tools. 


Carey MAcHINERY & Supply Co., 
BALTIMORE, Mp., ts now distributing | 


the Stow line of flexible shafting 


and machines and Armstrong tool | 


holders and wrenches. 


Warren & Battey Co., Los ANGELES, | 
Cautr., is handling Johnson leather | 


belting. 


MANUFACTURERS’ SupPLy Co., CLEVE- | 
LAND, ts distributing the lines of | 
the Safety Socket Screw Corp. and 


the U. S. Electrical Tool Co. 


WeELToN Rupper AND Aspestos Co., | 
Detroit, Micu., lias taken on the | 
distribution of Johnson Belting Co.’s | 


line. 


Hupson-Tucker, Inc., San Dteco, 
Cauir., las been appointed a dis- 
tributor by the Lubriplate Division, 
Fiske Bros. Refining Co. 


ELLFELDT HARDWARE & MACHINIST 
Suppty Co., Kansas City, Mo., 
has taken on the lines of the Shel- 
don Machine Co., American Brass 


Co. and the Plomb Tool Co., Los | 


Angeles. 


Reitty Brotuers & Raus, LANCAs- 
TER, Pa., ts now distributing the 
full Manhattan rubber line with the 
exception of V-belts. 


THe Ross-Wi1LLoucHpy Co., CoLum- 
Bus, O., has been authorized as a 


distributor by the Worthington | 


Pump & Machinery Corp. 


Smith Macnuine Co., Et Paso, | 
Texas, has assumed distributorship | 


of Lubriplate lubricants. 


THe RiecHMAN-Crospy Co., Mem- 
PHIS, TENN., has added the lines 
of the W. A. Jones Foundry & 
Machine Co. and the California 
Pellet Mill Co. 


Murray W. Saces & Co., Detroit, 
Micu., has been appointed a dis- 
tributor of Ashcroft Duragauges 


by Manning, Maxwell & Moore, 
Ine. 


Fleck Brotuers, Ltp., VANCOUVER, 
B. C., has taken on the Lubriplate 
line. 














Every Smoke Stack Is a 
Frequent Prospect for 


L-Y-0-N 


Steel Work Benches 
Steel Bench Legs 
Tool Toters 
Tool Cabinets 
Stock Handling Carts 
Shop Desks 
Tool Trays 
Steel Bar Racks 
Small Parts Cases 


...or other items among the 
scores of industry-proved Lyon 
products included in this na- 
tionally known line. 


LYON 


SHOP EQUIPMENT 





TO BUILD SALES WITH 
Lyont 
WIDE-APPEAL LINE 


@ One of many advantages in 
pushing Lyon Shop Equipment is its 
simplicity. Its application and value 
are known to industrial plant execu- 
tives everywhere. Consequently, the 
time required to figure the application 
of a technical product to some custom- 
er's problem can be used for increas- 
ing your number of sales-making calls. 


Backed by forceful advertising... 
making a direct practical appeal to the 
entire industrial market... Lyon Shop 
Equipment opens many profitable ac- 
counts for mill supply salesmen. Also 
enables you to step up your sales 
volume to old customers. 


Familiarize yourself with this fast 
selling line now. Learn how the many 
money saving items are producing 
extra sales volume for mill supply dis- 
tributors everywhere... how Lyon's 
over-night delivery service operates 
to advantage for both yourself and 
your customers. LYON METAL PROD- 
UCTS, INCORPORATED, 5304 River 
Street, Aurora, Illinois. 


Service 


LYON METAL PRODUCTS, INCORPORATED, Avrora Ilhrous 
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YARWAYS Help 
Sell Other 


Steam Specialties 


Mr. Walter E. Zepf of 
Riechman-Crosby Co., 
Memphis, Tenn., says: 


"We find the Yarway Trap a 
good opening to other steam 
specialty business. It is well 
worth featuring in our sales 


work.” 

Why don'tyou investigate the Yarway 
—largest-selling steam trap in the 
supply house field. Write for details. 


YARNALL-WARING COMPANY 
MERMAID PLACE, PHILADELPHIA 
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CoLoNIAL SuppLy Co., PITTSBURGH; 
CANADIAN FAIRBANKS-MorsE, LTp., 
CANADA; THE BITTENBENDER Co., 
ScrANTON, Pa.; NATIONAL SUPPLY 
Co., ToLepo, O10; BANKS-MILLER 
Suppty Co., HUNTINGTON, W. Va.; 
MAvu-SHERWOOD SUPPLY Co., CLEVE- 
LAND, Onto and the C. H. Gosicer 
MACHINERY Co., CLEVELAND, OHIO, 
have been appointed distributors by 
the Stow Manufacturing Co. 


SoutH Benp Suppty Co., SoutH 
3END, IND.; WESTERN CHEMICAL 
& Suppty Co., Borcer, Texas; 
B. F. Sitmour Co., BrooKLyn and 


Lioyp, SmitH Co., Braprorpb, PA., 
are now handling Ashcroft Dura- 
| gauges manufactured by Manning, 
Maxwell & Moore, Inc. 





Pyle Moves to New York 


Charles G. Pyle, Sales Manager of 
the Hygrade Lamp Division, Hy- 
grade Sylvania Corporation, an- 
nounces that effective immediately he 
has established headquarters at the 
company’s offices at 500 Fifth Ave- 
nue, New York City. Mr. Pyle tor 
several years has been located at the 
company’s offices at the Field Build- 
ing, 135 South LaSalle Street, Chi- 


Ill. 


cago, 


District Meeting of G & K 





Salesmen Held in Chicago 





On March 16 sales executives and 
salesmen covering the mid-western 
district for Graton & Knight Co. of 
Worcester, Mass., met at the Sherman 

| Hotel in Chicago. At the meeting 
| G & K salesmen were presented with 
the company’s 1940 program for big- 
ger and better sales through distrib- 
utors. Similar meetings have already 
been held in Atlanta, New York, 
Worcester and Dallas and the 1940 
full swing in those 


program is in 


territories. 





Sales executives and salesmen of Graton & 
Knight who met in Chicago for a district 
meeting. Left to right around the table: 
E. M. Ames, C. L. Colesworthy, A. M. Nor- 
ris, L. F. Thompson, E. L. Morris, J. E. Dono- 
van (district sales manager), P. M. Hamill, 
C. H. Carr, J. J. Slein (assistant sales man- 
ager) and G. L. Abbott (vice-president and | 


sales manager) 
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Seon MSA 


RESPIRATOR 


PROVIDES 
““SELF-SELLING”’ 


COMFORT AND 
PROTECTION! 





MADE BY THE WORLD’S 
LARGEST MANUFACTURERS 
OF APPROVED 
SAFETY EQUIPMENT 


Built into M.S.A. Respirators are 
popularity-winning features originated 
by the largest research facilities in the 
industry; backed by M.S.A.’s quarter- 
century of experience; employing the 
newest materials, processes, designs 
and equipment—features which have 
won for these products the outstand- 
ing customer acceptance that brings 
cash benefits to you! 


We invite you to strengthen your line 
with the M.S.A. respiratory equipment 
best suited to your territory. For ap- 
proved (U. S. Bureau of Mines’) dust 
protection—sell the latest DUSTFOE, 
smallest and lightest approved dust 
respirator .. . or the famous M.S.A. 
COMFO Dust and Mist Respirator— 
the old reliable twin-cartridge type, 
which is available also with special 
cartridges for many gases and vapors. 
In supplied-air masks stock these 
money-making M.S.A. leaders: the 
Air-Line Respirator, Abrasive Mask, 
and Air Hood. The details? We'll 
gladly send them—write us today! 


MINE SAFETY APPLIANCES 
COMPANY 


Braddock, Thomas & Meade Streets 
Pittsburgh, Pa. 


District Representatives in Principal Cities 
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EVERY DAY & 
BETTER BET 


MILLERS FALLS 
PORTABLE 
ELECTRIC TOOLS 


MILLERS FALLS 
TOOLS 


p.. 








“3 






‘T7ITH every passing day, the 





great Millers Falls line of port- 





@ electric tools becomes a better line 


a | Saal Uo , ir pee, | 

ome ' J 3 Millers Falls engineers are among the 
, © most active in the industry. Day by day, 

_ 4 dhe Ss 

a 


j 3 ay y TUN . 


—— 















improvement follows improvement . . . 





pange of speeds and capacities is in- 









creased .. . new tools are added to round 
out the broad list backed by the Millers 
Falls brand. 

Right now—before all the valuable 












territories are sewed up—investigate the 





profit possibilities of this ever-growing 






line. Get in touch with Millers Falls 













Company today. 





5 Saw 


' MILLERS FALLS 
) COMPANY 
| GREENFIELD :>-MASS. 


MILL SUPPLIES © APRIL, 1940 









127 








pRitt 
LESS 


5 sizes capacity 


: Sly 
vA to 


yck 
cap HOLDING - 


5 har apacity 
Y"" to 


att ACHMENTS 


. ee apacity 











MILL SUPPLIES © APRIL, 


1940 








Frank A. Smith, vice-president and general 
manager of Economy Machine Products, 
Chicago, looks happy as he displays the 
token that testifies to his prowess as a kegler 


Grinding Wheel Chart Available 


Chicago Wheel & Mfg. Co., Chi- 
cago, has prepared a new chart show- 
ing the various shapes and sizes of 
mounted grinding wheels. The chart 
is made to full scale and can con- 
veniently be tacked or hung on the 
wall. The accompanying illustration 


Pye 
Vabave Rhee 
Oot eree 
rte, 








Tr | 
| feergerereren id ry 


3 








shows some of the information avail- 
able on this new chart. Group A 
wheels are mounted on } or 4 in. 
diameter mandrels, while the group 
B wheels, as small as # in. in diam- 
eter, shown on the lower half of the 
chart, are mounted on #2 or } i 
mandrels. Dimensions on_ straight, 
plain mounted wheels are given in 
tables. 

The manufacturer will be glad to 
send one of these charts upon request 
to any reader. 
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W ood’s—Established 1857 


You can depend on the 


Distributor who sells 

in. 
roup 
iam- 
| the 
; 
ight, 
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i Quality Line 


juest 
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1. Your WOOD'S Distributor can help you in a survey of your present 
power transmission set-up to spot obsolete, money-wasting equipment! 


2. Your Distributor can put at your finger-tips the comparative data on 
different types of drives and equipment and can help you select the 
proper drives! 


3. The Distributor will work with you in preparing recommendations 
for needed modernization and in selling them to management! 


4. The Distributor follows through on 
your orders so that your deliveries are 
made “ton the dot”! 


5. The Distributor will work with you 

on installations to the end that the 
drive is set-up to give maximum re- 
turn! 


6. Your Distributor can 
give you closer personal 
service than is frequently 
possible otherwise. His 
time is your time when, 
and as often as you need 
him! 


| 
Everything in Transmission: Bearings—Collars—Clutches—Couplings 


—Contactors—Hangers—Pillow Blocks—Pulleys—V-Belt Sheaves and 
Complete Drives. Distributors in all Trading Centers. Ask for the name 
of the one nearest you! 


T. B. WOOD'S SONS COMPANY. Chambersburg, Pennsstvania 


BOSTON, MASS. PITTSBURGH, PA, NEWARK, WN. J. 


This ad is appearing in business papers this month to help you, the distributor. 
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NIAGARA FALLS AND 


YOUR FRIENDS AT CARBORUNDUM 


HILE you are down there basking in the Dallas sun and are busy 
working out things for the betterment of Distributors and Manufac- 
turers alike, we up here in Niagara Falls are enjoying a steady flow of 
orders and a full time plant. It’s a happy situation for both of us. 
Through you The Carborundum Company serves all industry, helping produce 
a steady stream of articles which are made better and cheaper by some use of 
abrasives or refractories. 


To this end, we manufacture a complete line of abrasive products: Grinding 
Wheels, Coated Abrasive Paper and Cloth, Sanding Machine Discs, Polishing 
and Buffing Grains and Powders, Rubbing Bricks, Sharpening Stones and a wide 


variety of other abrasive and refractory products. 





As a result of continuing research, and unexcelled facilities and capacity for 
development, all of these products are constantly being improved. Thus The 
Carborundum Company offers you an opportunity to strengthen further the 
position you now enjoy and to take full advantage of the increased industrial 
activity in the trading area which you serve so well. 

With its already large and continually growing plant at Niagara Falls; with its 
strategically located branch offices and warehouses at New York, Chicago, 
Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati and Grand 
Rapids, The Carborundum Company stands ready to give you the best possible 


assistance in serving your Customers. 


And in speaking of orders and a busy plant we fully realize that the Mill Supply 


Fraternity has contributed much to bring about this pleasant condition. 









teteceg 


SI 
So it is with thanks and appreciation that we greet you and extend our good 


wishes for a successful meeting. 


CARBORUNDUM 
v 









CARBORUNDUM COMPANY 
NIAGARA FALLS, N. Y. ’ 






(Carborundum is a registered trade-mark of and indicates manufacture by The Carborundum Company) 


Write for Con- 
densed Catalog 
Sheet and details 
of our selective 
distributor plan. 


PITCHING 


Ability to consistently put strikes 
over the plate is what counts in 
winning orders as well as games. 
And that's why more and more 
distributors are profiting from the 
Faultless 6-point policy which pro- 
vides: — Selective Distribution, 
Sales cooperation, Established 


prices, New product development, 
Complete industrial line, National 
advertising. In every way Faultless 
is in there pitching them over the 
plate to you. 


FAULTLESS CASTER CORPORATION 
EVANSVILLE, INDIANA 


Representatives in Principal Cities 
Canadian Factory: Stratford, Ontario 


Member of the American Supply & Mach. Mfgrs. Ass'n. 


No. 200 Series Heavy 
Duty, Double Ball 
Bearing Swivel with 
Semi-steel Hyatt 
Bearing Wheel. 


No. 500 Series, 
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J. C. Wagner, president of the Todd-Doni- 
gan Iron Co., Louisville, is a real shirt-sleeve 
executive. A few minutes before this shot 
was taken he could be seen with sleeves 
rolled up, telephone in one hand, pencil in 
the other. He's taking time out for lunch 
here 


San Francisco House 
“Sees the Light" Now 


When the Miller & Stern Supply 
Co. of San Francisco meved from 
its old quarters to the present ones, 
one of the warehouse men described 
it as “out of a tunnel, into a store.” 
The old place was 25 by 165 feet, 
crowded, dark, requiring hundreds of 
useless steps for many people. The 


_— 


present store is 50 by 165 feet, con- 
siderably larger in area, providing an 
exceptionally good warehouse arrange- 
ment. There is a truck driveway 
across the rear. The bin spacing 1s 
amply wide. The skylight, with large 
windows on one side, light it ade- 
quately during the daylight hours. On 
the heavy mezzanine, feached by 
freight elevator, are carried the slow 
moving items and some over. stock. 
The counter, not seen in this picture, 
faces the stock room and in front of it 
is a good sized space for the display 
of tools and specialties. All offices 
are in front, on the mezzanine. 
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INDUSTRIAL DISTRIBUTION BULLETIN NO. 3 Third of a series 
of statements — directed to the attention of advertising agencies — describ- 
ing the nationwide sales and service facilities provided by Industrial Dis- 
tributors. Prepared by MILL suppLies®& tke business paper of this field. 


MOKESTACKS and industrial mechanization are growing in 
out-of-the-way places these days. They’ve cropped up deep 
in the hills of West Virginia, Tennessee and Kentucky. In the 
plantation country of the Carolinas and Georgia. Way out in 


Montana. Over the Sierras and through the desert. 


But wherever industry goes, a stock of standard tools, sup- 
plies and equipment is always within hailing distance... through 
the great nationwide network of INDUSTRIAL DISTRIBUTORS. 


Today INDUSTRIAL DISTRIBUTORS are located in 556 different 
points throughout the length and breadth of the country. There 
are more than 1,600 such supply houses operating from these bases. 


When it comes to selling standard tool and supply products 
to industrial America, it pays to use the sales and service facilities 
of INDUSTRIAL DISTRIBUTORS. They provide the only economical and 
effective sales channel into all industry ... from giant plants in larger 
cities to saw mills, construction projects, mines and smokestacks on 


far away trails, some accessible only to burros and tractors. 


To enlist the sales cooperation of INDUSTRIAL DISTRIBUTORS 
use MILL SUPPLIES. It long has been their “official” business paper 
and guide to the products which offer the best sales opportunities. 




















INDUSTRIAL 


DISTRIBUTORS 
and their salesmen are well organized in 
to a unified group through the one busi 


ness paper serving their common interests 


Mill Supplies 


A McGRAW-HILL PUBLICATIORP 
/ 
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BEHR-MANNING 


(DIVISION OF NORTON COMPANY) 


TROY, N. Y. 
Reliable Coated Abrasives 


Since 1872 


Oilstones & Abrasive Specialties 


Est. 1823 





MILL SUPPLIES © APRIL, 1940 


Spackman Presides at Lyon 
Four-Day Sales Meeting 


All district managers of the Lyon 
Metal Products, Inc., met on March 
6 in Aurora, Illinois, for a four-day 
sales meeting. H. B. Spackman, gen- 


H. B. Spackman 


eral sales manager, presided at the 
meeting which had for its main topic 
of discussion the subject, “Helping 
the mill supply distributor to more 
profits on the Lyon line.” E. W. 
Ristau, vice-president of Skilsaw, Inc., 
and E. N. Grantvedt, western man- 
ager of Mitt Suppvies, were guest 
speakers. 

New promotional plans, including 
a magazine advertising compaign de- 
signed to stimulate demand for Lyon 
items sold through distributors, and 
special new pieces covering shop 
equipment items were shown the 
group. The district managers also 
saw for the first time a new book 
“Questions and Answers” compiled 
especially to enable Lyon salesmen 
and distributor sales managers to put 
on interesting and effective sales meet- 


ings. 


Sales Manager for White 


John P. Whitman has been ap 
pointed sales manager for the Whit 
Supply Co., Waterbury, Conn., com 
ing to his new position from t] 
Wallace Barnes Co., where he act 
as purchasing agent. Mr. Whitma: 
is a past president of the Connecticut 
Purchasing Agents Association 
has served as director for the Na 
tional Association of Purchasing 
\gents. 











yon 
rch 
lay 


AMCO ROPE 
IS SWELL BAIT! 


AMCO Rope is different. It is the finest long 
fibre, manila hemp rot-proofed and water-proofed 
with a special cordage solution* that gives it 
length of life beyond that of any rope you have 
ever carried. A specialty like this is bound to at- 
tract new customers as well as keep the old trade 
coming. And then there is the matter of price. 
You would expect to charge more for a longer 
lived rope ... but AMCO weighs no more per 
foot nor costs no more per pound. It certainly 
is swell bait for new customers. 


the 4 oY o~s : : BA *AMCO cordage solution contains no creosote, tar 
spic J : nor graphite and lasts as long as the rope. 
PROVEN INCREASE 10% to 50% ANNUALLY 


“= ki ' - , ‘ Every dealer who has taken on the AMCO Rope 

i q . line has been rewarded with a sales increase .. . 
; ‘ some as high as 300%. We will furnish figures 
1est ; ane me * on request. 


ing i -_ y , | AMERICAN MANUFACTURING COMPANY 
de- 4 z. I . NOBLE AND WEST STREETS, BROOKLYN, N. Y. 
Pere q t ; ¥ ie ¥ Western Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS, MO. 


ALL-WEATHER ROPE 
: Bes ’ AMERICAN "SUPERIOR" MANILA ROPE 
ap : om”. TWINE ° OAKUM ° PACKING 


AMERICAN MANUFACTURING COMPANY 
Noble & West Streets, Brooklyn, N. Y. 


Please send me free sample of AMCO Rope 
and instructions how to prove it's different. 


\ 4 \ = Name 

3 Firm 
Address 
City 
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Establish 
YOURSELF 


AS A BEARING SPECIALIST... 



































Spring had just rounded the corner for the 
| thirty-sixth time while Frank Piepho (right) 
has been store manager of Globe Machinery 
& Supply Co., Des Moines, lowa. The other 
lads with Frank are Karl Edwards (left) and 
Ralph McCullough, both floor salesmen 


Allis-Chalmers Man 
Honored By Welders 


Otto C. Voss of Milwaukee, long- 
time authority on the oxy-acetylene 
process, was slated to receive the 
1939 James Turner Morehead medal, 
awarded annually for outstanding 
work in the production or utilization 
of calcium carbide and acetylene gas, 
during the 40th annual convention of 
the International Acetylene Associa- 
tion April 10-12 in Milwaukee. 
| Mr. Voss, advisory superintendent 
| of the tank and plate shop at the 
Allis-Chalmers plant, became one of 
the earliest and most enthusiastic ad- 
vocates of the oxy-acetylene process 
| for both welding and cutting of metals. 

He is nationally known for his con- 
| stant leadership in the investigation, 

sponsorship and teaching of various 
| metal-working techniques utilizing the 
| oxy-acetylene flame. 


ie a 


GIVES YOU A - 
COMPLETE LINE OF ‘4Q, 


* PILLOW BLOCKS 








AHLBERG BEARING COMPANY 


| F. B. Stiles (standing) and George Evans, 
| both of Andrew Cowan & Co., Louisville, 
3025 W. 47th STREET fod site Velo mm S41, [el b) are all set to go out and get a full quote 


' of sales before the luncheon gong 


Manufacturers of Ball Bearings 
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-aningg Most Month... 


LUNKENHEIMER 
ANNOUNCES... 








for the 

(right) 

achinery 

he other 

ft) and A NEW AND DOMINANT ADVERTISING 
SERIES TELLING INDUSTRIAL VALVE 
BUYERS ABOUT LUNKENHEIMER'S .. . 

> long- | 4 f y 

etylene 

ve the 

medal, YOU know as well as we do that the ultimate ''cost" of 

anding a valve cannot be figured on invoice price alone... 

sane but, by the same token, WE know as well as you do that 

 tiogpe often the hardest job for a salesman is to convince a 

ssocia- tough prospect that the saving a valve can show on 

ie. servicing and maintenance costs represents an economy 

Agere factor that's second to none. 

« e 

ane of i Believing that we can help you most by focusing the 

wocess it attention of buyers on the engineered superiority of 

metals. MONTHLY SALES BOOSTING Lunkenheimer products, we are inaugurating this new 

S$ con- campaign to appear in leading publications reaching 

te MESSAGES WILL REACH your customers and prospects, taking as the theme for 
each advertisement a phrase which we know you will 


ing the 4 
q PRACTICALLY ALL THE agree aptly applies to Lunkenheimer valves: "COR- 


SPECIFYING AND BUYING RECTLY ENGINEERED . . . IN THE RIGHT PLACE”. 


This campaign will highlight the visible, easy-to-demon- 
AUTHORITIES IN ALL strate features of the different types of valves which 


' : ae 4 
MAJOR INDUSTRIES actually play a part in providing the longer, better and 


lower cost performance which assures greater all-over 
economy. Here then, is a campaign that you can really 


ESTABLISHED 1862 capitalize on in your personal selling . . . so “brush up” 

THE Co. on the design and construction features of the entire 
LUNKENHEIMER = Lunkenheimer line, so you'll be prepared to literally 
CINCINNATI, OHIO. U.S.A. “take a Lunkenheimer valve apart’ and put your finger 

NEW YORK CHICAGO on the “engineered superiority" which we'll be talking 


ee ae about each month in our advertising to the trade. 
EXPORT DEPT. 318-322 HUDSON ST., NEW YORK 


SELL | OO ATY Y-SELl LUNRENHEIMER 





Evans, 


ce f (remedy Enaimecrd’ Valves 


uisville 
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THIS MARK ON EVERY TANG 





Swiss Pattern Files Made in U. S. A. 


SATISFACTION 


for your 


CUSTOMERS 
PROFITS for YOU 


The longer life and keener filing edges 
of AMERICAN SWISS SWISS PAT- 
TERN FILES ASSURE satisfied cus- 


tomers and repeat orders. 


AY 
. AN’ 


ON 


Every file rigidly inspected for shape, 
cut, size and hardness and guaranteed 
for performance. 


SWISS PATTERN are the only type 
of files we manufacture —more than 
2500 different sizes, shapes and cuts. 


There is an AMERICAN SWISS FILE 
to fit the most intricate filing job. 


Backed up by our 100% Distributor 
Sales Policy. 





AMERICAN SWISS FILE & TOOL CO. 


400-416 TRUMBULL STREET, ELIZABETH, N. J. 


Also Manufacturers of Mechanics’ Hand Tools and Knurls 
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Feminine hands make light the work in many 
an office. These four girls in the E. A. 
Kinsey Co., Cincinnati, office help make the 
wheels run smoothly. Left to right: Pa- 
tricia Delaney, Anna Hedger, Esther Conner 
and Virginia Menzer 


Dayton Announces 
Appointments in East 


The Dayton Rubber Mig. Co. an- 
nounces the appointment of Charles 
S. Harper, Jr., and J. A. Denholm, 
Jr., as members of its eastern sales 





Charles S. Harper, Jr. J. A. Denholm, Jr. 


organization, with headquarters in 
New York. 

Mr. Harper, because of past sales 
engineering experience, is ably fitted 
for sales engineering work on indus- 
trial V-belts. He will represent the 
the company in metropolitan New 
Jersey and lower New York state 
area. 

Mr. Denholm, a graduate of Har- 
vard Engineering School, was for- 
merly connected with the Carrier Cor- 
poration for twelve years, holding 
positions such as research engineer, 
general purchasing agent, as well as 
assistant supervisor of construction 
work. 

Mr. Denholm will work directly out 
of Dayton Rubbers’ New York office. 





ei a F 


= ee Oa 


~ ae 


ane Se 





) many 
E. A, 
ike the 
+: Pa. 


~ 
~onner 








ne 


GOULDS PUMPS Inc. 


ATLANTA BOSTON, CHICAGO HOUSTON, NEW YORK PHILADELPHIA PITTSBURGH, TULSA, Representatives in all Orincipal-Citre 
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ustomers would rather! } 


SELL THE STEEL THAT EVERYBODY KNOWS 


Manufacturers, mechanics, farmers, housewives—all know the familiar U-S-S trade-mark . . . 
and recognize it as a mark of steel quality. During 1940, U-S-S magazine advertising totalling 
close to 130,000,000 impressions will urge your customers to buy products bearing the U-S- 5S 
Symbol. Make this advertising yours by selling U-S-S Products. 








uy TRADE-MARKED STEELS 


That’s why the extra promotion behind the 
U-S:S Symbol makes better business for you 


TEEL users want to know what they 

are buying. Offer a customer U-S-5S 
Steel at the same price as a little-known 
steel and see which one he will take. 
Youcan sell U-S-S Steel Products easier 
because we put more sales push behind 
them to make them better known. 

Mill supply houses selling U-S-S 
products are backed up with three dif- 
ferent types of sales promotion activity 
—a liberal amount of trade literature, 
an extensive industrial trade paper cam- 
paign direct to your customers, and a 
strong consumer campaign through na- 
tional magazines, moving pictures and 


results? Last year several hundred man- 
ufacturers, in over sixty different classi- 
fications used six million U-S-S Labels 
on steel products. They’ve found their 
goods sell faster when they carry this 
mark. 

This means more business for you 
when you sell the complete U-S-S line. 
Thousands of products which formerly 
were made from any steel are now being 
made from U-S-S Steels. Are you get- 
ting your share of the business? 

Che ck the produc ts listed here. May- 
be you’ve been missing sales that could 
have been yours. We’ iI gladly send you 


exhibits. 


complete information about our prod- 
Is this extra promotion bringing 


ucts or promotional program. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York 


US'S MILL SUPPLY PRODUCTS ae ce 


MERCHANT BARS 

COLD FINISHED STEEL BARS 
PLATES 

STRUCTURAL SHAPES 

HOT ROLLED SHEETS 
‘COLD ROLLED SHEETS 
COPPER STEEL SHEETS 


GALVANIZED SHEETS 

TIN. PLATE 

STEEL MINE TIES 

NAILS AND SPIKES 

WIRE ROPE AND FITTINGS 
ELECTRICAL WIRES AND CABLES 
OTHER STEEL PRODUCTS 
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J-M PACKINGS « GASKETS 


MILL SUPPLIES © APRIL, 1940 








Three competitors snapped at a recent 
Philadelphia industrial exhibit—J. R. White, 
vice-president, McArdle & Cooney, E. J. 
Ball, vice-president, Hajoca Corp., T. J, 


| Williams, general manager, Ford & Kendig 


Co.—all Philadelphia supply men 


Vonnegut Plans Expansion; 
To Erect New Building 


Officials of the Vonnegut Hardware 
Co., Indianapolis, have announced that 
construction will begin soon on a 
wholesale salesroom in Missouri street, 
between Maryland and Pearl streets. 
This move was undertaken, according 
to its officers, because of an increase 
in industrial business and in an effort 
to serve customers better. 

Franklin Vonnegut, president, said 
the new two-story structure will cost 
approximately $300,000. It will have 
a full basement and will be constructed 
of steel and concrete. The new build- 
ing will have a frontage of 241 feet 
in Maryland street and will be on a 
lot 300 by 195 feet. Parking space 
for 80 cars will be provided by set- 
ting back the structure on two sides. 
A spur track of the C.C.C.&St.L. 
railroad will serve the building on the 
Missouri street side. 

Construction work on the new proj- 
ect is expected to start sometime be- 
fore May § 


On March 2, Black & Decker held a sales 
meeting for Tay-Holbrook, Inc., San Fran- 
cisco. Bill Greer is shown talking to the 
salesmen on the general line 
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NICKEL 


Economical use of these alloys for 
hand tools emphasizes their advan- 


on peel tages for power equipment parts 


time be- Stresses and shocks take their toll even of 


hand tools. Cutting edges are dulled. Wrenches, 
pliers, hammers and such tools are damaged. 

Handles and shanks are broken as a consequence, 

so industry today is turning more and more to 

the use of Nickel alloy steels. 

Light in weight, hand tools of Nickel alloy 
steel possess toughness, rugged strength, and 
excellent heat-treating qualities. They outlast 

hand tools of other materials many times over. 
They are more economical to use and maintain, 
and lower in ultimate cost. 
The forces that destroy hand tools also shorten 
the life of power-operated equipment. Multiplied 
a hundred-fold, wear, high stresses and heavy 
shocks are constantly imposed on moving parts. 
The need for metals that will withstand this pun- b 
ishment is therefore proportionately greater. 


/ 


The Nickel alloy steels possess in high degree 
the qualities required. Economical to use for 
hand tools, they also assure for machinery parts 

durability and longer life. Consultation on prob- 


eld a sales | : a 
ems involving their application is invited. 


San Fran- 
ing to the 


1. These wrench sockets, manufactured by 
Plomb Tool Company, Los Angeles, are 
made of Nickel-molybdenum steel. 


2. Dinging hammers and small ball pean 
hammers of various types, manufactured by 
Plomb Tool Company, Los Angeles, are made 
from Nickel alloy steels. 
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3. Bridgeport Hardware Company wrenches of 
$.A.E, 4650 Nickel-molybdenum steel. 

4. Nickel alloy steel heavy duty screw driver 
made by Stanley Tools, New Britain, Conn, 

S. Various types of heavy-duty pliers and pincers, 
manufactured by Wm. Schollhorn Company, 
New Haven, Conn., from Nickel-chromium steel. 


THE INTERNATIONAL NICKEL COMPANY, INC., NEW YORK, N. Y. 
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$] 14-50 


No. 1375-H Bench-type 17" 
High Speed Delta Drill Press 
with No. 2 Morse Taper 
Spindle and Production Style 
Bench Base. 





No. 1370 Floor type 17” "'Slo- 
Speed" Delta drill press with 
No. 2 Morse Taper Spindle 
and Standard Tilting Table. 





No. 1555—I7" Four Spindle "Slo- 
Speed" Drill Press, with No. 2 Morse 
Taper Spindles. Available in High 
Speed or with '/2 inch Jacobs Chucks. 
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No. 898 Floor Type 
14" High-Speed Delta 
Drill Press with '/2 inch 
Jacobs Chuck and 
Standard Tilting 
Table. 


$59.85 


No. 1011 Bench 
Type 14" High- 
Speed Delta 
Drill Press with 
Vy inch Jacobs 
Chuck and Pro- 
duction Style 
Bench Base. 


nthe Day... 
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For hundreds of factories all over the country by 
enabling them to reduce costs and speed up drilling 
and tapping operations without a heavy investment. 
Alert mill supply distributors have built up their sales 
by getting many shops to use these Delta drill 
presses in batteries of from five to twenty on straight 
production work, in addition to using them in the 
toolroom and general machine shop. They can be 
installed in a few minutes anywhere they are needed, 
can be used to supplement multiple-spindle machines 
where additional spindles are required, can be adapted 
easily and cheaply for special operations, replacing 
expensive single-purpose machines. 


Then, too, in addition to their use as standard drill 
presses, the heads, columns and flanges, of these 
machines may be sold as separate units so that special 
set-ups can be made. Their low cost makes them more 
economical than anything that can be made up in 
the toolroom or machine shop. The heads can be used 
in any position, vertical, horizontal or angular, because 
their self-sealed ball-bearing construction eliminates 
all lubrication problems. 


TIE-IN WITH NATIONAL CAMPAIGN 


Full pages and double page spreads featuring these Delta drill 
presses are appearing in a large number of leading trade publica- 
tions—covering all principal fields of manufacture. Get behind 
these outstanding drill press values—feature them to your trade— 
and get your share of this profitable business. 


DELTA 


MANUFACTURING COMPANY 


645 E. Vienna Avenue 


_ Milwaukee, Wisconsin 






-DUFF-NORTON 


Automatic 
Lowering 
Jack, ideal for 
low loads in 
cramped 
quarters, as 
well as normal 
loads. Sizes, 
5 to 20 tons. 





Available in 
38 standard 
sizes, the 
Duff-Norton 
Ball Bearing 
Jack Screw 
finds a host of 
applications in 
ev ry factory 
and mill. 









A powerful 

Ball-bearing 
jack for extra 
heavy-duty 

service 
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JACKS 


Everywhere your salesmen call, there is 
a market for Duff-Norton jacks. All types 
of industry, from the small factory to the 
huge steel mill, need jacks. And from 
the complete Duff-Norton line you can 
offer the particular types best suited for 
each prospect. 

Right now is a good time to go after this 
business. With production at a high level, 
every mill, every factory has more pushing, 
pulling, lifting, lowering to be done. Equip 
your salesmen with a sample Duff-Norton 
so that they can show their prospects the 
built-in quality that has made Duff-Norton 
the accepted line everywhere. 


= cory 
Send for a 


supply of these 
A handy jack for pushing apart handy 
or pulling together structural Duff-Norton 
members, machinery, walls, etc. 
Can be used with chains and 
cables. 


Jack Catalogs 
today. Ask for 
Catalog #113. 


THE DUFF-NORTON MANUFACTURING CO. 


“The House That Jacks Built’’ 
PITTSBURGH, PENNA. 
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| Calif. 


| of the business. For the past 16 years he 











Elton E. Hey, who recently became sales 
manager of the industrial Division of the 
Union Hardware & Metal Co., Los Angeles, 
He has been connected with that 
company for 22 years, starting as office boy 
and going through most of the departments 


had been salesman calling on the industrials 
in the Los Angeles territory 





Files and Rasps Simplification 
Approved by Industry 


The current revision of Simplified 
Practice Recommendation R6, Files 
and Rasps, has been accorded the re- 
quired degree of acceptance by the 
industry, and becomes effective April 
1, 1940, according to an announce- 
ment by the Division of Simplified 
Practice, National Bureau of Stand- 
ards. , 

The simplification of files and rasps 
was first undertaken by the industry 
in coaperation with the War Indus- 
tries Board in 1918. At that time the 
number of varieties was cut from 
1,351 to 619, a reduction of 54 per- 
cent. The current revision brings 





the number of stock varieties down 
to 377, only 28 percent of the number 
of varieties produced before 1918. 


While a sign painter puts new gold letters 
on the door of Factory Supplies, Rockford, 
lll., these three stepped outside to give it 
the once over. Left to right: B. O. Schmal- 
ing (Factory Supplies), J. H. Steffensen § 
(Boston Woven Hose & Rubber) and A.D. 


Carlson (K. O. Lee & Son) 
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DROP FORGED STEEL 


MEIER VALVES 


tr 
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UNION 
BONNET 


THUY Te 





Ores 


TYPE 


VS curcx HOW MUCH MORE YOU GET in these new 
Vogt, union bonnet type, globe Meter Valves... available 
in one-quarter, three-eighths and one-half inch sizes. 

O Hexagon body ends for easy line assembly. 
© Ground joint between body and bonnet. 
© Stem can be easily reground or replaced. 

Valve can be repacked under pressure. 


Recommended for 900 Ibs. W. P. @ 750 Deg.F. 
or 1500 Ibs. non-shock cold working pressure. 


© Furnished all-carbon steel or all-stainless 
steel to suit operating conditions. 


: 
: 
bE 








These valves are especially suited for applications in‘ oil 
refineries, power, chemical, refrigerating and related indus- 
trial plants where close, dependable regulation is important. 





HENRY VOGT MACHINE C0O., Inc., Louisvi1te, Ky. 


NEW YORK - PHILADELPHIA - CLEVELAND . CHICAGO : DALLAS 





ae 
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For fast, easy-to-make sales 
that stick, show this newest 


steel tape sensation! Lufkin 


Chrome Face Steel Tapes are 





not only easy: to read (with 





ro F 2, tL LA LL, 


jet black markings on salin- 
chrome background) — but 
-hey appeal to the men who 
want durability too. Made of 
metal throughout they are 
more serviceable than any 
other tape of this kind. The 
smooth, chrome plated surface won't 
rust, crack, chip or peel and is easy 


to clean. 


The “Anchor” model shown here is 
beautifully finished in a genuine 
leather, hand-stitched case. The 
“Leader” model, in imitation leather, 
retails at popular prices. 


Wd thik 


SAGINAW, MICHIGAN . New York City 





TAPES - RULES . PRECISION TOOLS 
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Order builders of the Flexible Steel Lacing Co. got it all talked over in a recent sales 
meeting held at the firm's plant in Chicago 





Sponsored by Neill-LaVielle Supply Co., a motion picture on impulse steam traps was 
presented before the Louisville Power Engineers. J. S. Fanning, of Yarnall-Waring, was 
on hand to help out the presentation 





Beals, McCarthy & Rogers, Buffalo, N. Y., made effective use of trade paper advertise- 
ments in this window which featured products of the Abrasive Company during February 





Link-Belt district representatives from all parts of the United States and Canada gathered 
at the Palmer House, Chicago, April 1-3 for a sales meeting. The conference was directed 
and supervised by G. W. Ostrand, general manager of the Caldwell-Moore plant, and 
J. E. Martin, manager stoker division 


MILL SUPPLIES © APRIL, 1940 








ee 











a. 3S ae 


In Texas—as elsewhere— 
it is significant how many 
successful distributors find 
it profitable to issue Don- 
nelley- compiled catalogs 


edition after edition. 


R. R. DONNELLEY & 
SONS COMPANY 


350 E. 22nd St., Chicago, Ill. 














@ DALLAS 


Ss @ LUFKIN 


AUSTIN @ ~ Ss 
& BEAUMONT @ 





®SAN ANTONIO HOUSTON 
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Not just a few, but 


EVERY PLANT'S A 
PROSPECT FOR THE 
DESMOND LINE OF... 


ARE AL AAA 


DRESSERS, 
CUTTERS 
and 
SIMPLEX STEEL 
SLIDE VISES 


@ These lines open a sales door 
for you in industrial plants and 
insure you satisfactory profits and 
repeat business. 





SIMPLEX STEEL SLIDE VISES 


From the complete line of Des- 
mond Dressers and Cutters you 
can supply the proper dresser for 
all of your customers grinding 
wheels, to keep them fast cutting 
and accurate. 





DESMOND HEX DRESSER The exclusive 100% solid steel 


slide in Simplex Vises enables you 
to give your customers a stronger 
and more serviceable vise at no 
extra cost. 


National advertising, sales helps 
and jobber co-operation are yours 
when you sell the Desmond and 
Simplex lines. Write to-day for 
full information. 











DESMOND 
HUNTINGTON 
CUTTERS 






DESMOND 
HEAVY DUTY 
DRESSER 





DESMOND 
DIAMO-CARBO 
DRESSER 


——— > 
en 


DESMOND-STEPHAN MFG. CO. 


URBANA OHIO 


DESMOND HUNTINGTON DRESSER 
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They get hungry and take time out for lunch 
at Link-Belt, too. At least that's what Faie 
A. Hurd (left) and G. Walter Ostrand, sales 
manager and general manager of the Cald- 
well-Moore Division, respectively, led us to 


believe when we spotted them scurrying off 
at noontime 


Employee Honored on 
50-Year Service Record 


When Fred H. Rawlings recently 
completed 50 years of continuous em- 
ployment with the Albany Hardware 
& Iron Co., Albany, N. Y., his fellow 
employees left their respective jobs 
to honor him and to witness the pre- 
sentation of a gold watch and chain 
which had an appropriate inscription 
engraved on the case of the watch. 
Presentation was made by W. C. 
Dearstyne, president of the company, 
in behalf of his fellow workers. 

After all the officers of the com- 
pany had congratulated Mr. Rawlings, 
some of the girls of the office pro- 
ceeded to cut the large cake from 
which everyone was served. Cigars 


for the men and candy for the girls 
topped off the occasion. 





"North of the Border,” just barely. A bunch 
of the fellows at Hazard, Gould & Co., San 
Diego, Calif. From the left: Charles Pritch- 
ard, Arthur Andrew, Gartz Gould, Fred 
Blecksmith, "Chick" Harris and Harold Snell. 
All are salesmen of the company with the 
exception of Mr. Andrew, who is manager 
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“DELIVERED 
<i IN 13 DAYS 
ee | SEND THAT GID. INSTEAD OF 
Foie | GREENFIELD 
| : 
caf ORDER 
cat AIR MAIL’ 
ently 
em- 
ware 
job _ ~~ - — 
aed ' THAT KIND , i dy Any manufacturer can ship from stock-— 
— } OF SERVICE ( \ 7 li the real nanos test comes when the 
nich. * mB) coe HH goods are special and have to be made 
we. 15 BUILDI NG aan ase while the customer waits. 
oa v 2 
com- (MY BUSINESS ¥, Take a recent sizable order for special 





ings, va reamers. The G.T.D. Greenfield distribu- 
pro- ‘ : 
from tor was able to promise 13-day delivery 
_ as against 6 weeks by a competitor. Na- 
girls 


turally, he got the job—and more im- 


eomgperrers: mero 


portant, got a new customer. Compare 
“Greenfield” service with competitive 
tool manufacturers any time, and see one 
of the reasons why the most aggressive 
distributors swear by G.T.D. Greenfield. 


Greenfield Tap & Die Corporation - Greenfield, Mass. 


Detroit Plant: 2102 West Fort St. Warehouses in New York, Chicago, Los Angeles and San 
Francisco. In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 


>unch 
, San } 
ritch- i 
Fred ' 
Snell. a 


h the 


nager 





TAPS - DIES » GAGES - TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS \ 
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ROPER PUMP MAN WILL HELP 
YOU INCREASE YOUR PUMP 


SALES 





Thick or thin — acids or 
alkalies corrosive or com- 
bustible there is a ROPER 
that can handle practically 
any clean liquid. MHere’s a 
partial list: 


Alcohol 
Asphalt 
Benzine 
Bleaches 
Brine 
Catsup 
Chemicals 
Chocolate 
Cocoanut Oil 
Creosote Oil 
Cutting Compounds 
Distillate 
Drugs 

Dyes 

Fuel Oil 
Gasoline 
Glucose 

Ink 
Kerosene 
Molasses 
Paints 
Soap 

Soup 
Turpentine 
Varnish 
Water 


We have pumps standard 
fitted, bronze fitted and all 
bronze . . . capacities from 1 
to 1000 gallons per minute 

. pressures up to 1000 Ibs. 

. speeds from 1800 R.P.M. 
down - mountings and 
drives for every practical 
need. 











In practically every important sales center 
there is a Roper pump man to help Mill 
Supply Distributors build up their pump 
sales. Lester Hyde covers New York 
City, upper New York State and upper 
New Jersey. He's on the job to serve 
you—he's been doing it for more than 
nineteen years his experience and 
mechanical knowledge are most valuable 
—he is backed by this large organization 
with 83 years of pump building experience. 
Get acquainted 
with the Roper man 
in your territory— 
it will pay you— 
depend on him 
more and more in 
your selling 


Write today for your copy of “You Don’t 
Have to be an Engineer’. It shows you 
how to compute suction lift and discharge 
head; estimate horsepower; figure pipe 


friction and install rotary pumps. 


ROPER Kta.~ DUMPS 


DEPENDABLE 
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| Hayes Appointed General 
| Sales Manager of Coffing 


F. W. Coffing, president of the Cof- 
fing Hoist Co., Danville, Ill., has an- 
nounced the appointment of Harry N, 
Hayes as general sales manager. At 
the same time he regretted to state 





HARRY N. HAYES 


that his son, James R. Coffing, is leav- 
ing to enter a new field. 

Mr. Hayes, who has been 
sales manager in the Chicago area 
for the past four years, brings to his 
new position a wealth of experience 
in the field and a splendid background 
of mechanical training as an expert 
machinist and tool designer. For a 
number of years before joining Coft- 
fing he covered Chicago area and 
South Central territory, with head- 
quarters in Dallas, for Columbus-Mc- 
Kinnon Chain Corp. and Chis} 
Moore Hoist Corp. 

He will make his headquarters at 
the new, modern Coffing plant in Dan- 
ville which officially opens the latter 
part of April. This plant has the 


district 


1olm- 


added advantages of increased manu- 


facturing facilities as well as more 
than double the floor space in the old 
plant. 

Friends of Jim Coffing will be glad 
to know 


that he has returned from 

Florida fully recovered from his re- 

cent illness and his many friends 

wish him every success in his new 
venture. 

P 
J. Ross Bates Dies 
J. Ross Bates, for the past nine 
years New Yoftk district sales man- 


ager for Shaw-Box Crane & Hoist 


Div., Manning, Maxwell & Moore, 
Inc., died March 12, 1940, after 
week’s illness. 








NT Pee 





SIDE 





Dependable 


To deliver—unfailingly 
and on schedule. That's 
dependability . . . It's 
solely on that kind 
of a reputation that 
JACOBS CHUCKS are 
selected to do most 
of the world's tool 
holding. 


WA 
— 


THE JACOBS 
MANUFACTURING 
COMPANY 


HARTFORD 
CONN., U.S.A. 


1 s- 
IF IT'S A 
IT HOLDS! * 
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THE COMPLETE LINE OF: 
WH EER BARR OW'S 
CONCRETE CARTS * DRAG 
SCRAPERS * MORTAR MIXING 
BOXES - COAL & COKE WAGONS 


Jackson Type 
M-ti with pneu- 
matic tire — the 
only barrow with 
tray having dou- 
bie folded corners 
and three thick- 
nesses of steel at folds. 
Practical — Rugged — 
Rigid. Available also 
with steel wheels. 






Jackson Type 
M-3'2. M-4 and 
M-8 Contractors 
Barrows with 
round fronts. 
Tray pressed 
from high car- 
bon steel sheets, 
reinforced with 
steel rods in 
edges. Riveted 
channel legs with 
heavy steel shoes. 
Heaped capacities 32, 4 and 4% 





cu. ft 


SELL THE JACKSON LINE— 


profitably—in an active market 


JACKSON offers you an opportunity to meet all 
requirements of your industrial contractor, utility, 
highway department, roadbuilding and other cus- 
tomers who are looking for equipment which will 
stand up in service and which is right in price. 


You can depend on Jackson for value, high qual- 
ity and prompt service. 


Have you details of the Jackson sales proposition? 


Investigate now. Send for the new Jackson 
catalog. 


Jackson Steel Mortar 
Mixing boxes—formed 
from single sheets— 
rigid. Made in three 
sizes from 60 to 106 
inches long, 32 to 48 
inches wide, I! inches 
deep. 





Jackson Type 4 Con- 
crete Cart with drop 
axle, pneumatic tires 











On January |, Charles H. Priest, for many 
years president of the Los Angeles Heavy 
Hardware Co., Los Angeles, Calif., retired, 
and his son, Charles H. Priest, Jr., (left) ad- 
vanced to the presidency. Donald Priest, 
(right) a brother of Charles, is secretary- 
treasurer. The business was incorporated in 
1909 by the elder Charles Priest. His son 
has been with the company 24 years 





Cleveland Rock Drill 
Officer Is Dead 


George H. Hall, secretary and sales 
manager of the Cleveland Rock Drill 
Co., Cleveland, and one of the found- 
ers of the concern, died on March 7, 
1940 of a lingering illness. In addi- 
tion to his connection with the Cleve- 
land Rock Drill Co., Mr. Hall was 
treasurer of the Cleveland Pneumatic 
Tool Co. of Canada and a director of 
the Cleveland Hardware Co. 

Mr. Hall’s work in the Rock Drill 
concern will be handled by Russell R. 
Morgan, treasurer, and for fifteen 
years its assistant secretary and as- 
sistant sales manager. 








C. F. Hotchkiss, Jr., president Stow Mfg. Co.. 
Binghamton, N. Y., contemplates some fig- 
ures 





MILL SUPPLIES ¢ APRIL, 1940 








ee eee 


eRe 





LTE TR TL Te rae 


ee 


opener 


AH IO 


Mae ached ae 
































The Products 
plus the Policy 

















: MONOBELT 

FLEXOTYPE ALEXANDER LEATHER PRODUCTS are manu- 

. 

3 . . 

4 TENTACULAR factured for every industrial purpose. They are sold 
> many : 
Heavy Seer ae on a definitely modern merchandising plan which 
etired ; 

Chrome Leather Belt a : 
> aes : enables distributors to operate on reduced inven- 
a -ROUND BELTING 
oy a . tories and so benefit from a higher ratio of profit. 
‘ a Sewing Machine Belt 
iS Son 

TWISTED BELT ° ° 

Alexander products are nationally advertised and 
- t LEATHER LINK BELT ; 

; have enjoyed enviable consumer acceptance for 

CUP PACKINGS 

‘ many decades. 

"*U'' PACKINGS , 
sales . 

Drill : VEE PACKINGS : . 
yund- These two features result in quick turn-over from a 
ch 7, | FLANGE PACKINGS 
addi- 5 smaller investment. All Alexander Brothers dis- 
leve- ; GIN CRIMPS 

_— 2 i - ‘cordingly. 
matic | Ce tice tributors profit accordingly 
Ir of ‘ 

~ LACE LEATHER , : 
Drill =f Remember: Every item bearing the Alexander 
ll R. TEXTILE LEATHERS 
tteen ] a satic 1 
| : ! abel is guaranteed to perform satisfactorily. Com- 
a- fl LEATHER HOOF PADS ” | , 

heathse’ Speciatties pare Alexander products and their policy. You may 

H i . . . . . . 

| HYDRAULIC LEATHER obtain information relative to distributorship by 

: CURRIED LEATHER addressing the home office in Philadelphia. 

' Alexander Beltiube 

BELT CEMENTS 
Co., 
fig- 
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ce THE HIGH 

pr ore re 
PRODUCTION 
COSTS 
With 
MULTI-SPEED 
BUFFER AND 


POLISHER 



































VERY minute gained 

in production speed 
means that much more 
profit on the job . . . and Model 
No. 95 is here to show you how. 


¥ 


Shift the lever . . . four positive 


speeds are at your finger-tips . . . No Belts 
all available on alternating current. No Pulleys 
Model No. 95 is built with giant FOUR 
strength to turn out a mighty big 

day’s work. Simple. Practically SPEEDS 


no vibration. Motors built to 
N.E.M.A. standards for continu- 
ous service. Four heavy duty 
bearings. Push button control. 
Motor cannot start when gears 
are not in mesh. 


Lever Shift 


Keep Catalog No. 52 at your elbon 


Gear Drive , : 
for money-saving equipment 


Transmission 





THE U. S. 6-POINT 
CERTIFIED 

DISTRIBUTOR PLAN 

1. Full line 4. Protection 


2. Super-Quality 5. Good Profit 
3. Economical Price 6. Sales Aid 









For sales and profit 











THE UNITED STATES .“c=y° ELECTRICAL TOOL CO. 


2 


NN ( Ze 
INCINNATH, =A << — OHIO, U.S.A 





D. E. Berkley knows the flour mills inside 
and out. For a number of years he has 
served as plant superintendent for various 
flour mills in the mid-west. On March |5 he 
joined the Essmueller Mill Furnishing Co., 
St. Louis, as salesman and flour milling expert 


Ad Campaign Sells 
Distributors to Industry 


We wish to call to the attention of 
distributors and their salesmen, the 
advertisement on page 133. 

This is one of a series of advertise- 
ments Mitt Suppiiges has been run- 
ning in “Advertising & Selling”—a 
periodical read by sales and advertis- 
ing managers of manufacturers and ; 
their advertising agencies. x 

The purpose of the campaign is to 
sell more manufacturers on the idea 
of distributing their products through 
industrial supply houses. 

Thus, Mitt Supplies represents 4 
the interests of all industrial distrib- ; 





utors—in working to eliminate direct 
selling competition and_ directing 
greater volume through supply houses. 








Out in Bettendorf, la., these men keep things 
humming at Micro-Westco, Inc. They are, 
left to right, C. D. Heiser, advertising man- 
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ager; Lee F. Wernentin, sales manager and 
| H. L. McNally, assistant sales manager 
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L. F. Ryan, G. J. Vigeaut, and Fred Snyder, 
Jr., man the Lubriplate exhibit at the Phila- 
delphia Purchasing Agents industrial show 


Geismar, National Supply 
President, Is Dead 


John A. Geismar, president, Na- 
tional Supply Co., Toledo, Ohio, died 
in that city on March 5. He was 
61 years old. 

He started to work for National 
45 years ago as an office boy. Last 
April he was elected president of the 
company, which, in addition to its 
supply business, engages in extensive 
manufacturing activities. 

Mr. Geismar became a clerk in 
1901 and later served as general man- 
ager and vice-president before being 
elected president to succeed J. M. 
Wilson of Pittsburgh, who is now 
chairman of the board. 


Hygrade Leases Plant Space 


F. J. manager of 
the Hygrade Lamp Division, reports 
that negotiations have been completed 
with the United Shoe Machinery Co., 
to lease two of the buildings of the 


plant known as “Ipswich Mills,” I; 


Healy, general 


)- 


swich, Mass., containing 69,000 square 


feet of floor space, for the manufac- 
ture of Hygrade “Miralume” fluor- 


escent lighting units, formerly made 


at the Salem, Mass., plant. 





Snapped at Weed & Co., Buffalo, N. Y., are 
Sid Hughes, salesman, J. T. Sellers, assistant 
sales manager, Mawritz Mantz, Reed Manu- 
facturing Co. and Earl Johnson, sales man- 


ager of Weed & Co 











Pipe Fittings 
that help you get 


repeat orders 


ENNEDY Cast Iron Flanged Pipe Fittings, Malleable Iron 

Screwed Pipe Fittings, and Bronze Screwed Pipe Fittings enable 
pipe fitters and machinists to make records in connecting up pipe lines 
quickly, accurately and without make-over. Their sound, flawless 
metal, their accurate machine work, and their true alignment of 
flanges and threads, all help to speed up pipe fitting jobs and assure 
satisfactory workmanship. 


These are some of the reasons why Kennedy Fittings sell easily and 
earn repeat orders. The large Kennedy lines include straight and 
reducing sizes for all standard requirements, and the extensive facili- 
ties of the two Kennedy plants assure prompt shipment of orders for 
any quantity. 

It will pay you to stock and recommend Kennedy Pipe Fittings to 
your trade. 


The Kennedy Valve Mfg. Co, Elmira, N. Y. 


Warehouses and Representatives in Principal centers 


KENNEDY 


VALVES~PIPE FITTINGS 
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DISTRIBUTORS 





% The growing number of Paasche distribu- 
tors are getting plenty of action and results. 
This most complete, modern line of airpaint- 
ing and finishing equipment is putting profits 
into the pockets of mill supply men from 
coast to coast. 


You'll get plenty of action too, when you tie 
up with Paasche. It's the preferred line to 
sell—a pioneer in the design and correct ap- 
plication of airpainting equipment. 


And you'll get ready acceptance from indus- 
trial users everywhere—for Paasche is well 
and favorably known. There are tre- 
mendously wide markets for new and replace- 
ment sales. 


Paasche men know how to cooperate. They 
will help you hold interesting sales meet- 
ings that produce immediate business for 
you—they will work with your salesmen en- 
thusiastically and resultfully. 


Our new display cabinet will stimulate 
counter sales and attract new customers. 
Our new catalog helps you serve and sell. 
You get attractive profits, quick turnover and 
volume sales with Paasche equipment. Get 
the details, 








AIRPAINTING 
EQUIPMENT 


Paasche Airfinishing 
Booths in all types and 
sizes: Floor Type: 
Shelf Type; Bench 
Type; Wall Ducts; 
Water Wash Booths: 
Ceramic Reclaiming 
Booths; Flock Booths. 










Low 
Pressure 
Reguiator 


Paasche Striping Units are sweet items for any 
jobber. Many repeat sales. One jobber sold 
several hundred nibs in 1939—no sales work 
needed after first sale. 


ES ST SS 








Neary every call a prospect for this syphon cup 
Airpainting Unit. Produces finer faster finishes 
at lower costs. 





Manufacturers of Airbrushes—Aircompressor Units— Airfiniching Booths—Hose Couplings—Oiling Guns—Portable 
Airpainting Unite—Sprayers—Stripers—Ventilating Unite—Water, Oil and Dirt Eliminators. 
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| Ackles Rayl’s New President; 
New Retail Branch Opened 


At a board of directors’ meeting 
on February 13 Burlin H. “Burt” 
Ackles was elected president of the 

| Rayl Co., Detroit. Other officers 
| elected at the same meeting are: Dud- 
ley Campbell, secretary; Edward A. 





BURLIN H. ACKLES 


Vogt, treasurer; H. Ross Mack and 
Joseph Pritchard, vice-presidents. 
Final arrangements were made _ for 
moving the retail branch at 1223 
Griswold street to a modern building 
| at 1149 Griswold street. The move 
was made March -1. 

Burt joined Rayl in 1901 and was 












Other officers of the Rayl Co. who were 
| elected, left to right, standing: Joseph 
Pritchard and H. Ross Mack; seated, Dudley 
Campbell and Edward A. Vogt. 
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assigned to opening incoming freight. 
After a year he went to the builders’ 
hardware department and then was 
transferred to the brass department. 
In 1903 he began filling factory or- 
ders and in 1909, due to the increase 
in factory trade, he began calling on 
customers. So rapid was the growth 
of Rayl’s mill supply business that 
in 1913 a new factory supply and 
warehouse was opened at 228 W. 
Congress street. 

Burt served a_ three-year term, | 
1924-26, as president of the National 
Supply and Machinery Distributors 
Association. In 1924 he was ap- 





Rayl Co. occupies first four floors of this 


modern building as a retail branch which 
opened on March I. 


pointed by President Hoover (then 


Secretary of Commerce) to serve on | 


the Standardization and Simplication 


Committee of the Department of Com- | 


merce. In the spring of 1933 he 


moved one more step. up the ladder | 


when he was made vice-president of 
the company. 

In moving into the new retail 
branch, the general offices and build- 
ers’ hardware department were trans- 


ferred to the Congress Street store. | 


This move was made in order to allow 
fur more room in the retail store and 
to keep all the industrial supplies in 
one branch. 


Gardner Heads Wasmer Sales 


After serving the W. Bingham Co..,° 


Cleveland, for seventeen years, the 
last eleven as steel buyer, Mark A 
Gardner has accepted an appointment 
as sales manager of the Wasmer Bolt 
& Nut Co., Cleveland. 

In addition to his Bingham experi 
nece, Mr. Gardner, a native of Akron, 
has been engaged in the merchandising 
end of the supply business in Akron 


1 


and in Birmingham, Ala. 














| 


| The Complete Morgan 
Line Includes 
. 


Machinists 
Bench 
Combination 
Pipe 
Coachmakers 


Chucking 
& 
Woodworking 
Solid Nut 
Continuous 
Screw 
Quick Action 
Lightning Grip 
e 
Streamline 
Garage 


MORGAN VISE 
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ORGAN 


Semi-Steel 


VISES 


OFFER YOU A 
PROTECTIVE 
DISTRIBUTOR’S 
POLICY 


% The Morgan franchise provides 
alert mill supply men a brand of pro- 
tection that increases earnings and 
merits confidence. Morgan Vises give 
you more to sell—dependability, 
strength, rigidity, and modern design 
—sales features that command the re- 
spect and ready acceptance of users. 
There may be an opening in your ter- 
ritory and we would like the privilege 
of explaining what we have to offer. 


Write! 


OQ), 108-112 W. seFFeRson st. CHICAGO, ILL. 











Lal 7: 



































PLIERS’» WRENCHES » GLASS CUTTERS 
NIPPERS * SCREW DRIVERS + CHISELS 
PUNCHES + WHEEL PULLERS + SNIPS 


e 
Sell "Jool Mileage” 
With ALLOY STEEL 


That longer service rendered 
by UTICA TOOLS is the di- 
rect result of Alloy Steel of 
superior quality, finer crafts- 
manship and rigid inspection. 


Hundreds of tool users 
are taking advantage 
of "TOOL MILEAGE". 
They know from experi- 
ence what longer and 
better tool service 
means. That is why 
the UTICA line 
is easy to sell, 
why it stays sold 
and brings re- 
peat business and 
profits. 


DROP FORGE & TOOL CORP 
NEW YORK 
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Albert C. "Al'' Panhorst, secretary, and 
Clarence Lamers, salesman for Teuscher 
Pulley & Belting Co., St. Louis, are discus- 
sing the new Teuscher Spring catalog. Start- 
ing this year two catalogs will be issued an- 
nually—one in the Spring, the other in the 
Fall 


Detroit Ball Bearing 
Adds Dodge Line 


The Detroit Ball Bearing Co., De- 
troit, has been appointed by the Dodge 
Manufacturing Corp., Mishawaka, In- 
diana, as distributors of their anti- 
friction bearing equipped transmission 
appliances. With this line now sup- 
plementing their other makes and 
types of ball and roller bearing 
equipped appliances, the Detroit Ball 
Bearing Co. has one of the largest 
and most diversified stocks of its kind 
in the territory. 

Along with modern facilities which 
the company has for handling of or- 
ders, they also have their own engi- 
neering department and catalog service 
to further simplify the problems of 
the bearing users. 

Preceding this latest announcement 
several other important moves were 
made by the firm, notably the expand 
ing of operations by the establishment 
of branches in Grand Rapids and 
Toledo. 





| L. E. Shultz joined the E. A. Kinsey Co., 


Cincinnati, sales force on March |. He is 
going to specialize on machine tools. For 
the past twenty years he was associated with 
Pratt & Whitney, the last fifteen of which 
he was sales representative in the southwest 
with headquarters in Houston, Texas 


i 
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"Twenty-four a day are not enough,” said 
J. H. Ruddell, vice-president of the Central 
Rubber & Supply of Indianapolis, as he and 
O. C. Woods (left), assistant sales man- 
ager, diligently dig into the job of com- 
piling a new catalog 


Flexible Steel Lacing Co. 
Holds Sales Conference 


The field sales representatives of 
the Flexible Steel Lacing Co. met 
at the offices of the plant in Chicago 
for a four day conference covering 
every phase of the sale and applica- 
tion of the firm’s products. 

The following representatives, all 
of whom are well known to mill sup- 
ply houses in the territories which 
they cover, were present: 

S. J. Baker, Illinois;:C. L. Ga- 
resche, New Jersey, Pennsylvania, 
Delaware, Maryland and Washington, 
D. C.; J. W. Gillespie, Texas, Okla- 
homa, Arkansas and _ Louisiana; 
George W. Gramer, Michigan, Indi- 
ana, Sennen: Warren B. Paulson, 
Ohio, West Virginia, Virginia; Har- 
old J. Racette, Missouri, Kansas, Ne- 
braska, Iowa; H. Irwin Reinhorn, 
New York state and New England; 

F. Wydeen, Minnesota, Wisconsin, 
North Dakota, South Dakota and Up- 
per Michigan; Austin Webster, North 
and South Carolina, Georgia, Florida, 
Alabama, Mississippi, Tennessee. 

H. J. Beach, president, M. B. 
Beach, vice-president and H. L. Coats, 
secretary and sales manager, dis- 
cussed the problems of production, 
distribution and application in the 
belt fastener business and the repre- 
sentatives were shown the results of 
the extensive research program that 
is being carried on. R. H. Bacon of 
the advertising agency of Kreicker & 
Mel van, Inc., presented the details of 
a comprehensive advertising program 
that will tie in with the sales work 
of supply houses on belt fasteners. 

Representatives from the Pacific 


Coast and Mountain States were not 
present at this general conference as 
in these territories individual confer- 
ences were held last fall. 








































@The particular 
rope in question 
was Plymouth 
Manila and under 
the conditions of 
use, two years’ serv- 
ice could reason- 
ably be expected, 
based on the experi- 
ence of our cus- 
tomer’s replace- 
ment. But the rope 
parted after eight 
months’ use! And it parted not just once but three 
times—with practically no strain on it. Why? 


Well, the customer sent us some sections. Examined 
in the Laboratory, the inside yarns showed small red 
spots and other evidences of mold growth. In this 
particular case severe loss of fiber strength had been 
caused by rotting organisms. “This rope”, our Labora- 
tory said, “was stored wet during the summer in a 
place where air circulation was poor.” 


And the customer said that was true! 
So, if you want to save hard cash by having your 


rope last longer—give it a chance to breathe. Don’t 
store it when it is wet, and when you do store it, coil 


it loosely where there is a free circulation of air. 


‘ 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASSACHUSETTS, AND WELLAND, CANADA 


Sales Branches: New York, Boston, Baltimore, Philadelphia, Chicago, Cleveland, Houston, 
San Francisco 
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Everything has been narrowed down to its simplest 


form. All the material about any given packing is 
grouped on one page — service qualifications are 
clearly indicated—vunique layout arrangement 
instantly spotlights packing construction. 


There are other features too in this latest Belmont 
Catalog. Send for your copy today. It's an invalu- 


able reference book wherever packings are used. 


THERE’S A BELMONT PACKING FOR EVERY SERVICE 


BELMONT 


or oe N G §S 


THE BELMONT Ro & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA 
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Southern Supply House Aids 
Uncle Sam to Control River 


Dixie Mill Supply Co., New Or- 
leans, offers this unspectacular, but 
vital, use for wire rope as their con- 
tribution towards helping Uncle Sam 
control the Mississippi. And, _inci- 
dentally, this accounts for literally 
“miles” of sales for the house. 

The stream seen swirling about the 
jetties in the accompanying picture is 
the Southwest Pass of the Mississippi, 
one of the two passes kept open by 





Photo courtesy Broderick 4 Bascom Rope Co. 


the government for sea-going ships. 
Maintaining these channels is a never- 
ending job of dredging and jetty 
building. 

An interesting detail of current 
jetty extension work in Southwest 
Pass is shown in this “close-up”. 
Piles and cribbing are lashed firmly 
together with wire rope and secured 
with safety clips. Spikes and staples 
ire driven in to prevent slippage in 
any direction. 


| Employee Families Call 





on Dilworth Co's Birthday 


It was not an April Fool’s joke 
when, on April 1, members of the 
families of the employees of J. E. 
Dilworth Company, Memphis, Tenn., 
made a surprise visit on Mr. Dil 
worth, for it was the firm’s 20th birth 
day. They presented him with flowers 
and small gifts, and were taken on a 
tour of the plant. 

It was a grand get-together, and 
an opportunity for the employees’ 
families to see how the members of 
the firm work and to meet each othe 


Thompson Joins Milligan 
G. Stewart Thompson, formerly 
vice-president and sales manager o 
the C. C. Thompson Pottery Co., has 


joined the Milligan Hardware & Sup- 


ply Co., East Liverpool, Ohio, as 
secretary. 

Mr. Thompson is a past president 
of the United States Potters’ Associa 
tion. 
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Ripley Calls Number One 
Fan When in Cincinnati 


When Bob (Believe It or Not) 
Ripley stopped at Cincinnati early in 
February his first thought was to get 
in touch with his number one fan, 
Mrs. Elsie Flagle, telephone operator 
for Wm. T. Johnston Co. 

In labeling Mrs. Flagle his cham- 
pion fan, Mr. Ripley stated, “Mrs. 
Flagle has not only collected all of 
mv articles in book form, but has 
for years been digging up original 
oddities and wonders and_ sending 
them on to me and I have used many 
of them. She is the champion ‘Be- 
lieve It Or Not’ fan and I had the 
pleasure of entertaining her during 
her last visit to New York.” 

And just to prove that her title has 
not been earned in vain, Mrs. Flagle 
was able to assist Mr. Ripley in 
acquiring a prize antique pitcher of 
unusual design from one of Vine 
Street’s small antique shops. This 
shop was closed for the night when 
they arrived, but by snooping around 
the neighborhood stores she was able 
to locate the proprietor whose eves 
popped when he recognized his cus- 
tomer. Needless to say everyone was 
happy when Bob walked out with a 
handsome piece for his famous rath- 
skeller. 

Mrs. Flagle, telephone operator of 
the Johnston Co. for the past four- 
teen vears, can very well lay claim to 
heing one of the outstanding collec- 
tors in the country. Her collection 
ot scrapbooks, all compiled by herself, 
now totals 221. 


Clamp Gets Approval 


The wire rope clamp manufactured 
by National Production Co., Detroit, 
has recently been granted the ap- 


proval of the Underwriters’ Labora- 
tories, Inc., for use on the strongest 
vire ropes. 





This might be labelled "taking unfair ad- 
vantage.” But A. G. Ruddell, president of 
Central & Supply Co., Indianapolis, was so 
wrapped up in his work that at the mention 
of his name this surprised look stole across 
his face 


PUMPS and WATER SYSTEMS! 







































Because every model is — 
right . . . to give you a full sales 
profit! And built right . . . to 


guard your profit against needless 
service expense!! Only Westco 
Pumps have bronze, renewable 
liners .. . they can't rust or cause 
impeller to seize. And only 
Westco give you field-proven per- 
formance . . . backed by over 
135,000 actual installations! 


Built by the originators 
of turbine-type pumps, 
Westco Shallow Well 
Outfits (right) are quiet, 
dependable, easy to in- 
stall. Have only one mov- 
ing part. No belts . . 

no gears... no 
leathers to re- 
place. Can't 
throb or pulsate. 
Capacities to 
3000 G.P.H. 













Westco Deep Well Jet Pumps 
(above) can be installed away from 
well . . . require no lubrication . . 

have no working parts below 
ground. Westco Cellar Drainers 
(left) are bronze constructed ... 
handle 10% to 50% more water! 





Designed for liquid 
transfer, circulation, 
and boiler feed ser- 
vice, Westco Indus- 
trial Pumps (left) 
feature simplicity of 
construction .. . plus 
wide-range opera- 
tion. Patented, re- 
newable liners mini- 
mize shutdown 
losses . . . eliminate 
internal wear on cas- 
ing! Use the coupon 

. we'll send facts. 


FILL OUT AND MAIL NOW! —{{{IIJL! 

















MICRO-WESTCO, ING... = 
~ i a Address = 
27004 State St. Bettendorf, lowa =, State = 
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GREENE, TWEED 


SELF-LUBRICATING 
PACKINGS 


The five Greene, Tweed Packings cover the 
major packing field. This permits the mill 
supply house to handle this line to advantage 
and to give prompt service from stock. 
PALMETTO for steam, hot fluids; PALCO 
for water; PELRO for solvents, oils; CUTNO 
for alkalis; SUPER CUTNO for acids. 


"GREENE, TWEED 


REPLACEABLE FACE 
HAMMER __. 


The BASA HAMMER is the most modern 
renewable face hammer on the market. It is 
perfectly balanced, faces are easily renewed 
yet stay tight in use. Every BASA HAM- 
MER you sell makes a repeat customer for 
rawhide, copper or babbit faces. 


"GREENE, TWEED" 
FAVORITE 
RATCHET WRENCH. 


The FAVORITE REVERSIBLE RATCHET 
WRENCH is finding new users every day. 
Three size wrenches take fifteen combinations 
of hex and square nuts. Here again you will 
enjoy a “razor blade” business of new sockets 
with different nut combinations. 


SEND FOR CATALOG PAGES 


AND PRICE LISTS 
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Callender and Klieves Retire; 
Foreman and Reinhart Take Over 


H. Z. Callender and C. H. Klieves 
who have served Whitman & Barnes, 
Detroit, long and faithfully and, have 
reached the retirement age and were 


E. L. Foreman Earl F. Reinhart 


placed on the retired list as of Janu- 
ary 1, 1940. Mr. Callender covered 
the San Francisco area and Mr. 
Kieves the states of Washington and 
Oregon. 

E. L. Foreman, in charge of the 
New York office and eastern territory, 
has been transferred to San Fran- 
cisco. His territory will consist of 
the Pacific Coast states. Earl Rein- 
hart, vice-president, and in recent 
years serving in the executive offices 
of the company, is now in charge 
of the New York office. 


Joins National Tube 


David T. Marvel, formerly manager 
of tube sales, Timken Steel and Tube 
division of Timken Roller Bearing 
Co., Canton, Ohio, has joined Na- 
tional Tube Co.’s sales organization 
as assistant manager of sales, Ell- 
wood Sales division, Ellwood City, 


Pa. 


Walter Rieman (left) and J. H. “Mike” 
Guthridge, telephone salesmen for Central 
Rubber & Supply, Indianapolis, have looked 
each other in the eye for a long time. But 
both Walt and Mike are so busy taking or- 
ders and checking specifications that neither 
one knows what color eyes the other has 
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Frank Lamkin (right) remembers back 29 
years when he thought a two-phone busi- 
ness was a lot to handle. Today with the 
help of three others he handles four direct 
long distance and six local lines for Von- 
negut Hardware Co., Indianapolis. Clar- 
ence Childers (standing) looks on while 
Erwin Knarzer and John Baker are plugged 
in. Hans Kuchler, other telephone sales- 
man, is obscured by Frank 


Distributor—Manufacturer 
Sales Meeting 


rhe executives of the Republic Rub- 


ber Co., held a special meeting with 
the sales force of the Riechman- 
Crosby Co., Memphis, February 8, 


in Memphis, to present Mr. Conaway, 
who has been appointed representa- 
tive for Republic, to travel the Mid- 
South. The sales force of the Mem- 
phis firm were guests at a dinner, 
followed by a complete outline of 
Republic’s products by Carl Zieme. 
A display of the line was exhibited, 
and his talk was illustrated by slide 
pictures. H. P. Schultz, sales man- 
ager, acted as toastmaster and ex- 
plained the advertising set-up for 
1940. About 30 attended. 





Left to right: R. M. Gattshall, Carl Zieme, 
H. P. Schultz, sales manager, J. Edwin Cona- 
way, newly appointed representative in the 
Mid-South, for Republic Rubber, and Rich- 
ard Alcott, vice-president and general man- 
ager of Riechman-Crosby 




















“HALLOWELL” STEEL BENCHES 


Pat'd. ong, Pat's. Pend’g. 


Drawer is extra 


Buyers are quick to recognize the many 
advantages offered by ‘‘Hallowell’’ 
Benches. The fact that you can supply 
them with a bench that will exactly fill 
their need right from stock is usually a 
deciding factor. “Hallowell” Benches 
have smooth steel tops—rigid flanged legs 
—ample shelf space and _ pilfer-proof 
drawer if desired. 


“HALLOWELL" STEEL TRUCKS 








Fig. 754, Pat. Applied For 


If you want to supply your prospects 
with floor trucks that will give them 
the best value for their money—you'll sell 
them “Hallowells”. The steel platforms 
won't chip or splinter . .. all parts will 
stay rigid . . . wheels and hubs are made 
for easy rolling, and they’re supplied in 
wide variety. 


“HALLOWELL” 
STEEL 
TOOL STANDS 


Fig. 705 


Moves” easily 
wherever it’s 
needed; an easy 
stand to sell. 
Made in a vari- 
ety of types for 
all purposes. 

















“HALLOWELL" STEEL STOOLS 

















Fig. 1334 
Pat. Applied For 


polled 

a Fig. 1249 
The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. “Hallowell” Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


“HALLOWELL” 
STEEL LIFT TRUCK PLATFORMS 





7 Fig. 799 


These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat’s paw. You 
can back these to the limit. 


“HALLOWELL" 
STEEL SHAFT 
COLLARS 
Unbreakability 
and machine 
finish combined 
with low price 
give these collars 

ld-wid 






a world-wide 
Fig. 1432 popularity. 
"PIONEER" 
STEEL SHAFT 
HANGERS 


The origingl steel 
Shaft Hanger— 
and the only 
hanger with inte- 
ral feet. Mil- 
ions in use the 


world over. Fig. 300 


Write for 
LITERATURE STANDARD PRESSED STEEL Co. 
BRANCHES _ BR s 
DEALERS’ —— JENKINTOWN, PENNA _ are 
PROPOSITION DETROIT ST. Louis 
INDIANAPOLIS Box 519 SAN FRANCISCO 


‘ 
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| Bob Borin Capitalizes 
On Long Service Record 





On New Year’s day all customers 
| of Bob Borin, Chattanooga Belting 


and Supply salesman, received an un- 


e e q | usual card which showed Bob “then 
Machinists | and now”’—then being 1915. 



























| Bob, the son of a hardware and 4 
| mill supply salesman, joined one of a 
PR LE | the largest firms in this line in Chat- 3 
“2 
are OFITABLE to | 
fs 
Distrib ! 
IStrFri utors! | | 
| j 
REPLACEABLE 
TOOL STEEL 3 
STEEL BALL JAW FACES 4 
ENDS FORGED 4 
FROM HANDLE 4 
STOCK ITSELF : 
4 
BOB BORIN NOW—AND IN 1915 E 
COLD : 
ROLLED 
STEEL 7 
oaaw tanooga in 1908, staying on the jos 
until 1911. In that year he joined 
Rogers-Bailey Hardware and Sup- : 
HARDENED GEARED ply Co., doing some retail work and 
STEEL POSITIVE Ee » elie shnake . >» was z 
an oon serving on the city desk until he wa 
WASHER SWIVEL made a city salesman, covering the ; 
GENCH PLATE industrial plants in Chattanooga and j 
SLEDGE TESTED surrounding territory in 1915. He 
MALLEABLE IRON joined his present firm in 1920, cover- 
CASTINGS ing much the same territory. Conse- 





quently, many of his customers have 
known him over the 25-year span. 
) I 

Machinists’ Vises have established them as the standard Borin has been a subscriber to Mitt 


@ Because the distinctive features of Columbian Malleable Iron 


Suppties for more than 20 years, and 
was a regular reader of the publication 
even before that. 


for strength, workmanship and dependability. 


@ Because satisfied users are a constant source for repeat orders 


fitabl ders! 
prontable orders Mulligan Joins Federal Pipe 





@ Because they are sold under the Columbian Policy .... a Jim Mulligan has joined the sales 
Sales Policy that really protects Columbian Distributors: department of the Fresno, Calif., 
branch of the Federal Pipe & Supply 
: : : F Co. He has had several years of f 
We sell entirely through established distributors. 


experience in the sale of shop sup- 


ree . . : lies and steel. 
We protect distributors’ stock investment by quoting a smaller Fee ne Tae 


discount to non-stocking distributors. 


ROM, 


We ship all orders immediately upon receipt at the factory. 
No warehuuse stocks carried. 


eR 


Where an exclusive territory arrangement is made, the distribu- 
tor is given every protection within that territory. All 


inquiries are referred to the distributor. 
We recommend resale prices which insure an attractive margin 
to Columbian Distributors. 


For details write to 


Ed Miller (left) and L. Stoneburner, both 


THE COLUMBIAN VISE & MEG. co. inside men for lowa Machinery & Supply 


. Co., Des Moines, are very much engrossed 
9015 Bessemer Ave., Cleveland, Ohio in a new catalog that had just arrrived 
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George Eaton (right) gives Tim O'Hearn, 
steel warehouse foreman of the Todd-Doni- 
gan Iron Co., Louisville, a hand loading some 
mild steel bands wanted pronto by a local 
plant 


Holland Heads Congress 
Of Hardware Credit Men 


Credit executives of the wholesale 
hardware industry will gather at the 
Royal York Hotel in Toronto, Can- 
ada, on May 19-23 for the 45th an- 
nual Credit Congress of the National 
Association of Credit Men. 

The committee in charge of the 
wholesale hardware industry program 
and meetings is headed by J. G. Hol- 
land, Moore-Handley Hardware Co., 
Birmingham, Chairman Holland and 
his Committee extend to all credit 
executives of the industry a cordial 
invitation to attend the Credit Con- 
gress and take part in the meetings. 


Spartan Saw Head Married 
Harold F. Strout, president, Spar- 


tan Saw Works, Springfield, Mass., 
and Marian L. Pierce, New York, 








MRS. HAROLD F. STROUT 


were married in the Trinity Methodist 
Church, Alexandria, Va., on March 7. 

Mrs. Strout is secretary of the 
women’s division of the Republican 
State Committee and assistant to As- 
semblyman Jane Todd. -She attended 
ColuniSia and New York Universities. 


| 















The line that distributors have been 
looking for to take the place of that low- 
profit line they are carrying. 


These couplings combine all the best in 
modern coupling engineering skill with 
strong sturdy construction. 


No job has ever been held up by LE-HI 
couplings—no costly interruptions, but 
long steady faithful service. No wonder 
these couplings are in such great in- 
creasing demand. They give complete 
satisfaction to both the distributor and 
the user. Composed of metals that guar- 
antee greater strength. They make tight 
firm connections with no troublesome 
gadgets, assuring no leakage yet easy 
to couple and uncouple—made for 
steam, water, air, suction—high and low 
pressure. 





SEND FOR OUR CATALOG, and we 
will send you a discount sheet that will 
interest you. We tell to distributors and 
rubber manufacturers only. 











HOSE 


ACCESSORIES CoO. 


Lehigh Ave. West of 17th St PHILA., PA 
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VICTOR Blades! 




























The Workman says: VICTOR Blades 
cut faster—easier—stay sharp longer. 
The metal boxes are sure handy— 
even for odds and ends when empty. 



















The Stock Clerk says: The workmen 
insist on VICTOR Blades. The metal 
boxes are fine—they stack better 
and protect blades until used. 


































The Shop Superintendent says: Both 


VICTOR Tungsten and ‘Moly’ 
Blades seem to do better work. 
They help the workmen speed up 
cutting jobs. 











The tome | Agent says: 
I've bought VICTOR Blades for yedrs 
and they're always satisfactory. 
Second, the shop insists on VICTOR 
for all jobs. 


First, 





Every Mill Supply Executive 


Should Check What 
They Say About 






y 


No matter how thoroughly you investi- 
gate, VICTOR Hack Saw Blades will 
be found to be the choice for metal 
cutting jobs in every industry. 


For both hand and machine sawing, 
for all kinds of metal, VICTOR 
Tungsten and "Moly" Blades sell 
faster and keep customers satisfied. 


The modern metal boxes—introduced 
by VICTOR—stack easier on shelves, 
look better until sold, protect blades 
until used, and add convenience dur- | 
ing use. 


Also Sell Victor Frames 


There are four types of VICTOR 
Hack Saw Frames properly designed 
to get the best work from better 
blades. Strongly built, finely finished, 
readily adjustable to blades of all 
lengths—VICTOR Frames add to the 
VICTOR line to meet metal cutting 
needs. 

For quick turnover and increased 


profits stock VICTOR Hack Saw Blades 
and Frames. 







HAND TUNGSTEN 
& & 
POWER MOLY 






VICTOR SAW WORKS, 
Middletown, N. Y. 
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Henry C. Bierhorst (right) looks up from 
the conference table at the E. C. Atkins 
plant in Indianapolis. He and Russell M. 
Easton, assistant sales manager, were among 
| those from the E. A. Kinsey Co., Cincinnati, 
who attended a conference and trip through 
the works at the Atkins plant 








Elizabeth Hardware Moves 


The Elizabeth Hardware Co., Perth 
Amboy, N. J., moved to a new store 
and warehouse in the Dorsey Motors 
Building, Fayette Street, on April 1. 


Nicholson Elevates 
Pond and Anderson 


| The Nicholson File Co. has an- 
— the appointment of Wallace 
| L Pond as director of sales and Wil- 
liens W. 
| Mr. 


Anderson as sales manager. 
Pond has been with the com- 








| WALLACE L. POND 


| pany since 1895 and for many years 
| has served as domestic sales manager. 
As director of sales he will continue 
to head the sales organization and 
it is expected that he will spend much 
of his time in study of general sales 


problems and of sales research. 








up from 
>. Atkins 
ussell M. 
'e among 


incinnati, 
» through 


oves 


.. Perth 
Ww store 
Motors 
\pril 1. 


as an- 
Vallace 
id Wil- 
anager. 


e Colil- 


years 
nager. 
ntinue 
n and 
much 
| sales 
1. 


WILLIAM W. ANDERSON 


with the company since 1919, spending 
most of that time with the Canadian 
branch. For the past five years he 
has served as salesmanager for the 


Dominion of Canada. He will assume | 


active supervision of all sales repre- 


sentatives of the company and will | 


spend much of his time in the field. 


Georgia Supply Holds 
Meeting on U. S. Rubber 


\ sales meeting held in Savannah, 
Ga., Saturday, March 9, was attended 
by the entire Savannah force of Geor- 
gia Supply Co., plus salesmen from 
Valdosta, Glenville and five men from 
Jacksonville, Fla. Guests were the 
following representatives of — the 
United States Rubber Co.: H. A. 
Everlien, J. E. Power, T. A. Bennett, 
W. A. Tipton, K. B. Christie, H. S. 
Warren and W. E. Clark. 

Mr. Bennett conducted the discus- 
sion on belting, Mr. Tipton on pack- 
ing and Mr. Christie on hose. On 
the night previous to the meeting the 
visitors and all Savannah branch em- 
ployees were entertained at an oyster 


+ 
WUst. 


It looks like good news as L. K. Wirth, treas- 
urer, stops H. N. Merry, vice-president, of 
the Todd-Donigan Co., Louisville, outside 


of the executive offices 


HYDRAULIC PACKINGS 
PNEUMATIC PACKINGS 
OIL WELL PACKINGS 
WATER WELL PACKINGS 
MECHANICAL PACKINGS 


Make us your headquarters for your cus- 
tomers’ needs. We carry large stocks of all 
the popular sizes of Packings, as well as be- 
ing equipped to manufacture your special 


Leather Packings. 


) 
NOTHING TAKES THE PLACE Oe 


@ All Water Well Packings are packed in 
sturdy, modernistic packages which can be 
conveniently stacked and readily identified 
as to contents. Packed one dozen to the 


box. 


requirements from ample supplies of raw 
materials. Handy specification-sheets are 
available for you to provide to your cus- 
tomers so that their exact needs can be 
promptly filled. 


| Supply men everywhere depend on X-L as their logical source of supply for 


Reaiastered 
U.S. Patent Office 


EXCELSIOR LEATHER WASHER MFG. CO. 


ROCKFORD, 
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Year after year, Industrial 
Distributors enjoy a steady 
demand for Dixon's Ticon- 
deroga Flake Lubricating 
Graphite. This famous old Dixon product, 
known and used by engineers and mechanics 
everywhere, has never lost its first place in 
industry throughout all the progress made in 
machine design and lubrication practice. It 
meets the needs of the day now as it has for 
many decades. 





As a co-lubricant with oil or grease, Dixon's 
Ticonderoga Flake Lubricating Graphite stands 
up to its work where other lubricants squeeze 
out, burn out, or wash out. As a coat- 
ing for gaskets and packing, there just 
is no substitute. 


TWO POPULAR NUMBERS 


Particle Size No. 1—Large, unctuous flakes. 


Particle Size No. 2 
Finely subdivided powdered flakes. 


Write for Booklet No. C-71 
BE SURE YOUR STOCK’'S COMPLETE 





Graphited Grease, Waterproof Graphited Grease 






DRY GRAPHITE 
LUBRICATION 
FOR LOCKS 
AND A 1000 
OTHER USES — 


SQUEEZE "EM 


JOSEPH DIXON CRUCIBLE CO. 


JERSEY CITY NEW JERSEY 


GRAPH-AIR,{~>7 
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Graphite No. 635, Microfyne Flake Graphite, Pioneer Boiler 
Graphite, L & P — Lubricating and Penetrating Graphited Oil, 
Graphited Gear Lubricants, Automarine Packing and Cup 


Joins Sales Force 
of Lamson-Sessions 


John F. Dolan, associated with 
Peck, Stow & Wilcox since 1910, and 
since 1934 assistant sales manager of 
the small tools and hardware divi- 
sion of that company, recently joined 
the sales organization of the Chicago 





JOHN F. DOLAN 


plant of the Lamson & Sessions Co., 
bolt and nut manufacturers with home 
offices and plants at Cleveland and 
Kent, Ohio, and Birmingham, Ala- 
bama. Mr. Dolan will maintain head- 
quarters in Chicago and represent the 
company in Iowa, Kansas, Missouri, 
Nebraska, North and South Dakota 
and Oklahoma. 


Barmes Joins Fisher 
Leather Belting 


Frank Barmes, for many years with 
Alexander Brothers, has joined the 
Fisher Leather Belting Co., Inc., 
Philadelphia, in the capacity of sales 
manager. 


facturing Co. for the Northeastern section 
of the country, demonstrates his wares in 
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the store of Hinds & Coon Co., Boston 
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Ross Reed, salesman for the Browning Manu- 
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ARMSTRONG-BRAY FOR 
BOTH TYPES 


from one manufacturer 


I. L. Rush, treasurer, and Allan Ward, sales 
engineer, both of Victor Balata & Textile 
Belting Co., contemplate a prize won by 
Mr. Rush at the Philadelphia Purchasing 
Agents Show 


HANAHAN EAT 
\ ! Nh 





U. S. Indicts 102 
in Plumbing Industry 


of Justice filed charges on March 29 
against 102 manufacturers, jobbers 
and unions, alleged to have conspired | 
to restrain trade in the plumbing field, 
in violation of federal anti-trust laws. 

The Grand Jury declared that de- | 
fendants conspired to effect a “re- | 
stricted system of distribution” under | 
which “plumbing supplies are sold 
by the manufacturer to the jobber, 
resold by the jobber to the master 
plumber and resold by the master 
plumber to the consumer.” 

Under this system the indictment 
declared, “both the jobber and_ the 


master plumber exact a charge in | 
connection with the sale and distribu- | 


tion of plumbing supplies, the master FLEXIBLE STEEL LACING BELT HOOKS 


plumber being engaged both in the 


4 

The United States March 29 | 
| 

| 





sales and installation of said supplies | 8 sizes, in convenient boxes or long WIREGRIP Belt Hooks come with 
and exacting a charge on each opera- l lengths. 2-piece hinged rocker pins extra blue aligning cards (patented) 


tion although he performs no services | ghat add to flexibility and prevent that hold hooks rigidly in perfect 
in connection with the sale.” alignment, prevent waste of hooks 


The indictment named 53  individ- 2 : thru handling or short ends—every 
uals. Listed as co-conspirators but | trate all types of belting easily and hook can be used. WIREGRIP Hooks 
not subject to prosecution under the | clinch smoothly givingsmooth"hump- — can be applied with any standard 


indictment, were 52 manufacturers, 14 less" joint, compresses belt ends and make lacer. 6 sizes with rawhide 


: aces . oe’ acenciations 20 ‘ ‘ . 
jobbers, 8 jobbers’ associations, 2 prevents fraying. pins accurately ground to size. 
master plumbers’ associations, 6 local 


unions and 7 individuals. 


wear. Correctly formed teeth pene- 


The one complete line! 


| Now from one, instead of many manufacturers, you can buy both large volume types of belt 
_ : - - lacing and all the incidental supporting lines . . . STEELGRIP Flexible Steel Lacing, WIREGRIP 
Belt Hooks and Lacing Machines, SUREGRIP Round Belt Fasteners and FLEXGRIP Couplings, 
and a new portable Universal Belt Cutter . . . each made more saleable and more profitable 
with extra features, added strength or convenience. 


Buy all your belt lacing needs from one source and take an extra profit in savings from reduced 
inventories, handling and freight costs. Write for Catalog. 


Universal FLEXGRID WIREGRID WIREGRIp Gainen 
Round set 89 STANDARD. y) VISE LACER WHEEL PULLERS 
y 


BELT CUTTER 
LACER ¥ 


/ 






ROUND BELT 


HOOKS 











Charlie Haslep of Fairbanks Co., talks to a 


ie of i d visi the recent | " . " 
Philadelphia Purchesing Agents Show | ARMSTRONG-BRAY & CO. sion. tocene oe race o. usa. 
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Back Geared Screw Cutting ie ee 
PRECISION LATHES . = a 
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Mr. Distributor: 


Augment your machinery department with 
this outstanding line of moderate priced 
10", 11" and 12" precision lathes, each with 
its full complement of attachments and 
accessories. 


Accurate for tool room use, sturdy for pro- 
duction work, and a logical choice for the 
maintenance department, Sheldon Lathes 
are sold to many of your present customers 
—machine shops, garages, laboratories, 
schools and manufacturing plants. Sheldon 
Lathes are well advertised and 
carry a full machine tool margin 
for the distributor. 
Write us for our 
catalog and fuil 
information re- 
garding our dis- 


SHELDON MACHINE CO, — tributor set-up. 


1636 N. KILBOURN AVENUE 
CHICAGO, U.S.A. 
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y ROCKWELL 2 


oe , « « @n additional source 
of profits ... . 


Hardly a day passes but some industrial user has need for a Rock- 
well Blast Gate. Your customers using low pressure air and gas are 
your best prospects. 


You can participate in serving your customers and make additional 
sales and profits if you bear in mind that Rockwell, with a complete 
line of Blast Gates ready for immediate shipment, can take care of 
your customer's orders promptly for this equipment. 


Write to us for catalog pages for your salesmen. 


W. S. ROCKWELL COMPANY 


50 CHURCH STREET ° NEW YORK, N. Y. 
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Bright and early on the job. Jack Caswell 
(Independent Pneumatic Tool) stops in at 
the Housh Industrial Supplies, Evansville, to 
pick up Chas. Swoboda, right, for a round 
of calls they had scheduled 


Expansion for Neal's 
Branch in Syracuse 


On May 1, R. C. Neal Co., Inc., 
will increase the facilities of its Syra- 
cuse, N. Y., branch by the addition 
of another unit. This building, ad- 
joining the two now occupied, will 
add one-third to the available floor 
space. Its addition is necessary to 
accommodate additional stock in this 
branch. 

The sales force of the Syracuse 
unit of the Neal business will be 
augmented at the same time. 


| Manufacturers Supply To 
| Hold Industrial Show 





| the next batch of visitors 


On April 17 and 18, the manutfac- 
turers Supply Co., Grand Rapids, 
Mich., will hold an industrial exhibit 
in its warehouse. 


E. Astbridge (Quaker Rubber Corp.) has 
just lit a fresh cigar while he gets set for 
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bank on Once a 


|| FAIRBANKS’ | FAIRBANKS 












































| | meas 
: 9 ro Distributor always 
ab. J 
a Fairbanks 
e e 
Distributor 
+ Caswell 
ps in at i Teuscher Pulley & Supply Co., St. Louis, 
sville, to boasts of having in stock more than 30,000 
@ round reconditioned solid and split cast iron and 
steel pulleys. Here Henry Laundhardt is 
shown reboring pulley to shaft size in 
Teuscher's well-equipped machine shop Fig. 0201 
| | 
When a distributor starts with any line of merchandise, 
he'll stick to it, push it and boost it only as long as it’s 
j Neal Heads Interstate profitable for him to do so. 
q Machine Tool Sales That so many leading and representative distributors 
-— : ty ; have continued for years to “Bank on Fairbanks” is evi- 
“ we ‘3 Sidney Neal, who has been with dence that they are well satisfied. 
dditi 2 the Interstate Machinery and Supply If you are interested in boosting your valve business, let 
It! “ f Co., Omaha, Neb., for the past five us explain the Fairbanks distributor policy. 
4 ens years, has been put in charge of ma- Fairbanks distributors will tell you they have handled 
a, Will : chine tools sales. Previously Mr. Fairbanks Valves from 5 to 35 years because of their out- 
= oo j Neal has had wide experience in this A standing quality ... the Fairbanks Preee? - - - SEND 
sary to & “eld given by our sales and engineering departments in meeting 
ca irc i held, and solving tough problems .. . the advantage of being 
' able to cash in on re-orders from discriminating Fairbanks 
cai } . valve users ... plus a good profit for themselves and good 
ogee Strong, Carlisle Sales will among their customers. 
oo Campaigns Are Clicking 
é 3 , ° . . . ) 
The special sales campaigns con- What's behind the Fairbanks Franchise? 
ducted each month by the Strong, 1. A complete line of Globe, Angle, Gate, Cross and Check 
Carlisle and Hammond Co., Cleveland, Valves in bronze and iron—over 3,000 different types 
Ohio, are producing excellent results. and sizes for pressures from 125 to 350 Ibs. 
: Advance reports on the March cam- . Exclusive distribution. 
inufac- ft paign which featured Behr-Manning - Cooperative sales and engineering assistance. 
Rapids, F coated abrasives, indicate sales far in . Quality in design, materials and manufacture. 
exhibit excess of the expected total. Cam- Extensive advertising and national acceptance. 


paigns are scheduled each month ex- 


Immediate shipments from stock. 
cept July and August. 





- Fairbanks prestige for a period of more than 50 years. 
- Quality at no extra cost. 


Why not get the complete Fairbanks’ story and catalog 


No. 21. 


THE FAIRBANKS COMPANY 


Valves, Dart Unions, Hand Trucks and Wheelbarrows 
19 E, 4th St. New York, N. Y. 


Boston, Pittsburgh—Distributors in Principal Cities 


' 

; 
f 
E 


Factories: Binghamion, N. Y.; Rome, Ga. 


a | a LELG 


George J. Hillebrand looks on while A. J. 


i Gralike tries to put a bushing into that | 
p.) has 7 sheave without benefit of Val Klein's screw | Siandard 
oak tes E press. Both are outside salesmen for Capen | ; and Renewable 














Belting and Rubber Co., St. Louis. 
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Genuine 


JACKSON 












ELIMINATE HEADACHES ON 
HEAVY DUTY BELTING SERVICE 


The best insurance for unfailing heavy duty conveyor and power 
transmission belting service that you can give your customers is to 
provide adequate joining of belts with fasteners that have a proved 
record of dependability. 

You can render no better service to your belting customers than 
by insuring care free belt performance with Genuine Jackson Belt 
Fasteners because they cost no more than ordinary types and defi- 
nitely eliminate headaches of servicing on expensive belt jobs. 

Genuine Jackson Belt Fasteners in both light and heavy duty types 
are always available for immediate shipment from our complete 
warehouse stocks. 

Write for full information. 





ISAAC JACKSON 
BELT FASTENER CO. 
18 VESEY ST., NEW YORK, N. Y. 


Your ; 
Customers 


with TRIPLEX 


Cap Screws, Bolts & Nuts 


This important profit factor—the 
cost of time—which figures heavily 
in any buyer’s selection of parts and 
supplies, is served well by TRIPLEX 
Products. Bolts that start quickly, 
nuts that speed home, cap screws 
that grip firmly and stand the gaff 
of heavy tightening save you com- 
plaints, set you up well with your 






















customers. It will pay you to get 
— with this line. Write 
today for samples and prices. 


The Triplex Screw Company 
5307 Grant Ave., Cleveland, Ohio 


CAP AND SET SCREWS, BOLTS, NUTS AND RIVETS 


* Millions Sold + + + Used in Every Industry * 
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Knapp Supply Show 
Arouses Customer Interest 


On the evening of March 5, Knapp 
Supply Co., Muncie, Indiana, cele- 
brated the opening of their 1940 In- 
dustrial Show with an Open House 
party. More than 500 guests braved 
sleet, rain and icy streets to attend. 

The following two days, March 6-7, 





T. J. Williams (Knapp Supply) listens at- 
tentively while Mike Fried (Ridge Tool Co.) 
does his stuff at the Knapp Show in Muncie, 
Ind. 





Visitor, on right, with his pocket already 
bulging, listens attentively while H. L. 
Krouse (Rawlplug Co.) explains a point 





Luke Snyder (light suit) of Lunkenheimer 
Co. looks up with interest while two visitors 
on right peruse a catalog 
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Two guests follow R. L. Davis's (Deming 
Co.) finger as he points out the even flow 


of water gushing from the pump on dem- 
onstration 


more than 3,000 customers, including 
employees and ladies, were entertained 
and served piping hot meals. Some 46 
manufacturers maintained booths at 
the show with over 50 representatives 
present to work with the visitors. At 
the conclusion of the show many rep- 
resentatives reported that more inter- 
est had been shown in the exhibits 
this year than in any of the past eight 
annual shows. 

Tentative plans are under way for 
the holding of another show in 1941. 


Central States Expects Record 
Attendance at Dallas 


“On to Dallas” was the theme of a 
meeting sponsored by the Chicago 
Mill Supply Association on March 18. 
Guests on this occasion were: Walter 
Huchthausen (Huchthausen Supply 
Co., Manitowoc, Wis.) ; Howard St. 
George (Shadbolt & Boyd Co., Mil- 
waukee) ; J. H. Schroeder (Ft. Wayne 
Pipe & Supply Co., Ft. Wayne, Ind.) ; 
D. M. Edgerly (Interstate Machinery 
& Supply Co., Omaha, Neb.)—all 
members of the executive committee 
of the Central States Mill Supply As- 
sociation. C. E. Curtis (Western 
Iron Stores, Milwaukee), president of 
the National Supply & Machinery Dis- 
tributors Association, also attended. 

\ poll of the distributors indicated 
there would be a record attendance 
from the Central States area and en- 
thusiastic support of the Dallas con- 
vention program. 

When the Chicago group leaves its 
home town, it will be vigorously spon- 
soring an invitation to bring the 
Triple Convention to Chicago in 1941. 
This plan is unanimously endorsed 


by the members of the Mill Supply 


clubs in Wisconsin, Indiana, Iowa and 
Nebraska, and is backed up with cor- 
dial invitations from the Governor of 
Illinois, the Mayor of Chicago and 
the Chicago Association of Com- 
merce. 
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WHAT CONSTITUTES A 
GOOD CAR MOVER IS 
MET IN EVERY TEST BY 
THE FAMOUS ATLAS 


POWER ... The improved Atlas is 
the most powerful car mover on the 
market. 


ATLAS CAR MOVERS 
LEADERS FOR 50 YEARS 


1 
9 
4 
0 





SPEED .. . It will move a car further than any other car mover 
with less effort in a given number of strokes. 
test proves its superiority. 


EASE OF HANDLING . .. The compound leverage and perfect 


distribution of strain does the work. 
light and compact. 





Every comparative 


It is easily handled... . 


NEW ATLAS PERFECT CAR 
MOVER SPURS ARE BETTER 





ATLAS PRODUCTS ARE SOLD 
ONLY THRU DISTRIBUTORS 


Write for latest catalog 


APPLETON-ATLAS CAR MOVER CORPORATION 
2947 No. 30th St. 


MILWAUKEE, WIS. 


Formerly Appleton Car Mover Co., Appleton, Wis. 

















The Superior Qualities of 


MAUREY 
STEEL V-PULLEYS 
BUILD SALES 


@ The superior qualities of Maurey Steel 
V-Pulleys are so evident that they can be 
detected upon the most casual inspection. 
They prove their stability in the actual 
performance they render over long periods 
of hard service. 


Maurey Steel V-Pulleys have solid steel 
or malleable iron hubs which means 
true running. Extra strength is obtained 
through heavy rolled edges and special 
welded construction. Maurey Steel V-, 
Pulleys are sold only through selected 
mill supply houses to which we give full 
protection, quick service, and good profit- 
margins. Investigate! 


MAUREY MANUFACTURING CORP. 


2907-15 S. WABASH AVE., CHICAGO, ILLINOIS 
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Type No. 3 

























Fig. 164! 
Pat. Apopli 


The way “Unbrako” Self- 
Lockers GRIP, as no ordi- 
nary set screw Can, 
advantage known and de- 
pended on by many indus- 


tries. Because they insure real service, boosting 
reduced maintenance costs your profits at the same 
and freedom from acci- time. 
STANDARD PreEssEpD STEEL Co. sities, ties 
SRancHes JENKINTOWN, PENNA, BRANCHES Dealers’ 
“oaveett Box 519 st. oon Proposition 
INDIANAPOLIS SAN FRANCISCO 


The sign for PROFITS! 


BRAK 


SELF-LOCKING 


Hollow Set aaews 
WITH THE KNURLED POINT 





dents or breakdowns, 
“‘Unbrakos’’ ARE IN 
is an DEMAND. Help to fill 
that need and you'll be 
doing your customers a 


























For any and every purpose there 
is a CM chain that offers certain 
advantages—important enough to 
good management that you be in- 
formed in detail. The coupon makes 
it simple to get the facts as to why 
CM chain is considered better. 


Columbus-McKinnon Chain Corp. 


(Affiliated with Chisholm-Moore Hoist Corp.) 
120 Fremont Ave. Tonawanda, N.Y. 
Branch Offices: New York, Chicago, Cleveland 
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G. S. Lovell (right), manager of the ma- 
chine tool division, is checking with L. H. 
Roberts, partner, of Forslund Pump & Ma- 
chinery Co., Kansas City, Mo., before dash- 
ing off to supervise the delivery of a light 
machine tool to a customer 


Hewitt Appoints Moffatt 
New York Manager 


Hewitt Rubber Corp., Buffalo, N. 
Y., has announced the appointment 
of Benjamin T. Moffatt as manager 
of the New York district. 

Mr. Moffatt is widely known in the 
New York metropolitan area and has 
a background of many years of ex- 
perience in the mechanical rubber 
goods industry. He will be in charge 
of New York district sales with head- 
quarters at the New York office. 


Baynard, Hajoca Salesman, Dies 


Harry C. Baynard, industrial sales- 
man operating from the Ninth Street, 
Philadelphia branch of the Hajoca 
Corp., died after a short illness, on 
February 18. He joined the Key- 
stone Supply & Manufacturing Co. 
in 1916 after previous experience 
with Hilles & Jones Co., Wilmington, 
Del., and the Nelson Valve Co., Phil- 
adelphia. 


Purchasing Agents 
Meet in Cincinnati 


The 25th annual international con- 
vention of the National Association of 
Purchasing Agents will be held at the 
Netherland Plaza hotel, Cincinnati, 
Ohio, June 3-6. The N.A.P.A. cele- 
brates its silver anniversary with 61 
affiliated chapters and the highest 
membership in its history—5500. An 
industrial exposition, held in conjunc- 
tion with the convention, will feature 
75 exhibits. 
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NOTE , ) 
DOUBLE H. A. Tiemeyer (Queen City Supply, Cin- 


all-B . cinnati) looks like a busy man. He is. Har- | 
Ee | 
arin old has just returned from the Walker- 


. SWIVEL Turner plant in Plainfield, N. J., where he 
L. H. ; PREF and Howard Weist (Queen City Supply, 
, e 













































































& Ma- : Richmond, Ind.) completed a short train- | 
» dash- ' ing course =— 
a light i | // 
| _ EXPANSION 
| 
& | AND ALLIED 
( Brings World-Wide | PRODUCTS 
f | Experience to Haseltine 
t re @ You will find the ARRO 
; | Rolph Reierstad recently joined the Expansion Bolt trade-mark 
; staff of J. E. Haseltine & Co., Port- pictured above a sure sign 
» Nf | land, Ore., in the sales department. | of “profits ahead. 
tment f | It might be said that he traveled | It is the symbol of a quality 
hager } | around the world to do it. Born and line of expansion bolts and 
f | brought up in Portland, he went to | allied products sold only 
n the F | China to work for a Chinese import through jobbers . . . your 
1 has iaalt aa Gee a a Sie | assurance of a _ protected 
ges and export lumber company. lis | market in which you can 
i | faded as a result of the war and he | enjoy the profit margin to 
aber went to Manila and became a sales- | which you are entitled. 
large iad é Sty a. : 
mt man mT the Manila  e-gaeset ry & | ARRO Expansion Bolts 
Supply Co., and industria supply dis- have a strong sales appeal 
é | tributor, and was with them for a | because they are precision 
; | number of years. Several months | made of fine materials, 
' | ago, he left that organization, went | —- plated as oF pecans 
Dies r | on around the world and got back pve yo ee find al. 
; | to Portland again. Becoming con- lied ARRO products just as 
saat nected with the Phillips Screw Co., of saleable. 
reet es : ‘ Oe 
*iaey | that city, he did some promotional ‘ 
yoca Increase work for them and then passed on pried po at yore 
ie E Profits into the Haseltine organization which dential jobbers’ list. 
— F Witl ; had just taken on the line. 
oO. / | 
oe ith,. J -ARRO EXPANSION BOLT COMPANY 
rton, Fs é - 
Dh il. Link-Belt Speeder Corp. MARION, OHIO 
DARNELL gape pages | 
A sales office for the Link-Belt | 
' CASTERS & WHEELS Speeder Corp., Chicago, has been SOLD ONLY 
E ¢ opened at 856 East 136th St., New | 
Possess Exceptional ian City. This location is the build- THROUGH 
: : Wi ing of the Clyde Iron Works, a firm JOBBERS 
— ‘ FEATURES That ill that now handles the heavier types of 
n ol . . . ° 
‘ Link-Belt Speeder machines in the 
the } Command Instant industrial field of the New York area. | 
aust, E } E. H. Kliebenstein will be in charge. | 
ele- Attention From Your At the same time, Troy M. Deal, 
| 61 § GURNEO) I 4.e) | president of the corporation, reports 
hest E | the appointment of Hayes Parsons as 
An : DARNELL CORPORATION, LTD. | sales manager for the organization. 
vce 2 LONG BEACH, CALIFORNIA | For the past several years Mr. Par- 
ture By 





36 N. CLINTON, CHICAGO, ILL. | sons has been in charge of the Seattle 
24 E. 22ND ST., NEW YORK, N. Y. district. 
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Safety Belt Hooks and Lacers 
Give You More Profit! 


a, 


6 
P 


Let us explain, 
quote you and 
outline our sales 
co-operation. 











See Those Jaws 

Not fiat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 


SAFETY 
ortable Lacer 


The Best 

Belt-Lacing 

System 

with the Hooks are easily 

sunk below the 
— surface of belt 
Full 6” C i 
For You! . S —* These two features 
appeal to 

Str onger mechanics. 


Soles are easy! 


Safety Belt-Lacer Co., Toledo, Ohio 








DISTRIBUTORS: 


YOUR SELLING IS HALF 
DONE WHEN YOU POINT 
OUT THESE ADVANTAGES 


DAGGETT 


BALL BEARING 


LOOSE PULLEYS 


-Save on Power and Time Losses--Oiling 
time--Cost of Lubricant--Replacements-- 


Efficient, consistent service appeals to every plant manager who wants to cut operating 
costs. Daggett Ball Bearing Loose Pulleys on countershafts, friction clutches, mule stands, 
idlers, and belt tighteners will prove to management over and over again that they repay 
their investment by the economies they make possible. 








Daggett Ball Bearing Loose Pulleys are simple in construction, accurately machined, bear- 
ings are dust-proof, and the finest materials used in their manufacture. They require prac- 
tically no attention — lubricant needs changing only 4 to 6 times a year. 


Our engineers will assist you on licated bl 


, 





i pr — our profit margin is good — our 
service on your customers’ orders leaves nothing to be desired. Send for our price list and 


distributors’ terms. Your customers will always get good service from Daggett Ball Bearing 
Loose Pulleys. 


CHICAGO PULLEY & SHAFTING CO. 


21 N. Desplaines St. 
CHICAGO, ILLINOIS 
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Our editor had to make an early call 
to "snap" this group at the widely known 
English Brothers Machinery Co., in Kan- 
sas City. Another moment and all were 


back in the whirl of business. James 

J. Moran, president and general man- 

ager of English Brothers, is at the left 
' in the front row 


Moves t¢ New Address 
In Bridgeport 


Industrial Supply service is now 
located at 87 Bennett Street, Bridge- 
port, Conn., having moved to this ad- 
dress recently in order to secure larger 
space for the firm’s rapidly expanding 
stocks and service requirements. 

H. J. Tripp, proprietor, organized 
this business about a year ago after 
gaining experience with Hunter and 
Havens and the Page Steel & Flagg 
Co. The company had an exhibit at 
the recent Industrial Tools and Equip- 
ment exhibition held in conjunction 
with the Bridgeport Tool Engineers 
Association. It now stocks a com- 
plete line of industrial supplies, in- 
cluding tools, transmission equipment 
and accessories, refractories, wire 
rope, rubber goods and fittings. 


Welders Meet In April 
At Milwaukee 


Milwaukee, Wis., will be the scene 
of the 40th annual convention of the 
International Acetylene Association, 
April 10-12. Headquarters will be 
at the Schroeder Hotel. 

The program includes five technical 
sessions at which will be presented 
papers covering various applications 
of the oxy-acetylene process, such as 
welding, cutting, hard-facing, descal- 
ing, gouging and flame-conditioning, 
in the shipbuilding, railroad, steel, 
foundry, metal-fabrication, comstruc- 
tion and other industries, as well as 
in agriculture. 

The meetings and sessions of the 
convention are open to anyone who 
has any interest in the use of the oxy- 
acetylene process. 
tration fee. 


There is no regis- 
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Steel Warehouse Group 
Adds Chapter in South 


The nineteenth chapter of the Amer- 
ican Steel Warehouse 
Inc., has recently been 
with headquarters at 
Ala. Officers of the Southern Chap- 
ter are: President, Phil Pidgeon, 
Pidgeon-Thomas Iron Co., 
Tenn.; vice-president, I. W. Tull, 
J. M. Tull Metal & Supply Co., At- 
lanta, Ga.; secretary-treasurer, George 
W. Smith, Southern Steel Co., Bir- 
mingham, Ala. Mr. Pigdeon will also 
represent this new 
national Board of Directors. Terri- 
tory embraced by the new chapter 
includes the states of Alabama, Ar- 
kansas, Florida, Georgia, Louisiana, 
Mississippi, and Tennessee. The fol- 
lowing companies are members of the 
chapter: Battery Machinery Co., 
Rome, Ga. Buford Bros., Inc., Nash- 
ville. Fulton Supply Co., Atlanta, 
Ga. Industrial Supplies, Inc., La- 
Grange, Ga. Ingalls Iron Works Co., 
tirmingham, Ala. Jones & Laughlin 
Steel Corp., Memphis, Tenn. Jones & 
Laughlin Steel Corp., New Orleans, 
La. Pidgeon-Thomas Iron Co., Mem- 
phis, Tenn. Southern Steel Co., Bir- 
mingham, Ala. J. M. Tull Metal & 
Supply Co., Inc., Atlanta, Ga. Vance 
Iron & Steel Co., Chattanooga, Tenn. 


organized, 


Kerr Heads Atlanta Office 
Of Allis-Chalmers Co. 


D. S. Kerr has been 
manager of the Atlanta 
\llis-Chalmers Mfg. Co. 

Mr. Kerr has served as salesman 
in various of the company’s southern 
offices, becoming manager of the Chat- 
tanooga office in 1930. As manager 
Atlanta office both the Chat- 


appointed 
office for 


of the 


tanooga and Knoxville offices will be 


under his jurisdiction. 





is the motto of 
this gang of go-getters for the Ellfeldt 


“Land those orders,” 


Hardware & Machinists Supply Co., 
Kansas City. Left to right—Howard J. 


Elifeldt, secretary; Earl Bossert, outside 

salesrran; Claude E. Wells, assistant sec- 

retary; Fred A. Ellfeldt, vice-president- 

treasurer and general manager, and Os- 
car Hires, sales manager 


| 


Association, | 


Birmingham, | 


Memphis, | 


chapter on the | 





EASIER TO SELL BECAUSE IT’S 


The one wrench 
tat Guan 


“No Housing Repair Expense, 


RiGQiIp — the wrench that wins and keeps 
profitable customers—because it stays on the 
job. That housing is a sort of miracle of 
design and alloy-metal construction — it 
won't warp or break. No “out for repairs,” 
no repair expense. Jaws are chrome-molyb- 
denum—safe, replaceable—with handy pipe- 
scale on hookjaw. 


This fine tool, favorite of millions of 
mechanics—is “‘pre-sold” to your customers 
this month by strong advertising in many 
trade publications. For increased sales, “bear 
down” on the RIGAID guaranteed wrench. 























ge 


If this Housing ever 
Breaks or Distorts we 
will replace it Free 








RIDGE TOOL CO. e 


Simply pull the 
thin shim stock 
through the slot 


ond cut off! 


LAMINUM SHIM STOCK 


The “solid” brass shim stock that P-E-E-L-S 
H l 


for precision adj ti .002 
or .003-inch thick; overall thicknesses from 
.006 to .125-inch. In sheets either all- 
laminated or partly solid. 


ARBOR SPACERS 


Conveniently packaged 10 to an envelope 
(waterproof), in thicknesses .001 to .020 
inch. Or assorted thicknesses in envelopes 
of 20. 





LAMINATED SHIM COMPANY, INC. 
L. 1. CITY, NEW YORK, N. Y. _—" 


21-40 44th Avenue 


ELYRIA, OHIO 


... WHEN YOU SUPPLY 
Packaged SHIM STOCK 
















@ Extend real service and accommoda- 
tion to your trade. . . . Supply this new ECONOMY 
CARTON. In one handy container — an assortment 
of most-needed sizes of 
thin precision shim stock. 
Saves time and trouble 
prevents waste, wrinkling 
and damage to the paper- 
thin stock. Brass or steel! 


You Do Customers a Service —with No Effort 
Packaged shim stock means convenience plus econ- 
omy to your c . Our « line covers all 
requirements — and gives you bigger units of sale 

.. with less handling. SELL PACKAGES INSTEAD OF 
INCHES! Write for catalog on our special storage and 
dispensing devices—which automatically bring you 
shim stock “fill-in” orders. And a real dealer plan. 


THIN SHIM STOCK 
IN HANDY CARTON 








Brass or steel. . . strictly pre- 
cision quality shim stock. 
Thicknesses from .001 to .015 
inch. Each 6 x 100 inch roll in 
handy slotted carton 


ELAS A RET CNRS 
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Your catalog is one salesman who does not have his interviews with 
buyers confined to 3 days a week or hours from 10 A. M. to 12 noon. 
He is on the job 24 hours a day selling, giving engineering informa- 
tion and building prestige for your company. 


The modern planograph catalog by WEINBERG & McKEE, Inc., has 
all tools of high speed steel priced in RED. This feature avoids errors 
in pricing and will be very much appreciated by your customers. 
For Particulars, Write to: Weinberg & McKee, Inc., 610 W. Van Buren 





Street, Chicago. 





INEFFECTIVE 
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WwooD LEAD 


When you sell hammers and mallets for strik- 
ing hard blows softly on surfaces that can- 
not be marred, remember that wood splits 


and cracks, metal heads have \y 





soft turning edges thot break 
and fly off, and rubber 
bounces, chips and smears, 
while Rawhide heads 

and faces stay ac- 

curate, absorb 


© 
—"s > 
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~ — 


Las aad 
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RUBBER 


p\NISHMENT RAWHIDE 


@ For taking out punishment and putting the 
right “feel” in a hammer or mallet there is 
nothing like tightly coiled resilient, com- 
pressed rawhide ... it is safe, accurate and 
durable for pounding where you have to be 
careful of the surface. 

Chicago Rawhide Hammers and Mallets are 
made from the toughest rawhide there is — 
genuine Java Water Buffalo laminated into 
solid wear-resisting heads and made into well 
balanced tools. 

Chicago Rawhide Hammers and Mallets sell on 
demonstration. Get interested in these tools 
now. Make them your profit leaders. They 
offer you easy sales and plenty of repeat busi- 
ness—a fast moving quality line for your trade. 
ee, 


CHICAGO RAWAUCE MFG.CO. 


1290 ELSTON AVE. - 
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Spring was in the air and tempted Arthur 
J. Miller, general manager, and A. T. Dal- 
ton, sales manager, Chicago Wheel & Mfg. 
Co., outside to pose for this overcoat-less 
picture 


Power Show Dates 
Set for Dec. 2-7 


The 14th National Exposition of 
Power & Mechanical Engineering has 
been announced for December 2 to 7, 
1940, at Grand Central Palace, New 
York. Better known as the National 
Power Show, this biennial exposition 
brings together the product displays 
of over 300 leading manufacturers 
serving the power field, and is widely 
attended by power engineers, operat 
ing men and executives. 

According to reports 90 per cent 
of the exhibitors at the last Exposi- 
tion in 1938 have already re-engaged 
their exhibit space. Indications point 
to the largest National Power Show 
since 1930. 








Stainless 


(Continued from Page 87) 











phosphoric acid and sulphuric dyes. 
Titanium and columbium added to 
these alloys produce fittings and 
valves not requiring heat-treating 
after welding to attain maximum 
corrosion resistance — usually _ re- 
quired only for field-welded piping 
systems where normalizing after 
welding is impractical. 

Higher-alloy chrome-nickel steels 
are used mainly for heat-resisting 
applications, although they give 
good corrosion resistance too. Cast 
valves in these materials are used 
for sulphite liquors, mine waters, 
and mixed acid. 

Nickel-chromium steels are used 





eer aie YY 
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principally for high-temperature ap 
plications, as in oil and 
in special forms for dilute sulphuric 


refineries, 


acid. 

The chrome-iron group, with 
chromium 12 to 30 per cent and car- 
bon 0.08 to maximum 
contains the original stainless steel 
allovs. The lower with 12 
to 14 per cent chromium, may be 
and are used principally 
trim for steam 
such as the 16 
chromium 


35 per cent 
ranges, 


hardened, 
service. 


as valve 
Intermediate types, 
to 18 per 


cent alloys, 





All fittings and piping shown here ts 
stainless steel. Cellulose-acetate plant, 
Hercules Powder Co., Parlin, N. J. 


water 
higher 


resistance to sea 
while the 


have good 


and nitric acid; 


types, such as 25 to 30 per cent 
chromium alloys, have good re- 
sistance to high temperatures, as 


well as acid mine waters and mixed 
acid. Most of these have, 
been supplanted by chrome-nickel 
steels because of better all-around 
Perhaps we should 
here the © nickel- 
which are 


however, 


serviceability. 
also mention 
molybdenum-iron alloys, 
steels, but are 
hydrochloric 


not stainless used 


specifically for acid 
solutions. 

Don't be frightened by this appa- 
rently technical discussion—it could 
technical and_ still 
not cover the subject in completest 
detail. The thing to do is 
on the purchasing engineer 

valve or fitting manufac- 
into unusual 


be much more 
sensible 
to rely 

and the 
turer when you run 
problems. 
knows exactly 
and may 
idea of what matet 


to be faced, have a ver 


plete 





The purchasing engineer 
what conditions are 


tal will 





Fast growing into the most popular 
gasket with lots of users in many fields. 


Reason? A better product. Giving peo- 
ple more for their money is an old 





Goetze custom that also puts extra 


profit in your pocket. Investigate. 


Americas Oldest and Largest Industrial Gasket Manufacturer” 


Sell A Carload of No. 522’s! 


Mill supply houses have sold 
thousands of Simplex 310-A 
Emergency Jacks to the heavy 
industries and now you can 
sell lighter industries and 
smaller operations the new 
Simplex No. 522—a smaller, 
lighter Emergency Jack of 


same general construction that sells 
for less than half the price of the big 
No. 310-A. Thousands of shops, mills, 
mines, contractors, utilities and pub- 
lic works departments need them 


and want them. 
It’s one of the complete 


jobs for every Jack. 


line of 
Simplex Gold Medal Award Safety 
Jacks. A Jack for every job — many 


GOETZE GASKET & PACKING CO., Inc. 
26 Allen Avenue, New Brunswick, N. J. 
Branch Offices in Principal Cities 


eee jor GASKETS 









TEMPLETON, KENLY & CO., Chicago 


Better, 


SIMPLEX 


Gold 


® 


Awarded the 
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Medal for 


Safer Jacks Since 1899 









Jacks 








Safety 
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We build burn- 
ers for any and 
all gas appii- 
cations. Let our 
experienced en- 
gineers help 
solve your 
problems eco- 
nomically. 


"Bojeyes uosuyor men 10} pues 





“! itd 






NO BLOWER NEEDED! 
JOHNSON No. 101 BENCH 
FURNACE GIVES 1800°F. 


No. 101 will do a more powerful, eco- 
nomical job for you every time, increas- 
ing production and lowering costs. Designed 
for soldering coppers up to 12 Ibs. per pair. 
Ideal for heat-treating, annealing or case-hard- 
ening carbon steels. Patented Johnson Curved 
Hood forced return blast over parts being 
treated. Base and hood heavily lined with re- 
fractory. Firebox forms rest and protects points 
of coppers. Equipped with two Johnson burn- 
ers, shut-off valve and pilot light. Baffle plate 
and work-rest block included. 


GAS APPLIANCE 
Cedar Rapids LOWA WS: 


521 E Ave., N.W. Established 1901 
















MANUFACTURERS MAKE YOUR SELLING 


Easier 


by telling the 
merits of their 
products to your 
best prospects in 


FACTORY. 


FACTORY has more plant 
operating official subscribers 
than any other business paper. 
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withstand the service, while the 
manufacturer is certain to have very 
detailed information which he will 
be glad to supply. It’s safer to find 
out in advance—and get everyone 
into agreement on the exact mate- 
rial. 

Practically all types of valves and 
fittings are now available from stock 
in the 18-8 and _ nickel-chromium- 
molybdenum series, and the others 
on special order. For example, one 
manufacturer provides butt-welding, 
screwed and flanged fittings in sizes 
from 1 to 10-in. inside diameter, as 
well as such accessories as clamps, 
nipples, plugcocks and_ stopcocks. 
Valves include gate and_ globe 
straight-through, angle and Y types 
with either screwed bonnets or out- 
side screw-and-yoke bodies. An- 
other, specializing more or less in 
power-plant valves, particularly for 
the crucial gage, meter, and other 
small pipe lines, makes forged globe, 
angle-gage and __ straight-through 
plug types, both of the two series of 
alloys and of forged steel with the 
stainless only for trim. The angle- 
gage design, for example, will with- 
stand 4000 Ib. at 150 deg. F., 600 
Ib. at 750 deg. F., or 475 lb. at 
1000 deg. F. This same manufac- 
turer will furnish any of his types of 
valves with stainless steel seat and 
disk, as well as relief valves with 
stainless seats and ball-type disks. 

A number of the specialty manu- 
facturers also make specific prod- 





ucts incorporating stainless, one, for 
example, being a condensate drainer 
with sleeve, valve, seat and float of 
stainless for high-pressure, high- 
temperature applications. 

Your particular locality may now 
have relatively low requirements for 
stainless-steel equipment, but on the 
other hand it is likely to have rela- 
tively large ones when the users 
are taught the advantages in life 
and service of units of this type. 
Find out first what manufacturers 
can supply you with these types, 
then go around to plants of the types 
listed, and see what they’re doing, 
making sure that they are using 
stainless valves and fittings where 
they have stainless piping. ° This is 
one of the commonest efforts on the 
part of engineers to save money, and 
one of the least practical. Where 
piping is of stainless, valves and 
fittings should be of the same mate- 
rial, or at least lined and trimmed 
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with the same material. Other- 
wise destructive electrolysis is set 
up which will cause iron parts to 
fail in much under their normal 
working life. It’s a good-sized 
market, once you've ferreted it out. 

Data incorporated in this article 
was provided by the Cooper Alloy 
Foundry Co., Jenkins Bros., Alloy 
Steel Products Co., The Edward 
Valve & Mig. Co. Inc., Henry 
Vogt Machine Co., and Cochrane 


Corp. 











Sales Meeting in Print 


(Answers to Questions on Page 92) 








1. Steam is invisible, like air. When | 
steam is discharged into air, some | 
condenses (through loss of heat) to 
form a visible white fog of tiny water 
droplets. This visible fog is water, 
not steam. 

2. Gearing and levers can increase | 
force at the expense of speed, but | 
| 
| 





the power delivered is always less, | 
because some is lost in friction. | 

3. Pound for pound, a hollow shaft 
is stronger, but size for sise it is not. | 
For a given outside diameter, a hollow 
shaft is weaker, both in bending and | 
twisting, than a solid one. 

4. Because of greater air resistance 
and greater bearing friction, the power 
required to keep a heavy flywheel in 
may slightly, but 
otherwise, with a steady supply of 
power and a steady load, the flywheel 
has no running effect. Its weight 
makes a difference only when power 


motion increase 


supply or load tries to change speed. 

5. No, they fly at a tangent in the 
direction of motion. 

6. At double the speed, the stresses 
are four times as great. 

7. No. He can figure the energy in 
foot-pounds, but the force of the blow 
depends on the object struck. It is 
much greater on the anvil than on a 
rubber pad, for example. 

8. No, because force on a dam de- 
pends purely upon the depth of the 
water, not upon its quantity. 

9. Neither—it only increases or de- 
creases the voltage of alternating cur- 
rent. There is always a small loss of | 
power in the transformation. 

10. A thermometer measures its own 
temperature. Special provision must 
be made if it is to measure the tem- 
perature of surrounding air. 

11. It depends on where you start. 
If you consider anything warmer if | 
above the body temperature, then 200 | 
F is a little over twice as hot as 100. | 

Sut the engineer figures from a so- | 


PIPE COVERING 





(for temperatures up to 300° F.)— 


Impartial tests at Mellon Institute 
rate of heat loss through Careycel 


cell, 
makes a better looking job; increase 
of heating equipment; saves fuel. 





THE PHILIP CAREY COMPANY 
BRANCHES IN PRI 


CUTS HEAT LOSSES 30% 


less than through an equal thickness of aircell 
insulation. Shrinkage is only 1/10th that of air- 
Eliminates heat-wasting cracks at joints; 





“The Master Insulation 
for Heating Systems” 


CAREYCEL—the patented insulation for low 4 ae Peeks 
pressure steam and hot-water heating systems 








: mS 
SOVE-CAREYCEL CONSTRUCTIO: 





#OW-AIRCELL CONSTRUCTIO: 


proved the 
to be 30% 


CAREYCEL assures ut- 
most satisfaction for users 
.. . easier sales and good 
profits for distributors. 
Write for interesting data 
and details of Distributor 


s efficiency 
Franchise—address Dept. 


. Weld aio tal: Pee Niel dialal- bape Odalio) 


MOCILPAL CrPItes 

















You're up and then 
you're down. You 
can’t count on steady 
sales. You profit and 
then you coast. That’s 
“see-saw” selling. 
That's what happens 
when you handle 
saws that don’t have 
the customer-winning, 
sales-making fea - 
tures that Wells Saws 
have. 


Wells Saw selling 
is smooth and steady 
and profitable, be- 
cause Wells Saws 
are rugged depend- 
able, clean cutting, 
fast and accurate. 
They’re profitable 
saws for your cus- 
tomers — that’s why 
they’re profitable for 
you. Take the first 
step to selling Wells 
Saws. Write for de- 
tails today. 
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AND —the new No. 9 Upright Saw. 












Built in Two Sizes 


No. 8 No. 5 
8" diameter 5" diameter 
round or round or 
8" x 16" 5" x 10" 


flat flat 





AA THREE RIVERS, MICH. 
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oo of flexible 
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ull Market Coverage 


complete 
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er chains, Gn® | se line 


couplings—the 


quipment has © 
every P 


ising PTO 


dvanta¢ 


easier, when you sell 





my 


MORSE CHAIN COMPANY - Ithaca, N. Y. 





HEADQUARTERS , 


for hele Z 


EAR in and year out mill supply 

houses have made money out 
of Alligator Steel Belt Lacing and 
Flexco HD Belt Fasteners and Rip 
Plates—made money because Alli- 
gator and Flexco are used every- 
where belts are used—made money 
because a small stock will show a 
remarkably good turnover. 


Why not go after some additional 
business on both Alligator Steel Belt 
Lacing and Flexco HD Belt Fasteners 
and Rip Plates? You may be sur- 
prised to find how many dollars you 
can add to your profits by checking 
up on the requirements of printing 
plants, laundries, repair shops, plan- 
ing mills, dairies, sand and gravel 
plants, and every type of industrial 
outfit in your section. 








@ Men who lace belts like Alligator because 
it can be put on with a hammer and it drives 
straight. Its compression grip protects the 
belt ends and there is no ply separation. It 
embeds in the belt and is smooth on both 
faces. The two piece rocker hinge pin greatly 
increases the service life, and yet the belt 
fastening can easily be separated at any time. 








@ Men who have charge of conveyor belt 


maintenance like Flexco HD Belt Fasteners 
and Rip Plates because the fasteners make 
a tight butt joint with long life. The recessed 
plates embed in the belt and prevent pl 
separation. Patching and other repairs with 
rip plates save expensive conveyor belt re- 
placements and extended shutdowns. 





FLEXIBLE STEEL LACING COMPANY 


4633 Lexington Street, Chicago, Illinois 


ALLIGAT( YR Steel Belt Lacing for transmission belts 


For conveyor belts FLEXCO &-a E> Fasteners and Rip Plates 





184 





MILL SUPPLIES © APRIL, 1940 








called “absolute zero” of minus 460 
deg. F., so the two temperatures are 
660 and 560 deg. absolute, the former 
being 18% hotter than the latter. 

12. No—it can flow in any direction 
along a_ heat-conducting medium. 
Heated air rises, because the heated 
air expands, hence is lighter per unit 
of volume. The cream comes to the 
top of milk for the same reason, that 
is, because it’s lighter. 

13. No—it actually saves it, because 
it doesn’t radiate so much heat, hence 
the boiler doesn’t have to provide so 
much. Actually, however, there’s an 
indirect waste, because we raise the 
temperature in the other radiators to 
make up for the inefficient one, hence 
use more heat. 

14. Water requires ten times as 
much as either of the other two. 
They’re more absorbent. 

15. Not unless it’s kept from circu- 
lating. Convection currents are set up 
in any large body of air, and they aid 
heat transmission. That’s why we use 
insulating materials—to provide my- 
riads of pockets of still air. 

16. No, they pick it up just as well 
at a distance—in fact separation helps 
by allowing the gases to complete their 
combustion before they are chilled by 
striking the cold tubes. 

17. Not necessarily. By “humid- 
ity”, we usually mean “relative humid- 
ity”. If this increases without a rise 
in air temperature, there is more 
water in the air. But relative humid- 
ity can also be increased by cooling 
the air a little, keeping the amount of 
contained water constant. 

18. No—the biggest waste is in the 
heated condenser water usually passed 
to waste. It is essential to condense 
the steam after it has gone through the 
turbine. 

19. There is no direct loss. 
may be 
friction. 


There 
a slight indirect loss due to 








Sam Supplier Expands 


By Telegraph 








If you look over that problem for 
a few minutes, you'll see that lower 
M standing out there all by itself. 


Since a digit carried over is rarely 
more than 1, chances are good that 
M is 1. Thus S must be 8 or 9, if O 


is actually zero, as it appears to be. 
Following similar reasoning, you'll 
find that M is 1, Y is 2, E is 5, N is 
6, D is 7, R is 8, S is 9 and O is 0. 
The problem works out like this: 


$9567 — Cost of building 
1085 — Extras 
$10652 — Total 
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Mill Supplies 


next issue 


*x MAY x 


is the feature 


CONVENTION REPORT 


of the 





Dallas "roundup" 


4 


Carrying the complete 
story of what went on 
and who was there— 
) with a digest of all 
activities... 


a 


with the annual 
“candid camera’ 
review—seeing all 
and telling all in 
pictures 


al a 


ee” 





Watch for your 
Copy of MAY 
Mill Supplies 


—it will bring the con- 


ie ea Se eeellia nme to 





vention to your arm 
chair 











Keeping Up With Business 


(Continued from Page 98) 








Preliminary reports indicate a_ net 
operating income of $30,000,000 in 
February against $18,591,000 in Feb- 
ruary, 1939. Orders for new freight 
cars since the first of March, plus 
pending orders, now total about 5,000 


units. With any substantial increase 
in business for the lines, it is be- 
lieved there should develop a_ fairly 


| good wave of railroad buying. 


Purchasing Agents Revert 
To Hand-to-Mouth Practices 


Inventories are being backed down 





and buying practices have gone back 


| to the hand-to-mouth status that pre- 
| vailed 
| touched off by the outbreak of 


before the spurt which was 
war 
last September, according to the 
March roundup of opinion among pur- 
chasing agents by the N.A.P.A. How- 


ever, the buyers reflected an attitude of 


calm while frankly admitting that gen- | 
eral business volume has been declin- | 
ing consistently for two months. Evi- | 















dence of a_ leveling-off 
| some lines was reported. 


Exporters Point to Lack 
of Injury from Blockade 


Although the volume of goods 
shipped from this country to Germany 


process in | 


since the outbreak of the war has de- | 


clined about $63,000,000, U. S. ex- 
porters point out that shipments to 
neutral countries surrounding the 
Reich have increased in that time by 
more than $68,000,000. 


Aviation Industry Records 
Best Year in its History 


Without regard for the production 


boom inspired by war in Europe, do- | 


mestic aviation industry went ahead on | 


its own and chalked up its best year 
of progress during 1939. More air 
miles were flown, more passengers and 
mail carried than ever before. And 
on March 26 there was completed one 


| the biggest single obstacle to sales of 
| air travel—public timidity. On April 
| 2 Eastern Air Lines inaugurated an 
unbelievable schedule of flights to and 
from Washington and New York, set- 
ting departures for every hour on the 
hour. Other lines are also looking 
| to expansion programs. All of which 
| should add up to more activity and 
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full year of operation without a single | 
serious injury to passengers or crews. | 
Effect of all this is to help whittle down | 









There’s a 


‘“‘WORLD” of 
Profit in... 


GLOBE 
BELTING 
PRODUCTS 


@A quality line of belting products 
that completely covers the industrial 
field is bound to produce plus busi- 
not only because it “fills 
the bill” for every customer require- 
ment, but, due to its quality, the dis- 
tributor knows that once sold, it 
remains sold, and brings in repeat 
business. That’s why GLOBE Woven 
Belting Products offer a “World” of 
profit to the Mill Supply distributor. 
The GLOBE line is complete; every 
item is of quality manufacture 
throughout. Write for GLOBE sam- 
ple cards and literature. Among 
the many products manufactured by 
GLOBE, here are a few. 


@ KANRY-TEX BELTING .. . Our 
latest specialty. It’s for the Can- 
ning Industry and for carrying 
fruits and vegetables. Odorless, 
tasteless and impervious to fruit 
and vegetable juices and acids. 


e SOLID WOVEN COTTON BELT. 
ING .. . Used for conveyor pur- 
poses—no plies to separate—solidly 
woven in a balanced continuous 
construction. 


SOLID WOVEN WATER PROOF 
TREATED BELTING .. . Best for 
abnormal transmission drives, such 
as those running under steam, mois- 
ture, and mild acid conditions. 
ENDLESS WOVEN BELTS... In 
one continuous piece ... no joint 
. no splice. Used on high speed 
tools, grinders, drill presses, ete. 
SIFTER BRUSH WEBBING 
BOLTING CLOTH WEBBING 
HARVESTER WEBBING 


SAND BELTING 


mess ..-. 


We sell elclusively through Mill Supply 
Distributors . . . write for a price list. 
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Woven Belting Co., Inc. 


1400 Clinton St. 
BUFFALO, N.Y. 








Their Time—and 
Trouble-Saving 
Features Mean 


SALES for YOU! 





“AIR KING" 


QUICK-ACTING, UNIVERSAL TYPE 


HOSE COUPLINGS 


QUICK — SAFE — 
INTERCHANGEABLE 


You can recommend the “AIR KING” Coup- 
ling with complete confidence that it will 
exactly “fill the bill.” The action is fast and 
positive. A push, a quarter turn, and the 
connection is made. Then, to make it ab- 
solutely safe, the heads can be quickly and 
securely held together by inserting cotter 
pin, nail or piece of wire through holes 
provided for this purpose. The locking ends 
(heads) are identical for all sizes of hose 
and threaded ends, permitting the coupling 
of any two sizes of hose within the hose 
end range of this coupling, or coupling to 
any pipe up to 1” by use of threaded 
connections. 


Every detail of “AIR 
KING” design and 
construction insures 
the utmost in effici- 
ency. durability and 
economy. Each coup- 
ling is tested on a 
“go and no go” 
gauge to make ab- 
solutely certain it is 
interchangeable. 


Threaded I.P.T. 
Female End 


Available in malle 
able iron, Style AKM; 
bronze, Style AKB. 


Threaded I.P.T. 
Male End 


For complete description of these two fast- 


selling DIXON products, see list 1239-X. 


Sold only in strict accordance with our estab 
lished Distributor policy. 


DIXON 


VALVE & COUPLING CO. 


MAIN OFFICE AND FACTORY 


PHILADELPHIA, PA. 


Branches: 





Chicago - Birmingham - Los Angeles - Houston 
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more need for supplies, equipment and | 
service around airports and hangars. 
Not much increase can be looked for 
in plants producing planes, since they | 


| have been operating at capacity rate | 


for many months. 








Sales Tips 


(Continued from Page 96) 








questions as mentioned in Paragraph 
Three; announce the meeting dates in 
advance, giving names of manufac- 
turer and the representative. Also 
I would have each salesman put up 
$2 security on the booklet which will 
be returned at the end of thé course. 

This plan would prove effective be- 
cause it demands that the salesman 
get his mind on the products of each 
month by answering questions in ad- 
vance. If he does not know the an- 
swers, the factory representative will 
be glad to answer them. The posting 
of the grades will also create a spirit 
of competition among the salesmen. 
Then the award at the end of the year 
would intensify still further interest 
in the course.—A. MW. Orsborn, prize 
winning sales meeting plan submitted 
to IWholesaler’s Salesman, March, 
1940. 


Emery Cloth Saves Day 


Recently a lengthy shutdown of an 
air compressor was averted by the 
Empire Star Mines at Grass Valley, 
Cal., by use.of a simple repair method. 
Failure of a crankpin bearing (burned 
out) resulted in a badly scored pin. 
The damaged bearing was rebabbitted 
immediately and the = crankpin 
smoothed up, but the repair proved 
unsatisfactory because the pin’s unéven 


surface prevented normal bearing tem- 
peratures. 

Reconditioning in a lathe, or instal- 
lation of a new pin, was out of the 
question, but the problem was solved 
as follows. The connecting rod was 
and the pushed 
Next, a short wooden board 
or beam, with a semicircular depres- 
sion lined with emery cloth at one 
end, and a piece of double-ply leather 
belt held to the beam by four }-in. 
bolts, was attached to the damaged 
‘rankpin. Two of these bolts con- 
tained wing nuts to facilitate adjust- 
ment of pressure. After a small 
amount of grinding compound had 
been placed on the belt surface, the 
compressor was started. It was shut 
lown again after a 3- to 4-minute run. 
The emery cloth then was changed, 
more grinding compound added, and 


removed 
forward. 


crosshead 
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NEW DEVELOPMENTS 
in the VISE FIELD... 





Buy 





THAT HELP YOU 
TO SELL MORE! 





COMBINATION VISES 


A recently perfected model now of- 
fered for the first time in the mill sup- 
ply field. It combines vise, anvil and 
pipe jaws . . . mounted on a swivel 
base. Jaw widths 4 sizes from 312” to 
6”; holds pipe from %” to 6”. 





TOOL ROOM VISES 


Adapted for tool room work. . 
swivel base and swivel jaw. 


- with 





SOFT METAL VISE JAWS 


Designed for machinists vises ... will 
fit any make of vise, made in sizes 
from 3” to 6” in copper, brass or lead. 
Easily and quickly adjusted to any 
vise . . . and stays solidly in position. , 


FIND OUT HOW YOU 
PROFIT WHEN THEY 


Hollands 


Drop us a line today for 
literature describing the 
complete Hollands Line 
and No. 36 price list. 


HOLLANDS MF6.Co. 


ERIE, PENNSYLVANIA 


Serving Industry for over 2 century. 
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the procedure repeated. A perfect 
pin resulted after twelve runs. Dur- 
ing each run water was added.—Engi- 
neering and Mining Journal, March, 


1940. 


Three Kinds of Knowledge for 
Class A Salesmen 


The question is often asked, “Can 
a good salesman sell anything?” The 
answer is: “Yes, he can, if he prepares 
himself by acquiring the necessary 
knowledge.” To sell anything a sales- 
man requires three kinds of knowl- 
edge: (1) Knowledge of the goods. 
(2) Knowledge of customers. (3) 
Knowledge of salesmanship. 

To know the goods is not enough. A 
competent factory man may be a fail- 
ure on the road. Many technical men 
under-value the art of salesmanship. 
They do not learn how to handle cus- 
tomers, how to sell. The first knowl- 
edge every salesman must have is 
knowledge of salesmanship. When he 
has acquired this knowledge he must 
study his goods, be able to answer 
questions, meet objections. 

Third, he must have a knowledge 
of human nature, be able to adapt him- 
self to the customer’s point of view. He 
must know people. If a salesman has 
these three kinds of knowledge, yes— 
he can sell anything —Herbert N. Cas- 
son in Sales Scrap Book, January, 
1940. 


Licking Heavy Drive Problem 


We had trouble with a drive on a 
paper beater driven by a_ 150-hp. 
wound-round motor. The drive over- 
hung on the motor bearing, overloaded 
the bearing and made frequent re- 
A multiple V-belt 
was installed, but it did not cure the 
trouble. 

We made a new shaft for the motor, 
long enough for the 26 V-belt sheave 
and an outboard bearing, mounted on 
a separate base. After a week’s op- 
eration the drive started to vibrate and 
chatter. An inspection revealed noth- 
ing wrong but three more days’ oper- 
ation broke the shaft at the motor 
bearing. A new shaft was made and 
installed, but failed in seven days. 

Our engineering department then 
designed a complete base, of j-in. 
steel plate, for the motor and two 
bearing pedestals on each side of the 
V-belt sheave. We replaced the origi- 
nal shaft in the motor, mounted the 
sheave on a stub shaft and connected 
the two with a flexible coupling. The 


newals necessary. 


whole drive can now be moved on 
its base as a unit to maintain proper 
tension in the belts —Nels W. Oman 
in Power, March, 1940. 











(0) 


swhen 
you 


sell 





VALLEY GRINDERS 


% Low upkeep cost 


% Economical, efficient performance 


% Complete satisfaction in service 


More than 20 years of painstaking research and manufacture have produced Valley 
Grinders, which are now accepted for their quality, accuracy, and performance through- 
out the world. Most large industrials know from experience what to expect from Valley 
Grinders and satisfied customers are your best assurance of profitable repeat business. 
Valley Grinders are powered by the famous Valley Ball Bearing Motors and protected 
by the Valley Guarantee. Specifications include heavy shafts, oversize ball bearings, 
wide wheels, and adjustable tool rests. Sizes from 1% h. p. Bench to 5 h. p. Pedestal 


models. 


Let us give you prices and details on special profit-making franchise 
for Valley Distributors. 





Valley Electric Corp. 














4221 FOREST PARK BLVD. @ ST. LOUIS, MO. 





it's time to take 


CONDENSAT 


PROFIT on 
BU 


SINESS 





Here is your 
market: 


Laundries 
Dairies 
Dry Cleaners 


Greenhouses 





Heating Plants 





Condensate Return 
for Gravity 
Systems. 


Condensate Return 
and Boiler 
Make-Up. 


For boilers up to 
500 HP. Pressures 
up to 150 Ibs. 








AUTOMATIC BOILER SERVICE UNITS 


By Roots-Connersville are engineered right... priced right... 
leading mill supply houses in United States and Canada. 


and sold by 
Check in on this 


easier selling, higher profit line NOW. Write for catalog and prices. 





Pump Builders for Over Fifty Years 


Tce anne 


CON NERS VILLE 


IN DIANA 
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PEPPORTAN CE 


IN EVERY SINGLE HOLO-KROME SCREW 


ls Our Guarantee to Y ou 


saeecinceeance plus the 100% HOLO-KROME 
FIBRO FORGED SELECTIVE DISTRIBUTOR 


Socket Screws 


are COMPLETELY SALES POLICY 


Cold Forged 








Volume at a Profit! 


HO 2 fie Os 


THE HOLO-KROME SCREW CORP. SOCKET SCREWS conse | CONN. U.S.A. . 























and there many @ 


LENOX 


quality and uniformity in "HIGH SPEED", "MO-SPEED", "TUNG- 


STEN" 


Regardless of the many claims made for hacksaws today LENOX 
or "SUPERFLEX" on cut for cut, blade for blade basis 
LENOX BLADES are packed in strong attractive PLAID BOXES, 


more than hold their own on any job, any time, any place. All 
easily seen and remembered. 


DISTRIBUTORS need have no fear of competition. 


OUR SALES POLICY 


We sell exclusively through Industrial Distributors with no rebates 


RRWAVRVRUBRWRBBVWSP RV WIV’ 
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or concessions, full protection to distributors stocking the LENOX 


line and full co-operation from our salesmen. 
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*“SUPERFLEX” 


MO-SPEED” 


and sell the complete line of 
and 


“high-speed” * 
“TUNGSTEN” 
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hacksaws for power machines and hand frames, you can supply 
SAW & MFG. 


al cutting jobs and know the customer 
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will get satisfaction and service. 


every demand for met 
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Day after day, year after year, for over three 
generations, an army of Wrench and Shop 
Tool users have been buying Billings. 


Today, Billings Forged Tools are better than ever be- 
cause behind each Billings Wrench is the “father to 
son” experience, knowledge and ability of men skilled 
in the art of forging. This craftsmanship is perpetuated 
from generation to generation—each striving to better 
the design, steel analysis, strength and finish of Billings 
Tools. 


The Strength of Thousands is behind a Billings Wrench 
—it’s not surprising when users say 


“Billings always 
have been good”. 


The New, 42nd Edition, Billings Forged Tool Catalog now 
being distributed, illustrates many new Wrenches and Tools. 





THE BILLINGS & SPENCER "Ue. 








on STRENGTH oF THOUSANDS 


To produce—such as Billings does—an accepted quality 
product is essential but does not complete the picture. 
This must be coupled with a sound, sensible, fair and 
profitable means of distribution. Billings tools are sold 
through Selective Distributors—an innovation perhaps, 
but working out to the advantage of the consumer, the 
distributor and ourselves. As an Industrial Supply Dis- 
tributor, you owe it to yourself to at least learn what 
such a policy means to the industrial distributing indus- 
try. 


The Billings policy—Distributor Policy—is worthwhile 
learning about—why not write today? 


You'll find the new Catalog to be modern in arrangement, with 
large clearly prinied 


tables and description. 





CONN., 


HARTFORD, 
192 MILL SUPPLIES © APRIL, 1940 














WORTHINGTON PRODUCTS... 
job-tested and accepted in every industry 











LDAP ILL, 


| For profitable resale 





| 
| 
| 
| 
| 


Monobloc | Give added emphasis to your 
gaan ek | equipment sales set-up by 
| couttiog tinge aa tying in with a name that has 


Capacities to 2400 g.p.m. 
Heads to 300 ft. 


behind it a century’s recogni- 
tion .. . a complete line of pro- 
ducts, carefully manufactured 
and adaptable to your custo- 
mers’ needs... an organization 
prepared to help you towards 
increased sales and profits. A 





Frame-mounted 
Centrifugal Pumps 


Capacities to 300 g.p.m. 


ea ee 
/ > 











Heads to 120 ft. Turbine Well Pum ° ° ° 

‘ Copecities to 6000, || Worthington Franchise is worth 

4 : ised | your immediate and careful 

fe investigation. | 
5 


1840 —-— 1940 
| A century of experience 
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Vertical Air Compressors Rotary Pumps 
Water-cooled Air-cooled Capacities to 2500 g.p.m. | 
Displacements Displacements Viscosities to 500,000 S.S.U. 
= to 67 cfm. to 25 chm. Pressures to 300 Ib. /sq. in. ernest 2 2 amen tenes 
y Pressures to 250 Pressures to 200 
ie. Ib. ‘sq. in. Ib. /sq. in. 
id 
ld 
S, ! 
1e 
S- 
at 
S- 
Horizontal Single-Stage Air Compressors Two-stage Air Compressors 
Displacements to 2042 c.f.m. Displacements to 445 c.f.m. 
Tank-mounted . . . Base-mounted Pressures to 150 Ib./'sq. in. Pressures to 125 Ib./sq. in. 


le Air Compressors 


Displacements to 45 c¢.f.m 
Pressures to 200 Ib. ‘sq. in 





th 
N Triplex Power Pumps Duplex Power Pumps Duplex Steam Pumps 
Capacities to 50 g.p.m. Capacities to 488 g.p.m. Capacities to 420 g.p.m. 
Fractional to 1500 hp. Pressures to 250 Ib. /sq. in. Heods to 315 Ib./sq. in. Pressures to 350 Ib. /sq. in. 
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Step over the ects SA The number of Distributors and their 
with an O.1.C. Selective Distributor Fran- Customers served by O.1.C. is constantly 
chise which gives you a complete line of growing because they find it profitable to 
quality valves to sell free from fac- sell and use O.1.C. Valves. It may 
tory competition. Your customers be possible to arrange an O.I.C. 
will profit by longer trouble-free @ Franchise for you. Write in... 
service and lower maintenance costs phone in... or wire in today. Let’s 
from the use of O.1.C. Valves. get on the profit road together. 


THE OuIio INJECTOR COMPANY 


WADSWORTH, OLFLLO 
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‘\ — and You Need DIFFERENT Aluminum Paints 
for DIFFERENT Paint Jobs! 


HE sales story told in the headline above is helping dis- 
tributors of Permite Ready-Mixed Aluminum Paint sell 
more aluminum paint — because Permite enables them to sup- 
ply a specialized aluminum paint for each specific requirement. 






Permite offers 14 different specialized types of aluminum 





paint. And each is completely ready-mixed—saving time, saving 
There are 1/4 Special labor, saving waste! Permite is the successful ready-mixed 

PERMITE aluminum paint that does not harden in the can, does not 
Ready-Mixed Aluminum Paints discolor. Left-overs can be used next day or next year — 


ith uni . . 
OUTDOOR © INDOOR with uniform results 


EQUIPMENT ° WET SURFACE Permite offers you the opportunity of rendering a real service 
QUICK-DRYING to your customers. If you are not already handling Permite, 
HIGH HEAT-RESISTING write for full details of our distributor franchise. 
GENERAL PURPOSE MAINTENANCE 
FEDERAL SPECIFICATION ALUMINUM INDUSTRIES, Inc. 
PRODUCT FINISHING — 6 Types CINCINNATI, OHIO 





READY 
MIXED 


ALUMINUM PAINTS 
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SERVING DISTRIBUTORS AND INDUSTRY CONTINU- 
OUSLY FOR 60 YEARS UNDER ONE MANAGEMENT 
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BUFORD BROTHERS 


Wor kaw eFe TART ETT 


INDUSTRIAL SUPPLY 
CATALOG 


oer OE, CRE OY 
ar COEF AT HS 
eres ae 
ceurraeget 


NASHVALLE, TENNESSEE 





directly new and good ideas produce new 
business. Our Catalog Service Department 


offers superior facilities pointed toward new 


ideas. 


fective and attractive Catalog, which will 
maintain and increase your sales, just call 


for our “New Improved” Catalog Service. 


THE CUNEO PRESS, Ine. 


Catalog Service Department 


2242 GROVE STREET 





The Alert Mill Supply Man 
Wants New Ideas 


in his Sales-Catalog, because directly or in- 


When you’re in need for a new, ef- 








° CHICAGO, ILLINOIS 






























Satisfied Customers are the 
Foundation of Good Business: 


"To The Cuneo Press, Inc., 
Catalog Service Department: 
The general appearance of the catalog, 
the excellent printing and illustra- 
tions, have elicited many compliments 
from our customers. 
We do not have a fault to find with 
this catalog and believe it will secure 
additional contracts for you in this 
section." 

B. F. Brown, President 

THE SABINE SUPPLY CO., 
Orange, Texas 
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RELIABLE 
...»FOR A WIDE VARIETY 





We Urge Buying th 


Brown & Sharpe Mfg. Co., | Pro 





EQUIPMENT 
OF SHOP REQUIREMENTS 





through the Distributor 
Providence, R.1., U.S.A. ||BS 














ROVEN FACTS | 


for 


DISTRIBUTORS 





FOR PROFITS 
SELL 





WHO SELL HACK SAWS 


If any product is made for 60 years two things are certain, 
FIRST, the product must be satisfactory, SECOND, the com- 
pany making the product must be sound. If these two points 
were not true the company would have been out of business 
years ago. 

Now here is where stand. The fact 
that there are thousands of satisfied users of 

which have been offered the trade for 60 years, clearly 
demonstrates the quality and sales possibilities of the line. 


The line is complete—blades for every metal cutting job— 
every type made to perform its particular job well. The dis- 
tributor carrying the knows that he is equipped 
to meet competitively every customer's metal cutting problem 
with blades that will stay sold and bring repeat business. 


ATTENTION DISTRIBUTORS 


It will pay you to check up on hack saw story. 
The line is sold through distributors and in some sections we 
have open an exclusive franchise basis that will give dis- 
tributors holding it a real opportunity to make profits. Write 
us today about the FFIN 1N for profits. 


General Sales Agents 
JOHN H. GRAHAM & CO. INC. 
105 DUANE ST. NEW YORK CITY 


Made by G. W. GRIFFIN CO. e FRANKLIN, N. H. 





HIGH SPEED STEEL—SPECIAL ALLOY (MOLYBDENUM)—ALL HARD—SOFT-BACK—NON-STRIP—SOFT-CENTER 
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Its Distributors 


‘Builds Business... 


The high quality of Ottemiller cap screws, set screws, coupling 
bolts, milled studs and other screw machine products and the 
prompt service behind them have proved a sound foundation for 
building business. Distributors and their customers are pleased 
and repeat orders are the logical result—and for the enthusiasm 


distributors express for the Ottemiller line. 


The Ottemiller policy is to work closely with its distributors and 
provide every assistance which promotes teamwork, enthusiasm 
and business building. If you are not thoroughly familiar with 
our line and its profit-making possibilities, write at once for full 
details. 

The new Ottemiller Catalog will acquaint you with the wide 


scope of the Ortemiller line. Be sure you have a copy of it. 


THE WM. H. 


YORK, PA. 
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An important contribution 
to progress... by men... 
management and machines 


Continued existence and progress over a pe- 
riod of fifty-five years is no small achievement. 


Every one in any way connected with the 
Quaker organization has played a part in con- 
tributing to this aggressive movement. 


... our distributing organizations have made 
Quaker products known everywhere. 


. . . those of us who are now entrusted with 
production, management and distribution 
problems fully realize our own responsibilities 
and the load that our distributors have shared 
with us in reaching out to bigger objectives. 


pe eee a eee 
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Progress and development in the mechani- 
cal rubber goods industry have gone hand in 
hand and Quaker has been in step with every 
demand. Items by the hundred, bearing the 
Quaker name, are literally in universal and 
profitable use in all branches of industry. 


Quaker management is indeed mindful of 
its obligation to Quaker distributors. It is our 
firm purpose to continue to maintain a desir- 
able and profitable line of mechanical rubber 
products to insure new business building and 


to provide the basis for repeat-order business 
for Quaker distributors. 


Quaker will march ahead in keeping your 
customers satisfied and will continue to main- 
tain abundant stocks at leading industrial 
centers to help you serve them better. The 
Quaker Franchise will always afford alert dis- 
tributors the maximum of profits and protec- 
tion. Quaker is alert to the needs of our 
distributing organizations, both from the 
standpoint of quality and profits. The goodwill 
and prestige of our company are created solely 
by the service rendered by our distributors. 


Goan eet 
PRESIDENT 


Oo 
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« NEW YORK - CHICAG 










































































(formerly QUAKER CITY RUBBER COMPANY) 
: . : CTS ER ne We fe fie 

+ HOUSTON « SAN FRANCISCO 
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These Shovels Made by America’s 
Largest Producer of Tillage Steel 


Available in all types The same TILLAGE STEEL that goes into the 
sduate point, black of Discs used on America’s finest Plows, Harrows, 
Alloy. A and B Grades Cultivators and Grain Drills, GOES INTO 


are heat-treated. 


INGERSOLL SHOVELS, SPADES and SCOOPS. 
See What 


Caen teiieg Does... [EM 5 CROSS - 


Steel rolled one way 


; : TILLAGE STEEL 
splits more easily. 


is cross-rolled to produce an interlocking, mesh- 

Steel rolled twoways grain structure that is split-proof. Then this same 
resists spiittin 

ee steel is Electric Heat-Treated to develop the tough, 


uv “ 77 springy quality which makes keen-cutting edges 
curl-proof. The TEM-CROSS Process insures 


the extra life of every INGERSOLL Shovel Blade 


” d £ —insures you extra value. 
° san dge Write for further information. Address our 


aii that’s Keen New Castle Plant. Dept. M.S. 


—won't Cul INGERSOLL STEEL & DISC DIVISION 


; g a Borg-Warner Corporation, New Castle, Indiana 
won t pit Plants: New Castle, Ind.; Chicago, Ill.; Kalamazoo, Mich. 


INGERSOLL 











Introducing Seven Important Salesmen 





for Fafnir Distributors 


The folks above are a few of the characters from 
Fafnir’s book, ‘“The Ten Minute Story"’. They're 
important because they're selling bearings! 

Mom and Junior and Grandpa are big ball bearing 
boosters who got the story off to the right start. 
Bessie the Bovine is one of the few whose equip- 
Steve and Mike 


are the boys who used to waste time 


ment isn't worth ball bearings. 


driving or fitting ball bearings, before 
Fafnir 
problems with the famous Wide Inner 
Ring and Self-Locking Collar. The “‘No- 


man’ is a has-been, too 


solved everybody's installation 


he used to throw 
up his hands every time they tried to 
modernize his lineshafts and equipment, 


because of bearing installation problems... 





These folks and their easy-to-read story will set 
you and your customers straight on the possibilities 
and sales advantages of Fafnir Ball Bearing Units. 
But that’s not all -—— page after page of photos 
of Fafnir-equipped lineshafts, motors, conveyors 
and other plant equipment give you real evidence 
to use in your selling. 

You should have this book! If you have 
it, every important prospect for ball bear- 
ings in vour territory should have one, too! 
It's the kind of help we give Fafnir Distrib- 
utors —— send for your copies today. The 
Fafnir Bearing Co., New Britain, Conn. 

EveryT ypeand Size of Radtal and Thrust Bear- 
ing, Precision Bearing, Self- Aligning Bearing, 


Sealed Bearing and Housed Transmission Unit 


THE BALANCED LINE+ MOST COMPLETE IN AMERICA 


MILL SUPPLIES © APRIL, 1940 






N 








S 


Quigley Products 


include: 


HYTEMPITE — plastic, air-setting 
refractory bonding mortar. “The 
World’s Standard High Tempera- 
ture Cement.” 

Q-CHROME — neutral chrome-base 
refractory cement. 

FYRE-MORTAR — dry, refractory 
bonding mortar. 

Q-CHROMASTIC — plastic, super- 
refractory surfacing mortar. 

QUIGLEY SPECIFICATION FIRE 
BRICK — Missouri, Pennsylvania, 
New Jersey. 

MONO-LINE — first quality plastic 
fire brick. 

ACID-PROOF CEMENTS—plastic, 
air-setting, heat-resisting. 

CAST-REFRACT — refractory con- 
crete for temperatures up to 
2500° F. 

HEARTH-CRETE — patented 
chrome base castable refractory. 
INSULCRETE — insulating refrac- 
tory concrete for temperatures up 

to 2500° F. 

INSULBRIX — insulating fire brick 
for temperatures up to 3000° F. 
INSULAG — insulating refractory 
lagging for temperatures up to 

2200° F. 

TRIPLE-A PROTECTIVE COAT- 
INGS—anti-corrosive, decorative 
coatings for iron, steel, concrete 
and other surfaces, 

Q-SEAL — plastic, expansive joint- 
sealing compound. 

DAMIT — waterproof, joint-sealing 
compound, 

ANNITE — cleaning compounds, 





QUIGLEY PRODUCTS 


are sold only by 
FRANCHISED INDUSTRIAL DISTRIBUTORS 








»§—— Gverywhore 


e HETHER it’s Ross-Willoughby Co. in 
Columbus, Ohio, or the Norvell-Wilder 
Supply Co. in Texas, you'll find our recognized 
industrial franchised distributors in all trading 
areas promoting QUIGLEY PRODUCTS 
actively, and completely servicing the needs of 
their customers. 


For over a quarter century, Quigley Company 
and its distributors have successfully pioneered 
the development and application of refractories, 
refractory insulations, protective coatings and 
other Quigley Industrial Specialties — products 
which are recognized everywhere for ability to 
meet exacting conditions economically. 


The high value placed on the Quigley Franchise 
by distributors is the result of the close coopera- 
tion of Quigley with the sales problems of its 
distributors and the alertness of Quigley engi- 
neers to meet new user problems presented 
through distributors. 


Such cooperation has meant just one thing — a 
mutually profitable relationship between 
Quigley and distributors. 


QUIGLEY COMPANY. x. 


Manufacturers of Industrial Specialties 
56 West 45th Street, New York,N.Y. 
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In Canada, Quigley Company of Canada, Limited, Lachine, P. Q. 
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Come with stiff swivel 


or shackles. A full line. 








— 











LAY-RITE 
PREFORMED WIRE ROPE 


PREformin of wires 
and strands eliminates 
internal stresses or fric- 
tion. Carefully —_in- 
spected and tested for 
strength, tensions, bends 
and other properties. 
For heaviest types of 
work. 


U-W CLEVELAND 
DIAMOND WIRE ROPE 
BLOCKS 




















hooks, loose side hooks, 



























U-W MANILA ROPE 
and CORDAGE 


A type for every use 
. . « all made to strict- 
est U-W qualifications. 
Every U-W_ rope ex- 
ceeds U. S. Govern- 
ment strength require- 
ments. 








U-W MANILA ROPE 
BLOCKS 


Come with wood, steel 
or malleable iron shells, 
in all sizes and types, 
for every purpose. 


















Why U-W 


QUALITY PRODUCTS 


ANt 


BEST SELLERS! 


@ There are two outstanding reasons why 
U-W is a “Best Seller” line. First, every 
U-W product is of quality manufacture, and 
contains only the best materials. This built-in 
superiority assures the distributor repeat busi- 
ness from original sales. Second, the close 
distributor-manufacturer cooperation that ex- 
ists between Upson-Walton and mill supply 
houses increases confidence on the part of 
both parties. This 100% cooperative distribu- 
tor plan allows the dealer to sell with the 
assurance that U-W stands behind him to back 
up every statement he makes as to the profit- 
producing ability of every U-W item. These 
two reasons . . . best products, plus best dis- 
tributor plan . . . illustrate why U-W Quality 
Products are Best Sellers. Ask us for de- 
scriptive literature covering our 100°; dis- 
tributor policy . . . also a complete price and 
product list. 


MAIN OFFICE & FACTORY: 1168 W. 11th STREET 


CLEVELAND, OHIO 
BRANCH WAREHOUSES 
NEW YORK, N. Y. CHICAGO, ILL 
BUFFALO, N. Y FT. WORTH, TEX 


PITTSBURGH, PA 
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OE is an all around maintenance man for an industrial plant about 

a mile from this supply house and when he gets up against it 

and needs something in a hurry, Joe gets in his car and drives down 

to the supply house to pick out just what he needs. Later the Pur- 
chasing Agent sends in a confirmation. 


That's how Joe got started on buying brass fittings and tools for 
tubing connection work. One day this new Imperial merchandiser 
for fittings and tubing tools loomed up in front of Joe and from that 
day on he became a customer for a lot of miscellaneous tubing con- 
nection fittings that were needed in his plant. 


Gradually this plant and other plants started to buy a lot of such 
supplies locally and the supply house built a nice volume on these 
Imperial items. 


There is a moral in this little story that you can cash in on. Why 
not write for complete details on this Imperial Merchandiser 
and also ask for the booklets “Useful Information 
on Brass Fittings” and “Don't Struggle With 
Tubing Work”. 


IMPERIAL BRASS MFG. CO. 
511 S. Racine Ave., Chicago, Ill. 
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INCREASE YOUR 
HOIST SALES 


with 


COFFING 
HOISTS 


%& Distributors who sell Coffing Hoists offer users real, prov- 
able, and "seeable" hoist advantages. They are, in reality, 


bringing to users totally new conceptions of hoist performance 
and value. 











%& Today industry is using more Coffing Hoists than ever 
before. The answer is simple. Users appreciate these scien- 
tifically designed, easy performing, and dependable hoists that 
operate safely, quickly and economically. 


% Prospects readily see the advantages of these hoists. They 
like the built-in efficiency and recognize the opportunity they 

















‘eee offer for low-cost performance. There are potential users of | 
. +4 Coffing Hoists in factories of all kinds, mines, oil fields, rail- 
Eee . roads, steel plants, machine shops, utilities, logging industries, 
it r +); . ship yards, construction and wrecking crews, etc. 
att ‘ % The Coffing sales policy is based on sales through distribu- 
ih t , tors. It provides protection, good profit margin, and planned 
if ; 4 sales help for distributors by a staff of factory trained salesmen. 
) ‘ 
. 4 % This is the line that is building profitable hoist sales for many 
y 5 distributors. It is your opportunity too. Action on your part 
x ; now is bound to result in satisfactory sales and profits for you. 
i Why not investigate? 
SU} ’ 
4 
COFFING HOIST CO. 
i DANVILLE, ILLINOIS 
| » 
o 
RTE EE IR ee vn anemt . eS CRERERE - " : uname SUR NERNNAN Sa 3 : tras _ seecneuanNS . va nt ee = _ = eS own mene " 
OFFING “3un0° HOISTS 
DESIGN 
RATCHET LEVER HOISTS LOAD BINDERS ELECTRIC HOISTS 
SPUR GEAR HOISTS TROLLEYS DIFFERENTIAL HOISTS 
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ON BIG JOBS 








a f 


THEY STAY SOLD 


This is proven by our 70 years of 
wrench building. If Lowell's were 
not dependable reversible ratchet 
wrenches the trade would have 
discovered it long ago. 


LOWELL WRENCH CO., WORCESTER, MASS. 


The name LOWELL stands for an Honest Deal with Honest Tools 





RED RATCHET 
WRENCHES 


SMALL JOBS 
SELL 


LOWELL'S 


FOR PROFITS AND 
SATISFIED CUSTOMERS 


In the Lowell Safety-Steel Socket Bridge 
Wrench we have the strongest Reversible 
Ratchet Wrench on the market—barring 
none. 


Our Handles are made from strong 
alloy castings which are stronger than any 
ordinary forging. 


The Pawls are cut from steel and specially 
heat treated, and with crushing action, give 
the strongest strain that can be had. 


These Wrenches are guaranteed, and any 
handle broken and returned will be re- 
placed without charge. 


There are all sizes of Reversible Ratchet 
Wrenches in the LOWELL family, even as 
small as 6 inch in length. If you have 
problems, or haven't one of our catalogues, 
write today to the concern that has made a 
study of and built up this type of wrench. 


remy w “ 
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im 
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FVERYTHING 


Distributors! Profit by recommending and selling a 
Chuck line that needs no introduction to the man in 
the shop. 


Lidddand Ne For over fifty years Skinner Chucks have served 

industry which is one reason why a large number of 

the leading builders of machine tools in the United 

States equip their product with Skinner Chucks. These 

a — it easier for the distributor to sell Skinner 
ucks. 


THE SKINNER CHUCK CO. 
NEW BRITAIN, CONN. 


vy 
ey) 


The Complete Skinner 
line includes: 











Hand and Power Lathe 
Chucks 


fi di Drill Press & Milling Mch. 


Vises 
Planer and Shaper Vises 
Drill and Tapper Chucks 


Air and Hydraulic Cylinders, 
Control Valves and equip- 


4 ment 
Di hhed Hand and Power Chucks for 


direct mounting on taper 
spindle noses. 
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BRISTO SOCKET SCREWS... 





BRISTOL’S BELT FASTENERS...Money-making products 
that also contribute to your reputation for quality. 


Sold through distributors. [gi Maan: eam eee Monon Mae Wn in, 
MILL SUPPLY DIVISION © WATERBURY, CONNECTICUT 





Some distributor territories are still open. If interested, write us for details. 


212 MILL SUPPLIES © APRIL, 1940 








— 

















the complete 


line of 


HOSE ACCESSORIES 


WITH THE NEW KNOX CATALOG 


in your hands, you have illustrated and presented be- 
tween two covers a complete line of products and 
reference information developed from 29 years of user 
and distributor activity. 


WITH THE KNOX LINE 2fjtes: chs. 


In the event that you do not have in position to sell the requirements of both large and 
a copy of the new KNOX Catalog, small customers and perform your complete selling 
be sure to ask for one promptly. and service functions adequately and profitably. 








KNOX MANUFACTURING CO. 


Cherry & Mildred Sts. PHILADELPHIA, PA., U. S. A. 
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HELP OF 





STAINLESS STEEL VALVES & PIPE FITTINGS 


... and with profits for 
DISTRIBUTORS 


who recognize the expanding uses among 
their customers for stainless steel valves 
and fittings to meet operating conditions 


where no other type of metal stands up. 


Our ten years of pioneering in the devel- 
opment of this line and the continued 
growth of our work with distributors en- 
able us to solicit your inquiries and explain 
how you can get in on the ground floor to 
supply the answer to industry's corrosion 


and contamination problems—profitably. 


ALLOY STEEL PRODUCTS CO. 


1300 West Elizabeth Ave. 
Linden ¢ New Jersey 
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DRIVES 








New Plant Now 
in Operation 


In order to keep 
pace with steadily 
increasing sales of 
Congress Drives, it 
has been necessary 
to build a com- 
pletely modern plant 
equipped with latest 
manufacturing = fa- 
cilities. Visit us the 
next time you are in 
Detroit and see how 


Congress Drives are 


built. 
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% High quality and trouble free day-after- 
day performance is responsible for the 
widespread user acceptance of Congress 
Drives. There is a definite preference on 
the part of large numbers of industrials for 
Congress Drives and this means, not only 
new business, but repeat and replacement 
business as well. That's what builds sales 
volume and brings you substantial income. 


We have a competent engineering staff to 
assist your customers with their transmission 
problems—we carry large stocks of our 
complete line to make immediate deliveries 
on your orders. Find out what the Con- 
gress line of transmission equipment can do 
for you. Catalog No. 140 contains useful 
engineering data and will help you sell. 
Write for it. 





CARSON 
NEWTON 
FILES 


WHAT THEY OFFER 
DISTRIBUTORS 


A complete line of files and rifflers in 3 brands, in all sizes, shapes 
and cuts for any filing job industry may have. Regardless of the 
style of file required you can furnish it if you carry the CARSON- 
NEWTON LINE and be sure it will give satisfaction. 


lst—""DU-MORE” (Red Label). The highest grade commercial pat- 
tern file. They sure do more when it comes to filing results and 


can be put against any files on the market and will give satis- 
faction. 






















2nd—"Kleen Kut” (Blue Label). A first quality grade in the so 
called regular commercial files. A user said “Brother they 
sure name this brand right, they cut clean and keep right on 
doing it all the time.” KLEEN KUT FILES will stand right at 
the top with any make in the regular commercial line. 


“ ALLIGATOR”—This brand is our Swiss Pattern Line. When it 


comes to real precision filing you can be sure 
ALLIGATOR BRAND will give satisfaction. 


Not only is the CARSON NEWTON LINE complete, but every type is designed and 
made to perform its particular job unusually well. Each individual tooth is sharp 
and keen, ready to cut, not scrape. We are not the oldest file makers but the con- 
sistent performance of CARSON NEWTON FILES for 27 years in industry enables us 
in the face of all claims made for files today to stand on the same basis as always 
which is—THERE IS NOTHING BETTER. 


THE SALES POLICY 


Sold through Distributors with full protection and full co-operation for stocking dis- 
tributors. 


ATTENTION DISTRIBUTORS 


In some sections we can accept distributors and give them exclusive franchise for 
their territory. If you desire a complete line of files, one that will give you any type 
file required from a single source, files that will give complete satisfaction on every 
job they tackle and bring you repeat business from satisfied customers write us— 


FOR FILE PROFITS REMEMBER 


- i i 
seetetee, ‘ Trt 


a —_ 


“ARSON-NEWTON FI 


CARSON NEWTONCO. }© Belleville, N. J. 
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Milford and 
other brands manufac- 
tured by us ore, and 
have been for six 
years, the only hacksaw 
blades sold under a 
definite sales policy 
supported by a legal 
contract, guaranteeing 
our adherence to 


this policy 
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STANLEY GRINDERS SELL 


= On The Work They'll Do 
— And The Years They'll Do It! 


The Stanley Electric Tool Distributor has a ruggedness that makes it “cost less per year.” 


Grinder to offer for every job. Every one of Investigate what Stanley has to offer. Stanley 


them is built to handle a wide range of jobs Electric Tool Division, The Stanley Works, 


— every one has that in-built Stanley 146 Elm Street, New Britain, Conn. 


sf” 


we WE ARE REPRESENTED BY SELECTED DISTRIBUTORS * 
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TO GET THE BIG JOBS out in a hurry, the No. 585A FLEXIBLE SHAFT GRINDER cets 
Stanley No. 565 Portable Grinder smoothes welds, rms into the close places to do a fast, smooth grind- 
cleans up large castings, removes rust, scale, : y ing job. 18,000 r.p.m., ¥% h.p. motor provides 
paint. 5” wheel, heavy duty motor, sealed ball plenty of power to maintain high speeds on 
bearings on spindle. : tough surfaces. 


USED IN A MILLING MACHINE, Icthe, shaper, BRAND NEW % h.p., 18,000 r.p.m. No. 153 
or bench stand, or free-hand, the Stanley No. 585 Grinder. Nicely balanced, light weight, with 
Tool Room Grinder is a time saver for external comfortable fluted grip for free-hand work. Can 
and internal grinding on dies, punches, special also be used as a Tool Room Grinder. 

machine parts and spiral cutters. 


STANLEY ELECTRIC TOOLS 


MILL SUPPLIES © APRIL, 1940 














>ts 
ind- 
des 

on 


53 
th 












NEN 
BUSINESS 


“Yes, sir, by sending for Laughlin’s new catalog and 
sales helps, I found out about a wire rope clip that’s an 
entire demonstration in itself! 


“Just a fist grip! Clench your fist — show the Laughlin 
Safety Clip. Pinch your thumb and finger together — 
show the ordinary U-Bolt Clip. My salesmen say it’s the 
bestsalesleaderfor wire rope fittings they've had inyears! 


“I’m glad I got in at the head of the Safety Clip parade 
by sending for all the sales helps I could get!”’ 


DISTRIBUTORS! 

A new sales story — and a real profit — is right in 
the palm of your hand, too. The many sales-getting 
user-benefits of the Laughlin Drop-Forged Safety Clip 
are dramatic, easy to remember, easy to demonstrate, 
easy to understand. 


BRANCH SALES OFFICES 


1027 Magazine St., 
New Orleans, La. 
318 Penn. Ave. 
Pittsburgh, Pa. 
Lewis M. Gardner 
2223 Warner Road 
Fort Worth, Texas 
10 High Street 
Boston, Mass. 


71 Warren Street 
New York, N. Y. 

P. O. Box 217 
Cortland, N. Y. 

564 W. Randolph St., 
Chicago, Ill. 

2921 E. Grand Blvd., 
Detroit, Mich. 


The THOMAS LAUGHLIN CO. . COMPANY........ - akcbceiipianbcaaaale 


PORTLAND, MAINE 
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923 East Third St., 
Los Angeles, Cal. 
250 Perry Street 
San Francisco, Cal. 
605 Pioneer Bldg., 
Seattle, Wash. 
4000 York Street 
Denver, Colo. 



















But the Fist Grip clip is not only an attention-getter 
in itself. Repeat orders follow when its advantages are 
felt throughout all the wire rope-using industries — 
and it opens up the way for sales of related items. 


Send for more information on all the savings that sell 
the “Fist Grip” clip — rope! tools! clips! delays! 
accidents! saved. 


LAUGHLIN PROTECTS THE DISTRIBUTORS 


MAIL COUPON TODAY FOR FREE FOLDER & CATALOG 


THE THOMAS LAUGHLIN CO. 
PORTLAND, MAINE 


Please send your new catalog and new Safety 


Clip Folder = = 
MINE 5 i< ois. ucsiscvinselicabanss staves toca pecuecnacaenanernesee Narain 
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Walk-Laid 
MANILA ROPE 





MANILA 
and 
SISAL 
CORDAGE 





COMMERCIAL SUE 
TWINES At 


OAKUM 
and 
PACKING 


265 fathom coil, 18” 
circumference, haw- 
ser laid Wall Manila, 
weight 16,000 Ibs. 
Small coil is a stand- 
ard 200 fathom coil 
3” Wall Manila. 





elite 


Wall Manila Rope is made from the best grades of fibre in all sizes for practically every use. . . 
is lubricated and treated to make it as water and rot-proof as a rope can be. 


Long durability and highest quality are built into it from the beginning. There is lasting satisfac- 
tion and service in every foot . . . more profit to dealers . . . more economy to users. 


SPECIFY Wall 


Manila Cordage for every field and use 


Te ttiectieetalel 


FISHING ¢ MARINE ¢ PILE DRIVING ¢ HOISTING (§\%6%)> A: =e 
HAMMERFALL . DRILLING CABLE . TRANSMISSION = ee : Lay Y a 
HARDWARE *« GENERAL CONTRACTING ¢ OIL & WATER-WELL Wits: Pe Ao 
TREE CLIMB ¢ AGRICULTURAL «¢ SKI-TOW « SCAFFOLD We 


| 
| 


WALL ROPE WORKS, INC. 


48 SOUTH STREET ° NEW YORK, N. Y. 


FACTORY: BEVERLY, N. J. 


BOSTON @ PHILADELPHIA @ BALTIMORE @ NORFOLK @ NEW ORLEANS 
PITTSBURGH @ CHICAGO @ TULSA @ HOUSTON @ SAN FRANCISCO 


LONGEST ROPT Ww ih FN a ei POrmLD 
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MLL TAKE THE CLEAN-CUT WAY! 





ABRASIVE 


SOUTH BRAINTREE 


AP’S “Masterpak” carton is ready for delivery to 
your customer the minute you receive it. No opening 
of bales, fighting with wire, rewrapping customer’s 
order. No waste of torn or damaged sheets. Just take 
a “Masterpak” from your shelf, slap your label over 
ours, and deliver! It’s the clean-cut way to handle 
abrasives. 

Even on a detail like packaging, you can see the 
efforts AP has made to put the Jewel line in a class 
by itself. “Masterpak” protects, too — against mois- 
ture or handling damage in transit or in stock. 

24-hour action to back you up on orders — author- 
itative AP Engineering Service to help your customers 
lick finishing problems — a free trial offer that over- 
comes the “tough customer’s” last objection — these 
AP advantages mean you can make money on coated 
abrasives. Write or wire for facts on the AP Franchise 
today! Abrasive Products, Inc., 517 Pearl Street, 


South Braintree, Massachusetts. 


PRODUCTS 


MASSACHUSETTS 
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MEANS roYOU 


PARKER have been Master Vise Makers since 1832 and in these one hundred odd 
years are packed four generations of experience .. . experience that is passed on to 
you in the form of a vise that combines construction features to better serve your trade 


for years without expensive replacements. 


customers. 


PARKER'S / LITTLE BEARS 


These little fellows are convincing. 
Read what they have to say and use 
these points in your sales talk plus 
these important facts — PARKER’S are 
backed by 108 YEARS (and boys, that's 
a lot of years) of vise-making experi- 
ence. The PARKER complete foundry 
and factory with modern equipment 
enables the entire vise to be made in 
one plant and assures the last word in 
vise quality. 


Sell PARKER'S for PROFITS 


The Charles Parker Company 


Meriden, Connecticut 


This means VISE profits from satisfied 
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CASTINGS of * 
PARKO-METAL 








STRENGTH 
OF ASOLID 
BACK JAW 


THE PARKER SALES POLICY 
100% SALES THRU THE DISTRIBUTOR 
Full protection to the distributor stocking PARKER VISES. 


PARKER VISES 


America’s Oldest... @ 


222 


... Established 1832 
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Mo-lyb-den-um Steel 
495 to 514 Brinell 
6 Ounces to | Pound Lighter 


Sat fae y 


4 

, 

4 

ne ee d 
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Smoother Shoveling; Stronger 
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It is another basic improvement when 
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nt to wear. 


working an 
heat treat 
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1-Beam Handle 

A Backbone ro 
Skyscraper Strength 
omens é he _. , and workm 
eZ when you have provided 4 
smooth grip that can 


These fundamental contrib 
for phenomenal wear, 

explain why "Moly" Shove 
for further informat 
vention in Dallas. 


"Moly" Shovels. 


The Wood Sh 








4 Inches for Fingers 
Smooth, Firm, Comfortable 


Waris 
BIG FIST 


Oe, 
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WORM - HELICAL 
SPEED REDUCERS 
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VV BETHER you sell a complete line of 
transmission products or whether 
you sell only a few items, you will find 
that the Jones organization will give you 
active support in your sales work. 
The Jones catalogs on al! the various 
products in the Jones line, represent 
the accumulated knowledge of many 














years. They have been designed to 
make your selling job easier. 


We suggest that you look over the 
accompanying list of catalogs and write 
for any that you believe might be heip- 
ful. We shall be glad to send you any, 
or all, of them. 


ANY, OR ALL, OF THESE JONES CATALOGS WILL BE SENT ON REQUEST 


— Jones Herringbone Speed 


Reducers 
—Jones Cut and Molded 
Tooth Gears — Jones 
Clutches 
— Jones Worm Helical Speed and 
Reducers Sheaves 


— Jones Spur Gear Speed 
Reducer Units 

—Jones Worm Gear Speed 
Reducers 

Lemley Frictional 


—Jones V-Belt 


—Jones Flexible Couplings 


—Jones Roller Bearing Pil- 
low Blocks 


—Jones Cast Iron Pulleys 


— Jones Power Transmission 
Equipment 


W. A. JONES FOUNDRY & MACHINE CO. 4411 Roosevelt Road, Chicago, Illinois 
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POWER KING 


BADGER Car Movers cut costs because of their 
amazing speed, power, and reliability. There- 
fore, you can recommend BADGERS with full 
confidence in their ability to perform satisfac- 
torily and economically. They are low in first 
cost, easy and safe to use, strong in construc- 
tion. Here is a line of Car Movers that will 
give you sound, continuous income — buyers 
come back again and again because they get 
their moneys worth for their investment. 
BADGER Car Movers have a long, satisfactory 
record of efficient performance back of them. 
Types for heavy, light, or average jobs. Get 
full details on BADGER Car Movers and on 


our profitable distributor set-up. 


comeany APPLETON WIS. 


MILL SUPPLIES © APRIL, 1940 





ADVANCE 
SLIP-PROOF 
SAFETY SPURS 
Spurs are the vital part 
of every car mover. Ad- 
vance Slip-Proof Safety 
Spurs are made of finest 
steel, especially treated. 
We have all sizts to fit 
any BADGER Car Mover 
or other make. Packed 
in sets of ', to 1 doz. 
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* Winners in Quality...... 
* Winners in Performance... 
*% Winners in Sales........ 


Your customers get the best for their money when you sell them Improved Vincent-Hunt- 
ington Grinding Wheel Dressers and Cutters. They get more for their money too because 
they offer exclusive improvements that insure definite dollars and cents savings to users. 


For example—the new type hardened steel bushings are a new design to eliminate turn- 
ing and wearing out the bushing holes in the dresser. The correctly hardened steel pin 
revolves freely in the bushing and the cutters revolve on the pin, affording constant 
change in the relativity of cutters which makes for better dressing and truing. 


The non-burring cutters are made from high carbon tool steel, milled not stamped, and 

F heat treated to the proper degree of hardness and toughness by our own exclusive "Vin- 

; cent Process” so that they will cut fast and the teeth will not break. We operate the 
largest commercial heat treating plant in the country with a capacity of 100 tons daily, 
specializing in close tolerance work. ; 





These outstanding advantages are available at no increase in price. They are powerful 
factors in your selling. Industrials everywhere insist on Vincent-Huntington Grinding Wheel 
Dressers and Cutters because they like their uniform high quality, longer life, and de- 
pendable performance. This acceptance and steadily growing demand are sales oppor- 
tunities that supply men cash in on every day. Be sure your stocks are adequate for the 
demand. Get complete data from our new catalog sheets. 


IF 1TS A HUNTINGTON DRESSER OR CUTTER VINCENT MAKES 11 
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How the advertising pages of 
BUSINESS WEEK 


make life more fun for salesmen... 


Brody's been calling on Mr. Oglethorpe for 
two years now. He's used to getting “brushed 
off.” But, today something happened .. . 
today it was different. When Brody's card 
went in, out Came an invitation. The reason? 
On Mr. Oglethorpe’s desk was a copy of 
Business Week, opened to an advertisement 
of the product Brody was selling! 

Business Week reaches 112,000 “Ogle- 
thorpes” every week— executives who oc- 
cupy key buying positions in industry — ex- 
ecutives who lean on Business Week for 
help in making important buying decisions. 
The influence of its advertising pages makes 
them want to listen to what you have to say. 

So well has this been demonstrated that 
more and more companies are putting 
Business Week at the top of their magazine 
list .. .companies like those listed here, who 
are selling themselves to the men who okay 
your orders! 





(ome in anytime Brody” 

















In March ... here's a partial list of companies who were busy sell- 
ing themselves to active management through the advertising pages 


of Business Week... 


Allis-Chalmers Manufacturing Co. 
(Texrove Drives, Power Transmission 
Equipment, Pumps, Blowers and Com- 
pressors) 

Aluminum Company of America (Alu- 
minum Alloys) 

Anchor Post Fence Co. (Steel Fences) 

The Philip Carey Co. (insulations, Ce- 
ments, and Expansion Joints) 

Century Electric Co. (Electric Motors) 

Clerage Fan Co. (Heating, Cooling, Ven- 
tilating Equipment) 

Crane Company (Valves & Fittings) 

Cutler-Hammer, Inc. (Motor Control 
Equipment) 

Cyclone Fence Co (Prefabricated Fences) 

Fafnir Bearing Co. (Ball Bearings) 

Fairbanks, Morse & Co. (Scales) 

General Electric Co. (Incandescent Lamps) 

The 8. F. Goodrich Co. (Mechanical 
Rubber Goods) 

Goodyear Tire & Rubber Co. (Mechan- 
ical Rubber Goods) 


Grinnell Company, Inc. (Unit Heaters, 
Pipe Fittings) 

Hewitt Rubber Corp. (Mechanical Rub- 
ber Goods) 

Hyatt Bearings Div., General Motors 
Sales Corp. (Roller Bearings) 

The International Nickel Co., Inc. 
(Nickel Alloys) 

Keasbey & Mattison Co. (Asbestos & 
Magnesia Products) 

Owens-Corning Fiberglas Cerp. (in- 
dustrial Insulation) 

Republic Rubber Div., Lee Rubber & 

Tire Corp. (Belting & Hose) 

Joseph 7. Ryerson & Son, Inc. (Steel) 

Scott Paper Co. (Paper Towels) 

SKF Industries, Inc. (Bearings) 

Tinnerman Products,“Inc. (Speed Nuts) 

Westinghouse Electric & Mfg. Co. 
(Electrical Equipment) 

Willson Products Incorporated (Respi- 
rators, Goggles, Helmets, Gas Masks) 














- BUSINESS 
WEEK 


ls A// Business! 
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BUTOR’S FRANCHISE 
rom YOUR angle... 


What helps our distributors, helps us. Our franchise 
not ony permits you to make money—it compels 
you to do so. A firm, consistent policy that plays 
no favorites, tolerates no departure from policies 
and gives distributors full cooperation and sup- 
port, has built up sound, profitable distribution for 
Walker-Turner Machine Tools. 

It goes without saying that to make such a policy 
possible the product must be right and the price 
“in line’. Walker-Turner Light Machine Tools have 
found a definite place in industry because of their 
accuracy, ruggedness and sound design. These 
tools are constructed on the basis of a correct 
relationship between factor of safety and weight. 
Volume production and efficient manufacturing 
methods permit prices that make quick sales and 
frequent repeat orders. Wide application of 
Walker-Turner tools to industry makes each of 
your customers a prospect for one or more types. 
Write for details of our franchise. 

WALKER-TURNER COMPANY, INC. 
2840 Berckman Street, Plainfield, N. J. 


ae) WALAER-TURNER MACHINE TOOLS 


r FOR METAL, WOOD AND PLASTICS 


1 
+ f 


AINFIE 
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Distributors say: ‘“‘We never sold many HACK SAWS and 
BAND SAWS until we got the SPARTAN Line’”’! 


Spartan Saws have a definite entree into every plant because of 
their high quality and service. A saw for every metal cutting job 
makes this line easier to sell. 


Two High Speed type Spartans — the Genuine Tungsten High 
Speed Steel and Kutall Molybdenum Alloy High Speed give the 
maximum work value and performance, especially under condi- 
tions where speed, endurance and toughness are required. 


The 2 in 1 and Flexard Spartans are better than regular Tungsten 
blades, and will not break in spite of abusage. 


Spartan All Hard and Flexible types cannot be surpassed for 
ordinary Tungsten hack saws. 


Sell Spartan Band Saws for superior cutting performance and 
satisfaction. 


pe ma, 
2 a, 


a a a ee 
ae —» ia en 


SPARTAN Saas 


we protec SPARTAN SAW WORKS, Inc. 


Spartan Distributors 


and their profits SPRINGFIELD, MASSACHUSETTS, U. S. A. 





Step Ladder 


Pillow Block 


AY 


Live Center 


Hoists 


Linameter 





PRODUCT PAGE NO. MAIN FEATURE 


Portable Electrie Sander 


Conveyor-Elevators 
Machine-Vibration Isclator 


Electric Hand Saw 


Preload Adjustment for All Bearings 
Welding Blowpipe & Cutting Attachment 


Serew Driver 
Water System 


Numbering Pliers 

Starter and Motor Disconnect Switeh 
Hole Attachments 

Flexible Shaft Machine 

Cut-Off Tool 


Transformer Gins 


237 High accuracy 

237 Engraved to order 

237 Saves wiring and conduit work 
238 Adjustable fulerum screw 

239 Truck-mounted 

240 Leaves no burr 

240 Fit any size pole 











233 Rust-prcof, svlinter-proof 

233 Belt speed 1350-ft. per minute 
234 For simplified mounting 

234 Eliminates metal to metal contact 
234 Fasily installed 

235 Powerful, fast cutting 

235 Inserts are quickly removed 

235 Compensates for expansion of quill shaft 
235 For light-to-medium work 

226 Replaceable Tip 

236 For heavy duty service 

237 Compact, ready to install 








MANUFACTURER 


Aluminum Ladder Co. 
Syracuse Guild Tool Co. 
Dodge Manufacturing Corp. 
Stephens-Adamson Mfg. Co. 
Johns-Manville 

Skilsaw, Ine. 

Ideal Commutator Dresser Co. 
The Dumore Co. 

Linde Air Porducts Co. 
Stanley Tools 

Shaw-Box Crane & Hoist Div. 
Roots-Connersville Blower Corp. 
Cochrane Corp. 

H. O. Bates Co. 
Cutler-Hammer Ine. 

Brown & Sharpe Mfg. Co. 
Stow Manufacturing Co. Ine. 
Billings & Spencer Co. 


Coffing Hoist Co. 














Designed te 
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WITH 


Step Ladder 
Rust-proof, Splinter-proof 


this all-aluminum step ladder 
ible for use i 


product breakage is an important con- 
sideration. It features a guard rail 
above the 14 by 25-in. platform, for 
the protection of workers and 
products. The new ladder is con- 
structed entirely of aluminum alloy 
and is light enough to be handled eas 
ily. Rubber casters fitted to the back 
legs add to ease of handling. It is 
available in two sizes—(A) 6-ft. high, 
and (B) 4-ft. high.—Aluminum Lad 
der Co., Tarentum, Pa—MIL. Sup- 
pLies, April 1940. 


Portable Electric Sander 
Belt Speed 1350-ft. per Minute 


A portable electric sander using 


standard 3-in. by 24-in. abrasive belts, 


has just been added to the manufac 
turer's line. With a belt speed of 
1350-ft. per minute, this tool speeds 
up sanding and surfacing operations 
on wood, metal, marble, slate, plastics, 
and other composition materials. 
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can 
requirements. 


W PRODUCTS 
SALES POSSIBILITIES 


Equipped with a 4 h.p. motor, it oper- 
ates on any 110 volt AC or DC line, 
be supplied for other voltage 
Type G-3, is balanced, 





compactly built and easy to handle. 
moving parts, including the drive 
and idler pulleys, are equipped with 
precision ball bearings. 


aligning 











Patented belt 
control insures perfect belt 
traction regardless of motion used. 
—Syracuse Guild Tool (0., Syracuse, 
Y.—Mitt Suppiies, April 1940, 








“Longer helt life 


is what 
my customers want” 


says 

R. C. BALDWIN 

Representative of 

The L 
Inc. 

Baltimore, Md. 


A. Benson Co., 





66 Y answer to longer belt 

life is Veelos V-Belting. 
Here are three reasons I give my 
customers who ask why Veelos 
lasts longer: 


“First: Equalized belt tension 
can be easily maintained, pre- 
venting overload on any strand 
of a multiple drive. (20° 
overload reduces the life of a 
V-belt 50%). 

“Second: Natural flexibility of 
laminated construction _ re- 
duces to a minimum bending 
stresses which are destructive 
to other V-belts. 

“Third: Zero internal stress 
from side bulge because there 
isn't any bulge. 


“These 3 add up to longer belt 
life. Saves money for my cus- 
tomers and makes sales for me.” 


LOS” 
hee 60-Second 
-BELT.. 
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Pillow Block 
For Simplified Mounting 





This double interlock pillow block 
has ‘been designed for simplified 
mounting on ordinary commercial 
shafting where less heavy loads are 
to be carried than those requiring the 





clamp sleeve type of bearing. Some 
of the features are—a duplex Timken 
roller bearing with long extended 


inner race-ring extending completely 
through the housing, providing a com- 
pletely enclosed bearing; made in both 
expansion and non-expansion types; 
cap and base are machined at the joint 
to insure accurate fit; base of outer 
housing is machined to insure accu- 
backing; labyrinth seals retain 
lubricant and protect bearing against 


rate 


foreign material; mounting on the 
shaft is extremely simple. In the non- 
expansion type the inner unit is 


mounted in a two-piece cast iron hous- 
ing with the inside machined truly 
spherical to fit outside of the inner 
unit. In the expansion type, the inner 
unit is mounted in a two-piece cast 
iron outer housing with the inside 


machined with a straight cylindrical 
bore to fit the outside of the inner 
unit. All normal radial, thrust and 


shock loads are successfully carried 
by this pillow block, but load capacity 
and top speeds may be increased some- 


what if bearings are mounted on 
shafts ground to full size—Dodge 
Manufacturing Corp., Mishawaka, 


Ind.—Miui.t Suprwies, April 1940, 


Conveyor-Elevators 
Eliminates Metal To Metal Contact 





Absolute cleanliness and freedom 
from contamination are assured in the 
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new Redler conveyor. The new design 
is available in the horizontal closed 
circuit type and features the driving 
chain moving in a compartment sepa- 
rate from the compartment handling 
conveyed material. This construction 
is said to eliminate any metal to metal 
contact in the carrying run, prevent- 
ing possibility of dirt or lubricant 
from contaminating material. This 
type is recommended wherever multi- 
ple discharge points on_ horizontal 
runs are required. The new design 
does not add to the overall width or 
length of the conveyor because of the 
separate chain compartment. The 
addition in size of the casing is made 
on the inside of the circuit. This is 
available in either the 90-degree or 
180-degree type. Some of the features 
of the conveyor are—enclosed dust- 
tight construction, compactness, mini- 
mizing of breakage of conveyed 
material, elimination of feeders, mini- 
mizing of explosion hazards,  selt- 
cleaning action, elimination of pits for 
elevating units, and ability to handle 
practically any required tonnage. Units 
are assembled in standard sections at 
the factory, prior to shipment, so that 
they can be quickly and easily erected 
on the job.—Stephens-Adamson Mfg. 
Co., Aurora, Ill—MILL Supp ties, 
April 1940. 


Machine-Vibration Isolator 


For Horizontal, Torsional and 
Vertical Vibration 





A new, easily installed vibration iso- 
lator, designed to economically control 
machine vibration and reduce result- 
ing noise, has just been announced. 
The device was developed for use on 
the motors, generators, 
pumps, ventilating fans, and similar 
equipment where vibration and exces- 
sive motion create noise and tend to 
wear out machine parts, damage con- 
nections and crack supporting walls 
and floors. The working parts of the 
unit consist of a coil spring and a rub- 
ber load pad, which support the equip- 
ment and isolate vibration, and an ad- 
justable rubber snubber inside the 
base, which controls excessive motion. 
The isolator was built to take care of 
horizontal, torsional and vertical vi- 
bration, and tests indicate it is par- 
ticularly efficient for low frequency 
vibrations. It is made in two sizes: 
Light Duty, for loads from 60 to 190 


bases of 











lb. per isolator; Heavy Duty, for loads 
from 250 to 720 lb. Heavy machines 
may be isolated by clusters of the 
units. The unit is enclosed in a metal 
jacket which protects rubber parts 
from oil and light.—Johns-Manville, 
New York, N. Y.—Mutt Supp ties, 
April 1940. 


Electric Hand Saw 


Powerful, Fast Cutting 





Many new features are incorporated 
in this new model electric hand saw. 
Model-127 has a 12-in, blade and cuts 
to a depth of 4g-in. It is particularly 


useful in mine construction work, 
timber cutting on docks and dam 


super-structures, in bridge construc- 
tion work and in cutting ties in main- 
tenance work. It is practical for cut- 
ting many types of building tile and 
for continuous cutting of copper sheets 
up to %-in. thick, lead sheets up to 
2-in. thick and many types of heavy 
gauge corrugated metals. It will rip 
and cross-cut timbers up to 4-in. full, 
and bevel-cut lumber 3%%-in. thick at 
45°. The blade has a free speed of 
2400 r.p.m. and is protected by an 
automatic spring-operated telescoping 
euard that rotates on ball bearings. 
All shafts are mounted on ball bear- 
ings, and a blower arrangement built 
into the upper guard keeps the line of 


cut free of sawdust.—Skilsaw, Juc., 
Chicago, Ill—Mitt Suppvies, April 
1940, 


Live Center 


Inserts Are Quicky Removed 





Announcement is made of new live 
center with interchangeable inserts 
for holding centered and uncentered 
work. Three inserts are available and 


may be used interchangeably depend- 
ing upon the work to be centered— 


1. male insert for work already cent- 
ered; 2. plain female insert for uncent- 
ered work, i.e., armature, drills, etc. ; 
3. female insert with three raised 
lands for uncentered work having a 
flat or burred keyway. Inserts are 
quickly removed by knock-out screw. 
\ll parts of the live center are hard- 
ened and ground, and cuttings, oil, 
dirt and chips are kept out by sealed 
ball bearings. It is adaptable to a 
variety of centered and uncentered 
work, and all types of machine tools, 
such as lathes, millers, grinders, hand 
screw machines, ete.—/deal Commu- 
tator Dresser Co., Sycamore, Ill.— 
Mitt Suppries, April 1940, 


Preload Adjustment For 
All Bearings 


Compensates For Expansion of Quill 
Shaft 


To insure long bearing life and pre- 
cision performance at a wide variety 
f speed, a preload adjustment for ball 
bearings has been introduced. This 
new invention compensates for ex- 
pansion of the quill shaft caused by 
heat. At the wheel end of the quill 
the outer bearing raceway is locked 
so that all expansion of the shaft is in 
one direction. When this expansion 
takes place, the heat is greater at the 
quill shaft than it is on the outer quill 
tube. With the present arrangement, 
the amount of preload is determined 
by a short, stiff spring adjusted by 
means of an internal nut in the quill 
tube. The new preload spring arrange- 
ment permits the bearings to run 
freely, operating at high speeds with a 
minimum amount of wear. For this 
reason quills, operating at a wide 
range of speeds, are capable of doing 
precision work to closer tolerances.— 
The Dumore Co., Racine, Wis—M1 
Suppiies, April 1940. 


Welding Blowpipe and Cutting 
Attachment 


Designed For Light-To-Medium Work 


= 














\ medium-pressure oxy-acetylene 
blowpipe for welding  light-gauge 
metal, and a cutting attachment fo1 


cutting iron. and steel up to 1-in. in 
thickness, have just been announced. 
The welding blowpipe (W-109) is 
specially designed for welding in light 
production work and aircraft construc- 
tion. Useful in all applications in 
which metals up to 3-in. in thickness 
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* Jor Scientific Design 
and Construction. 

* for Durability ad 
Efficiency a Aligh Speeds 
* jor all-round Dependable 
Performance low real cost 


“STANDARD” TOOLS 
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DRILLS * REAMERS 
MILLING CUTTERS 
TAPS « TAPER PINS 
DRILL CHUCKS « Etc. 


THE STANDARD TOOL ((0 
CLEVELAND 


NEW YORK + DETROIT * CHICAGO 














ROBE S.-i AIR RMERT I 


235 





Clank, clank, 2-2-z-z, br-r-r-r, 
bang—boy, my head’s still 
buzzing. Why? My nose for 
news steered me straight to 
some machinery and equip- 
ment shops. And these visits 
paid big dividends. Know 
what | found? Quantities of 
adhesive tapes, roll after roll, 
used for protection in ship- 
ping, for protection of polished 
surfaces and edges, for plat- 
ing, striping and masking, for 
insulating purposes and to 
hold movable parts in place. 
Does that mean anything to 
you? If you’re still awake, that 
means profits—big adhesive 
tape profits. Get your machin- 
ery working and sell these 
shops. If they don't use the 
Industrial Tape Corporation 
line, you’ll change that— for 
you’re handling the best tapes 
in the field. Here’s to you! 


= 


oman 


feree> 
s@iee** 





SEND COUPON 


Gentlemen: 
Please forward at once, in- 
formation on industrial adhesive 
tapes. No obligation, of course. 


NAME 
ADDRESS 
CITY 





INDUSTRIAL 
TAPE 
CORPORATION 


NEW BRUNSWICK, N. J. 
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are to be joined, and well adapted for 
metal welding, automobile 
fender and body work. The cutting 
attachment (CW-109), shown above, 
directly to the blowpipe 
handle in place of the welding head. 
The combination forms a useful, well- 
balanced unit. The attachment fea- 
tures an improved cutting valve with 
rubber-seated stem, and a_ cutting 
valve lever than can be turned back 90 
: the 
cutting valve assembly, and for easy 
connection to blowpipe handle. 
Two cutting nozzles are supplied, No. 
Q will cut iron and steel up to 4-in. 
thick, No. 1. will cut up to 1-in- 

Linde Air Products Co., New Y ork, 
V. VY—Mi_t Suppties, April 1940. 
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sneet 


attaches 


deg. to permit ready access to 
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the 


Screw Driver 


Replaceable Tip 














\ screw driver that takes tailor- 
made bits to drive definite sizes of 
screws has been announced. The tool 


holder has a chuck forged on the blade 
into the shank of the bit is 
inserted. With the tool holder are 3 
alloy steel bits; two for driving Phil- 
lips type screws and three for slotted 
Head screws. This tool 


which 


is especially 


useful for industrial assembly work, 
for driving screws in quantity, for 
driving case hardened screws. When 


the tip becomes worn, it can be re- 
moved and another bit inserted; thus, 
instead of discarding a complete 
driver all that is necessary is a bit.— 
Stanley Tools, New Britain, Conn.— 
Mitt Suppuies, April 1940, 


Hoists 
For Heavy Duty Service 


\nnouncement is made of two new 
hoists, one of 500-Ib. lifting capacity, 
the other of 1,000-Ib. capacity. These 
hoists are of the low head room type 
built for heavy duty service, and are 
if the wire rope and drum type. On 
both sizes the hook in its highest p Si- 
tion comes to within 12} in. of the 
bottom of the which it 
available in 


beam on 


travels. They are 
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CLEMENTS 


CADILLAC 


Combination Portable Electric 
BLOWERS & SUCTION CLEANERS 


SELL EASILY because they have a 
reputation for superior performance. The 
2 speed Cadillac presents new big sales 
opportunities. Our Trade Magazine ad- 
vertising stimulates buying interest. 


THEY PLEASE because they solve in- 
dustrial cleaning problems and give long 
trouble-free service. 









MADE IN 5 
GUARANTEED 
MODELS 


WRITE TODAY 
UR 


CLEMENTS MFG. CO. 
6656 S. Narragansett Ave., Chicago 











“Practically 
Indestructible’ 





The Mechanic's Favorite—C & L No. 32A. 


@ You give your customer years 
of dependable service with this 
C & L Blow Torch. Gives an in- 
tense blue flame. Wide range 
of flame - adjustment. Patented 
features give burner maximum 
life. Tank is practically inde- 
structible ... 

Check your stock of C & L 
Torches; be sure you have all 
their popular models . . . Catalog 
on request. 






CLAYTON & LAMBERT 
MFG. CO., Detroit, Mich 











suspension for bolting in place, hook 
suspension for hanging in place, and 
combined with a push type ball bear- 
ing trolley for operating on either 
I-beams or special monorail track sec- 
tions. These units are light in weight, 
have forged steel gearing, two gear 
reduction drive, and ball bearings 
throughout. They are available with 
either pendent cord or push _ button 
control, for operation on either single 
phase or polyphase alternating cur- 
rents.—Shaw-Box Crane & Hoist 
Div., Muskegon, Mich—Mitt Svr- 
pLies, April 1940. 


Water System 
Compact, Ready To Install 














A new water system, identified as 
model VB-250-12, has just been an- 
nounced. This unit is rated at 250 
GPH and operates on a 20/40-lb. 
differential. The self-priming turbine 
pump is direct connected to a } h.p. 
motor for operation on 110 volt, single 
phase, 60-cycle current. The pump- 
ing unit and tank are mounted in 
rubber on a steel bedplate. Pressure 
tank :s 12 gal. capacity, fully galva- 
nized copper bearing steel and auto- 
matic diaphragm type air valve and 
pressure gauge and insulated fitting 
between the pump and tank. Features 
of this new unit are, internal seals, 
rotating with the shaft, instead of 
conventional stuffing boxes, patented 
V-vane impeller, compact in size, 
ready to install. Overall dimensions 
of the unit are: 18-in. wide by 20-in. 
long by 27}-in. high, and shipping 
weight is about 120-lbs.—Roots-Con- 
nersville Blower Corp, Connersville 
Ind.—Muit_v Svuppuies, April 1940. 


Linameter 


High Accuracy at Both High and 
Low Readings 


The Linameter is a new type of 


meter adapted 
measurement of 


particularly to the 
fluids having char- 
acteristics of viscosity, corrosiveness 





and solubility, such as fuel oil, am- 
monia, hot tar, ete., which are beyond 
the scope of the conventional orifice 
type flow meter. This meter is of the 
area type, with meter body installed as 
an integral part of the pipe line, and 
containing a weighted disk positioned 
by the velocity of fluid through a 
tapered throat section in such a man- 
ner that the disk travel is directly pro- 
portional to flow rate. Features of 


this unit are—omission of U-tubes, 
mercury, pressure connecting lines; 
uniformly graduated indicator and 


chart scales; reliable integration; wide 
range of available capacities; negli- 
gible pressure loss; ability to locate 
the meter body against adjacent valves 
and fittings without the necessity of 
straight pipe runs. The meter is made 
in different combinations designed to 
suit particular conditions and may be 
equipped with pressure and tempera- 
ture elements to record on the same 
chart with flow. Styles are for wall, 
column or flush panel mounting. 
Cochrane Corp., Philadelphia, Pa. 
Mitt Suppwies, April 1940, 





Numbering Pliers 
Number Wheel Engraved To Order 


A single wheel numbering pliers 
has been designed for stamping or 
impressing numbers or letters into 


tubes, rings, bars, shanks, small cyl- 
inders or parts. This hand machine 
marks steel, brass, plastics, fibre, wood 
and other materials and is particu- 
larly useful for stamping sizes and 
product numbers. It is adjustable to 
a variety of diameters and the number 
wheel can be engraved to order with 
letters of figures from #2z-in. to 4-in.— 
H. O. Bates, Elizabeth, N. J.—Mu1. 
Supp.ies, April 1940. 


Starter and Motor Disconnect 
Switch 


Saves Wiring and Conduit Work 


Savings in wall space, installation 


time, wiring and service costs are 
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THEY BRING 


PROFITS 








SWACO 


SAFETY CAR MOVERS 







Easy to 
Use. Safe, 
Sturdy and 
Slip Proof. 


The heads of the Car Movers are 
short, compact, and powerful. The 
weight is so distributed that the 
balance is perfect... always right- 
side up without effort on the 
operator's part. 


This mover will get under the load 
and place the handle high, en- 
abling the operator to use full 
strength safely in starting the car. 


SAFETY HOPPER 
CAR WRENCHES 





"nS 


Positively safe, doubly efficient— 
its automatic safety feature, the 
ball-bearing ratchet head revolves 
with the car spindle, leaving the 
handle stationary in the hands of 
the operator. 


SELL SWACO'S FOR 
SATISFIED CUSTOMERS 
AND GOOD PROFITS 


SAFETY WRENCH & 
APPLIANCE CO. 


WORCESTER MASS. 
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PROFIT 
TWO WAYS 
SELLING 


SYVTRON 
ELECTRIC TOOLS 


1st:—Profit by adding to your reputa- 
tion their reputation of being tools 
that can be depended upon to stand 
up under the hardest service. 


2nd:—Profit by Syntron’s exclusive 
distributor policy. 





ELECTRO-MAGNET 
ELECTRIC HAMMERS 


In 6 sizes, for drilling 
cutting, surfacing, and 
dozens of other jobs. 


$80.00 to $225.00 





OVER POWERED ELECTRIC SAWS 
In 5 models, 2” to 434” Cuts, tilting 
bases for bevel cuts. Also with abrasive 
discs. $85.00 to $225.00 





INTERNAL CONCRETE VIBRATORS 


Both Electric motor and Gas Engine 
driven, 6500 to 9000 V. P. M. $275.00 
to $500.00 


EXTERNAL CONCRETE 
VIBRATORS = (Electric 
For wall forms, tunnel 
linings, burial vaults, 
cribbing, sewer pipe, etc. 
$185.00 to $325.00 





Your customers will profit from the 
savings in direct labor cost possible by 
the use of these modern tools. 


SYNTRON CO. 


900 Lexington Ave. 
HOMER CITY, PA. 
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developments incorporated in the new 
combination across-the-line starter 
and motor disconnect switch for use 
with squirrel cage and single phase 
motors. Front operation allows close 
ganging of a number of units in com- 


pact width and height multiples. The 
all-in-one construction saves wiring 


and conduit work. By loosening four 
screws the entire control panel may be 
removed. The front operated, con- 
tactor type disconnect switch incorpo- 
rates “dust safe” vertical contacts 
which are interchangeable with the 





across-the-line starter 
innovation in design. 
tection is provided by the eutectic 
alloy thermal overload relay which 
permits working the motor up to max- 
imum limit safely, yet provides posi- 
tive protection. Overload heater coils 
and operating coils are readily inter- 
changeable. This unit is available 
with either three or four poles, in five 
sizes, horsepower ratings from 6} to 
200 h.p.—Cutler-Hammer Inc., Mil- 
waukee, Wis—MILt Suppties, April 
1940. 


contacts — an 
Overload pro- 


Hole Attachments 


Adjustable Fulcrum Screw 





Two hole attachments, designated as 
729C and 729D, have recently been 
added to the manufacturer’s 
machinists’ tools. 
ments are 


These new attach- 
for use on dial test indi- 


cators having stems .375” in diameter | 
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150° Effective Working Range 
of Vision SELLS MORE of this 
Cesco No. 220 WIDE-VISION GOGGLE! 





More and larger orders for goggles come easy 
when you show this new, improved Cesco No. 
220 Wide-Vision Gogzle. Stress these features which 
are far superior: 
@ Full 150° effective range of vision. 
whatever to vision in any direction. 
@ Comfortable moulded one-piece cushion pads, 
highly resistant to perspiration, seat each eye cup 
snugly without pressure. 
@ 66 Ventilation Holcs increase cool air circulation. 


HARDENED SAFETY LENSES withstand and pro- 
tect against severe impacts. For full details on this 
most popular FAST SELLING GOGGLE, write 


CHICAGO EYE SHIELD CO. chicago, 1LL1nors 


No hindrance 








This ad in Mill & Sutere will help you 
HERE’S PROOF 
Cling-Surface 


BELT TREATMENT 
worth money to you 





Money-saving belt operation 
can be proved convincingly by this 
Cling-Surface sal "sD ft 
tor.” Belts treated with Cling-Surface 
save on lubrication, bearing wear. Ask 








line of | 


your Supply Salesman to show you 
this simple test. Trial tube on request. (2) 


CLING-SURFACE CO. 


44 Years Saving Belts and Power 


1024 NIAGARA ST., BUFFALO, N.Y 

















Thistrade mark is your 
guarantee of good 
business when you sell 






NO. 4-B 
TINNERS PUNCH 


The users of Whitney Hand Lever 
Punches are spread all over the 
country and they have come to rely 
on the Whitney trade mark as a 
thoroughly reliable guarantee of quality. 
Simple construction, powerful capacity, 
and fine balance have made these 
punches favorites wherever they have 
been introduced. Your opportunity is 
right now—your product is WHITNEY 
LEVER PUNCHES—write us for details 
and for our descriptive booklet, 


Rockford, Illinois 























The 
“BELTSAVER’ Pulley 








A WORD TO 


Wise Distributors 


Here’s a pulley that definitely saves a lot 
of headaches because it saves a lot of con- 
veyor belt troubles. 


Naturally the wise o- ly house recom- 
mends the ‘““BELTSAVER”’ for conveyor 
jobs where abrasive and heavy, sharp ma- 
terials are conveyed, cause with the 
“‘BELTSAVER” Pulley nothing can lodge 
between pulley and belt to play havoc 
with belt life. 


Your crushed rock and gravel plant cus- 
tomers will appreciate the service you give 
them when you recommend “BELT- 
SAVERS’’ as a means of doubling the 
life of their conveyor belts. 


There’s “BIG MONEY’”’ for you when 
you sell the “‘BELTSAVER’’ — Write for 
prices and discounts. 


SPROUT, WALDRON & CO. 


MUNCY, PA. 














adapting indicator for testing internal 
and other surfaces which cannot be 
reached with the spindle of the dial 
gage. They are attached easily and 
quickly and held firmly in position by 
the knurled clamp screw shown in 
illustration. An added feature is the 
adjustable fulcrum screw by which 
any looseness or play in the arm can 


be eliminated. No. 729C is suited 
particularly for use in deep holes and 
will enter a hole to a depth of 


1-11/16-in. while No. 729D, which is 
similar, is suited for use in shallow 
holes or for rough grinding and bor- 
ing operations as with the shorter arm 
the tendency to chatter is reduced. 


The arm of 729D will enter a hole 
to a depth of 13/16-in. The arms of 
both attachments are 7/32-in. in 


diameter and are hardened.—Brown 
& Sharpe Mfg. Co., Providence, R. 1. 
—Muiit Suppwies, April 1940. 


Flexible Shaft Machine 
Truck-Mounted Model 





A flexible shaft machine designed 
for easy portability around 


factory 
floor or yard. 


It makes use of a two- 
wheel truck mounting, which carries 
either the direct connected motor-and- 
shaft unit or the multi-speed, belt-and- 
pulley driven unit. The truck base is 


MILL SUPPLIES © APRIL, 1940 




















MANUFACTURED SINCE 1907 


et 


for 1 lubri of steam en- 
gines, steam pumps, air, and ammonia 
compressors — AND PROFITABLE SALES 
FOR DISTRIBUTORS. 


The McCullough Force-Feed Lubricator 
eliminates waste and makes possible eton- 
omies in plant operation. It is easily in- 
stalled and adjusted—feeds the right 
amount of oil in the right place at the 








right time with perfect regularity. No 
draining y—positive and reliable 
operation. There are profitable sales and 


many of them for distributors and we co- 
operate in every way to make your selling 
pay well. Send for descriptive bulletin 
“M” for sizes and prices. 


McCULLOUGH MFG. CO. 
2632-2634 CENTRAL AVENUE 
MINNEAPOLIS, MINNESOTA 














Profit with 


Plasgon 





The Plastic 
Gasket and 


] oint Cement 


Widely used by 
plumbers, steamfit- 
ters, and in factories, 
industrial plants and 
the automotive trade. 
Makes a 
gasket that gives a tight permanent 
seal. Proof against water, steam, oil, 
gasolene, kerosene, antifreeze solu- 
tions, and other common solvents. A 
steady seller. Write for information 
about discounts, display material, etc., 
or send 10c for sample tube. 


SAMUEL CABOT, INC. 
1412 Oliver Building ‘ Boston, Mass. 
SGA OS A MARE ARE OE Ra 
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COLLIS 


SLEEVES ... 
SOCKETS 





Standard Type 
and 
Use-Em-Up Type 























LATHE CENTERS 





Carbon Steel Hardened 
also 
High Speed Steel Inserted Point 


MAGIC TYPE CHUCKS 
AND COLLETS 
DRILL CHUCK ARBORS 


We are prepared to handle all 
regular and special requirements 
of your customers. Prompt service. 





THE COLLIS COMPANY 


CLINTON, IOWA 








LUBRICATING 
DEVICES 


Spell Profit 
for 
DISTRIBUTORS 





“Pirt” Glass Body 
Sight Feed Oi! Cup 


This line has earned a 
reputation for quality 
and dependability be- 
cause of the many 
years of unfailing, eco- 
nomical service it has 
given to large indus- 
trials everywhere. Join 
the ranks of alert dis- 
tributors who know it 
is to their advantage 





“‘Automatic"’ 
Spring Compression to stick with a line 
Grease Cup that offers them tangi- 
ble returns. Investigate today and 


build up a well-paying business. 





We make: 


Sight feed tubricators, plain tubricators, hand 
oil pumps, oi! cups, plural oilers, sight feeds, 
‘wrease cups, oil gauges, water gouess, oiling 
devices, air pistol blow guns, air cocks, etc. 


ESSEX BRASS CORPORATION 
2000 Franklin Street, DETROIT, MICH. 
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of heavy cast iron construction that 
carries two 8-in. 
extending leg to provide three-point 
stability. <A 
provided sO 
type of unit may be turned easily in 
a 
model is especially suitable for heavy 
work.—Stow Manufacturing Co., Inc., 
Binghamton, N. 
\pril 1940. 


Cutting Round, Hex and Square Stock 


' 


cut off drill rod and wire from 0 to 4- 
in. inclusive without leaving a burr. 
The several ends of the stock are 
distorted and are free for entry for 
additional 
ate and requires a minimum of exer- 
tion 
directly the leverage applied. It can 
be secured 
nently, or can be set in a vise in a 
few seconds’ time.—Billings & Spen- 
cer 
| Conn—Mitt Svuppties, April, 1940. 


wheels and has an 


swivel is 
heaviest 


ball 
that 


bearing 
even the 
direction. This 


horizontal new 


Y.—MILt SupPties, 


Cut-Off Tool 





This labor saving tool will cleanly 


not 


cuts. It is easy to oper- 


since it is designed to utilize 


to a work bench perma- 


Co., Hartford Co., Hartford, 


Transformer Gins 
Fit Any Size Pole 


Announcement of two new 


The gin shown at the left 


for lifting transformers, load 








A NEAT COMPACT KIT 
FOR MECHANICS... 
.-. EVERY DRILL IN ITS PLACE 


. . - EVERY DRILL PLAINLY 
MARKED WITH SIZE AND 
DECIMAL EQUIVALENT 


—-HUOT DRILL INDEX— 


Every mechanic who uses hand, breast, 
electric, or portable drills will want a 
Huot Drill Index because it saves valu- 
able time in selecting the right drill for 
the job. There’s no heavy investment for 
distributors — profit margins are good 
— every sale makes another. When one 

hanic sees ther with it he wants 
one too — this business can be yours 
— let us tell you why. 





No. 60 HUOT DRILL INDEX 


vest pocket size, shewn open. 6 sizes 







No. 13 for drills 1/16 
1 


t 4 
No. 20 for drills 61 


to 80 
No. 26 for letter drills 
No. 29 for drills 1/16 


to % 
No. 60 for drills No. 1 
a 


No. 72 for drills No. 1 
to 60 also 12 taps 











HUOT MFG. CO. 
128 E. 10th St. 





St. Paul, Minn. 








trans- 
former gins has recently been made. 
can be 
easily clamped on the top of a pole 
pots, 
is sO constructed 





lead cables, etc. It 
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FLOATS 


STAINLESS STEEL 





Are Available for Prompt Shipment 


Harris stainless steel floats are 
corrosion resisting, suitable for 
use under high pressures and 
temperatures and are built for 
long life under severe service. 
Diameters 2'4” to 30”—special 
styles to order. Our engineers 


will assist you in your selection. 

Write today. 
Floats also _ fabricated 

EEL 


NICK I 
EVERDUR—BRASS—KA2 SMO. 


210-218 N. Aberdeen St. 
(formerly Curtis St.) 


CH.CAGO, ILLINOIS 





All Standard Sizes 24/2 to 12°’, Inclusive, 


ARTHUR HARRIS & CO. 








EST. 1884 


: 










































> a +9959 2): 


BRASS. BRONZE. EVERDUR. 
MONEL and STAINLESS 
BOLTS. nuts. screws. wash- 
ers and other fastenings. Lit- 
tle screws, big bolts, studs. 
and every type of fastening 
used by manulacturers of 
heavy eq 

processers, ‘boat builders. 
utilities and other industries. 


3600 ITEMS IN STOCK 

. . ready for immediate 
shipment. Almost every alloy 
except iron and steel. 


SPECIALS 
MADE PROMPTLY 


- and economically. Plenty 
of raw 1 and 
equipment. 


SEND FOR CATALOG 

. containing 72 pages and 
showing scores of illustra- 
tions in natural colors. data 
sheets and tables. Ask your 
logical source of supply, THE 
H. M. HARPER COMPANY 
2632 Fletcher St., 

































Chicago. 










on this FAST 
SELLING LINE 
of Soldering 
Products 


Jobbers who 
“push” Rubyfluid 
Soldering Products 
feature the line 
that’s easy to sell. 
It's the “top-notch” 
line that has won 
the approval of 
plant superintend- 
ents and operators 
everywhere. They 
know the good 
work it will do... 
they want it! Ruby- 
fluid is priced right 
for quick turnover 
ani top profits. 


RUBY 


CHEMICAL CO. 


76 McDowell St. 
Columbus, Ohio 








= | 





that it is a non-conductor of electri- 
The gin on the right is designed 
and 
than 


city. 
to clamp on the side of the pole 


in many cases is more «desirable 





the pole top gin. These transformer 
gins fit any size pole and have been 
tested to more than 3000-Ib. without 


any signs of yielding.—Coffing Hoist 
Co., Danville, IllL—Mitt Surpewies, 
\pril, 1940. 


Sle lp 


from the 


um niet niin 





WIRE ROPE—Information of value 
both mining and contracting indus- 
tries is contained in “Wire Rope for 
Mining and Contracting.” In it are 
tables and formulae which apply to 
common operations in both industries. 
General information wire rope, 
design and rope construction is 
found in this 96-page pocket-sized 
booklet, and the charts, tables and 
illustrations give it added interest.- 
Broderick & Bascom Rope Co., 
Louis, Mo. 


to 


on 
rope 


HOISTING EQUIPMENT— I[niormation 


pertaining to various models of chain 


hoists is contained in catalog PD-25. 
It illustrates and describes, among 
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on. I 


goth YEAR 


PAY MORE—GET MORE 
DO MORE 
with 
“STRAND” 
HIGH QUALITY MACHINES 
GROUND ROTARY CUTTERS 




































send for catalog 


N. A. STRAND & CO. 


CURTIS 
A 
Ge 


HOISTS 
For They Meet 
the Demand for 
Lower Costs 


In these times of mount- 

ing expenses, your cus- 

tomers are secking ways 

of cutting production 

costs—so easily accom- 
lished with Curtis Air 

| Oists. 

_ Curtis Air Hoists are 

| i in demand because they 

— up material han- 

ling, increase plant 

efficiency and earnings—and have hundreds 

of uses. They offer: 

@ Row First Cost 

@ Low maintenance expense 

@ ‘One-hand" operation plus accurate 

control 

@ Immunity to abuse and overloads 

Write for bulletins and complete informa- 

tion today. 

Curtis Pneumatic Machinery Co. 
Division of Curtis Manufacturing Co. 
1919 Kienlen Ave. St. Louis, Mo. 
Compressors @ Air and Hydraulic Cylinders 
Air Hoists ¢ I-Beam Cranes and Trolleys 











| 











The Eagle Improved Hydraulic Pump 
Oiler, made for hand service, is the 
finest oiler of its type. Its ease of 
operation and durability make it a 
favorite. Genuine Double Seamed Bot- 
toms, Acetylene welded spout with 
extended steel thread protector. All 
parts renewable: no soldered con- 
nections. 


Variety of styles and sizes. 


See your distributor or write 


EAGLE 
MANUFACTURING COMPANY 


Dept. M53 Wellsburg, W. Va. 














The quickest way. the easiest way is with 
@ Porter Clipper. If the bolt is in a hard 
to get at place. use a Porter Swivel Head 
model. If there is no “elbow room”, use 
a@ Porter Compact. A Porter Clipper will 
cut cold awn screw stock. machinery 
steel, annealed tool steel and stainless 
iron. A Porter will stand up because it is 
precision built of the best materials and 
engineered out of sixty years of special- 
ized experience in the making of this one 


kind of a tool. The proof of Porter effi- 


ciency is in Porter performance. 












Tells you the right 
tool for the job — tells about chain 
cutting. cable cutting. nut splitting. 
cutting cold drawn spring wire. etc. 
— tells you why since 
1880 Porter Cutters have 
set the standard of per- 
formance and durability. 














other items, the Spur-Geared, Screw- 
Geared and Differential types, and 
also covers the “Cable King” wire 
rope electric hoist. Charts giving 
information on specifications, dimen- 
sions, prices, etc., increase the value 
of this attractive 45-page booklet.— 
Yale & Towne Mfg. Co., Philadel- 
phia, Pa. 


IMPULSE STEAM TRAPS—A revised 
and enlarged edition of bulletin 
T-1735, has just been printed. Ap- 
plication pictures, diagrams, installa- 
tion and operating instructions on 
Yarway impulse steam traps are some 
of the features of this colorful book- 
let. Construction details, impulse 
traps for special service, capacities 
and prices are some of the headings 
that will prove interesting to the 
reader.—Yarnall-Waring Co., Phila- 
delphia, Pa. 


DOUBLE INTERLOCK PILLOW BLOCK 
—In addition to complete information 


covering the new Dodge-Timken 
double interlock pillow block, bul- 
letin A-325 contains selection tables 


which are simple and conveniently 
arranged, and which make it easy to 
select bearing from the complete line 
to meet .any condition of service. This 
booklet will be sent to industrial ex- 
ecutives on request—Dodge Manufac- 
turing Corp., Mishawaka, Ind. 


V-BELT GUIDE —New horsepower rat- 
ings for multiple belts are among the 
features contained in 96-page “Guide 
to Efficient V-Belt Practice.” It is 
illustrated with photographs in color, 
and with diagrams and charts. Mul- 
tiple and fractional horsepower V- 
belts are included in the book, It 
contains a complete section of sheave 
information that covers also flat pul- 
leys for V-to-Flat drives, and adjust- 
able diameter and companion sheaves. 
There is also an engineering section 
for the designing of special drives, 
with formulae, description of special- 
use V-belts, handy tables for engi- 
neers. It is a useful handbook for 
any engineer on complete V-belt 
drives. —L. H. Gilmer Co., Philadel- 
phia, Pa. 


SNAGGING WHEELS—Form ESA-62 
is a new descriptive bulletin concern- 
ing snagging wheels for foundry and 
billet grinding. This contains data 
about recent improvements in the 
Abrasive line and _ includes latest 
standard recommendation tables for 
vitrified and resinoid-bonded wheels 
for floor stand, swing frame and port- 
able grinders. It is a colorful, well 
illustrated folder —A brasive Company, 
Philadelphia, Pa. 


CONVEYORS —Besides being a picture 
book of many different applications 
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bevensacal 


CHROME BELT LACING 


HIGH TENSILE STRENGTH ... 
GREAT HEAT RESISTANCE... 
MANY SALES OPPORTUNITIES 


Neverbreak is a versatile 
chrome lacing that can build 
good profits for you. It meets 
practically any shop need effi- 
ciently, therefore, it is not 
necessary to carry large stocks 
of different kinds. Its high ten- 
sile strength and great heat re- 
sistance make it adaptable for 
many other special leather jobs 
—let us tell you more of its 
possibilities — get information 
also on our leather aprons, 
shoe laces, and special items. 











CALIFORNIA TANNING CO. 


1905-7-9 Shenandoah Ave., St. Louis, Mo. 














LUTZ HANDLES 
FOR VOLUME SALES 


BEST 
CHOICE... 


The Universal Use of 
Handles in Every In- 
dustry offers you a 
Limitless Field for the 
Profitable Selling of 
this Superior Product. 





Every plant, regardless of size, is a prospect 
for tool handles . . . and, for handle sales 
that produce customer satisfaction plus re- 
at orders, your best choice is the complete 
UTZ HANDLE line. Recognie’ as a 
better-designed, longer-lived handle, they 
are applicable to hundreds of uses. This 
combination . . . longer-lasting, _split-proof 
service, plus versatility . . . indicates that 
LUTZ HANDLES will never outlive their 
profitable usefulness as ‘“‘best sellers’’. Our 
cooperative distributor policy is unusually 
attractive ... write for it. Also, inquire 
about the sales-potential of territories that 
are now available to profit-wise distributors. 


LUTZ FILE & TOOL CO. 


CINCINNATI, OHIO 














* 
Urge your customers to 


COUNT ALL THE COSTS 

before they invest in Belt 

Dressings - - they can save half 
with 


CANTOL BELT WAX 


When you tell customers that continuous 
treatment with CANTOL BELT WAX cuts 
belting costs and that it is recognized as 
one of the best belt treatment and pre- 
servatives on the market, you can start 
right then collecting dividends on sales. 
A pound of CANTOL costs 50¢ and goes 
four or five times farther—-it comes in 
bars, paste, or liquid. Join the long list 
of jobbers in 48 states and 40 fore qn 
countries who sell CANTOL BELT WAX 
for profit! 






warTtr-pacor =<") On 


-pRoor 
CANTOL BELT WAX_ 





CANTOL WAX COMPANY 


BLOOMINGTON, INDIANA 








Give You Sales You Must Pass Up 
Without This Complete Line of 
Heat-Treated, Alloy Steel Screws 











of mechanical elevating and convey- 
ing equipment for handling both pack- 
ages and loose bulk materials, “Link- 
Belt Conveyors in American Indus- 
try” contains several pages of sta- 
tistics and thought provoking reading 
matter on the theme that it is largely 
the greater development and use of 
machines that has placed America in 
the forefront of all nations. A book 
of ideas for any one interested in 
handling raw materials, work in proc- 
ess and finished goods.—Link-Belt 
Co., Chicago, Ill. 


BRONZE BEARINGS —The 1940 edition 
of this manufacturer’s general cata- 
log has just been released. Indenti- 
fied as catalog 400, it lists over 800 
sizes of plain bearings and more than 
350 listings of bronze bars. Many 
new numbers have been added to the 
Electric Motor Bearing section and 
each bearing is illustrated. Other 
items such as graphited bronze, “Led- 
aloy” self-lubricating bearings and 
Babbitt are included.—Johnson Bronze 
Co., New Castle, Pa. 


V-BELTS —Revised catalog section, No. 
151, introduces new horsepower rat- 
ings for multiple V-belt drives based 
on the new formula developed by Rob- 
ert L. Vogt, and recently adopted by 
the industry. It provides engineer- 
ing information on selection of size 
of belt for horsepower rating, speed, 
center distances and sheave diameters. 
—Allis-Chalmers Mfg. Co., Milwau- 
kee, Wis. 


KNURLING and CUT-OFF TOOLS —l wo 
descriptive folders graphically illus- 
trate new cut-off tool (Form-657) 
and new knurling tools (Form-654) 
recently added to the Billings & Spen- 
cer line of forged tools. These at- 
tractive leaflets contain basic infor- 
mation on these new models.-—Bill- 
ings & Spencer Co., Hartford, Conn. 


DRIVES—New catalog, No. 140, gives 





Cross Section, Taken at 
Frog, Shows Thicker 


Center Section Which Ex- 
tends 


from 
Cutting 
Edge to Top 
of Socket. 


A HOG 
FOR WORK 






RAZOR-BACK 


— the Only Shovel 
with a BACKBONE 


Guarantees more service per 
dollar than any other shovel 
on the market— replaces 24 
different types and grades 
with one grade, one type of 
shovel. Lists at $16.20 a dozen. 
Write for details. 


THE UNION FORK & HOE CO. 


Columbus, Ohio 


Makers of Quality Tools for Over 40 Years 





ee" 
NeW “amazincty HARD 


DRILL-POINTS 








DRILL CONCRETE 
50-75% FASTER 


Amazing new drill-point contains special metal 
harder than hardest steel. Goes through concrete, 
tile, slate, porcelain, etc., 50 to 75% faster. Drills 
cleaner, more accurate holes. Speeds up installa- 
tion of expansion anchors. Saves your skilled time 
for more profitable work. Eliminates noisy hammer- 
ing, monotonous chiseling. Doesn't splinter fragile 
work. No special equipment needed—use in any 
rotary drill. Get your share of those extra profits 


complete engineering data with list 
prices on Congress drives. Included 
is information on V-belt sheaves, vari- 
ible speed sheaves, round and_ flat 
belt pulleys and flexible couplings. 


Mines, textile plants, 
railroads—d ozens of 


new fields for heat- 





treated, alloy steel 
screws are open to you 
when you handle 
Mac-its! You can sell 
16 different kinds of 
standard items — hun- 
dreds of specials. More 
items mean more sales, 
bigger profits! 





DISTRIBUTORS! 


Write for details to 


Strong, Carlisle & Hammond Co. 
1392 West Third St., Cleveland, 0. 














Congress Die Casting Division, Con- 
gress Tool & Die Co., Detroit, Mich. 


WELDING ACCESSORIES—A new 4- 
page bulletin detailing welding helmets 
and accessory protective equipment, 
containing thirty illustrations of rep- 
resentative products, is now available 
upon request. Welding helmets in 
new one-piece or fabricated models are 
shown, together with hand shields, 
wire screen helmets, chrome leather 
helmets, welder’s chrome _ leather 
gauntlets, leggings, sleeves and aprons. 
The various parts and features of the 
helmets are separately described.— 
The Mine Safety Appliances Co., 
Pittsburgh, Pa. 
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now possible. Send coupon for leaflet. 


CARBOLOY COMPANY, INC. 
DETROIT, MICHIGAN 


FREE 
LEAFLET 


CARBOLOY 


MASONRY DRILL-POINTS 
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